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the VEWBEAVER 


WRENCHLESS 
POWER GRIP CHUCK 


ADJUSTS WITH FINGERTIPS—POWER GRIPS THE WORK 
LIKE A PIPE WRENCH—FORWARD OR REVERSE 


Easily Adapted to 
Old Pipe Machines 


Modernizes old power equipment 
in a few minutes. No fitting! 
No filing! 


PATENTED POWER GRIP ROCKER 
JAWS GIVE SOLID GRIP 

Easily and quickly adjusted to work with turn 
of hand wheel. No need for hammering or 
socking. Machine power makes Power Grip 
Rocker Jaws hold pipe or rod with pipe wrench 
principle. 


SPEEDY OPERATION 


Does more work faster and easier. Insert work, 
position Power Grip Rocker Jaws with hand 
wheel, turn on machine. That's all. 


FORWARD OR REVERSE 


Designed to work efficiently and safely in for- 
ward or reverse. No slipping! No locking! 
Power Grip Rocker Jaws hold work securely 
in either direction. 


FEW PARTS INVOLVED 


Beaver Power Grip Rocker Jaws are easily in- 
serted without dismantling chuck. Replace- 
able jaw inserts are easily and quickly 
installed. 


RANGE 

The Beaver Power Grip Wrenchless Chuck 
handles 1 /8-inch to 2-inch pipe. Grips 1/4-inch 
to 2-inch rods. Holds safely and securely. 
Can't slip or lock. 


WHERE TO BUY 


Sold by selected Beaver Pipe Too! distributors. 
Write for further distributor sales data. 


“at 


PIPEWTOOLS 
216-300 Dana Ave. * Warren, Ohio, U.S.A. 
"S3 Years of Highest Quality” 
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HIGHLY IMPRESSED ait - BUYERS’ MARKET 

This was the universal aes J A Pittsburgh distributor 
13 P i firm not only recognizes 
the competitive market—it 
has done something about 
it. Page 84 tells how 
management cooperates 
with salesmen—and what 
salesmen do on their own 








omment made by the 
French distributors who 
recently toured distribu 
tor and wholesaler firms in 
the U.S. You'll get an 
insight into their type of 
operation and how it dif 
fers from ours on page 82 


SALES ANALYSIS SYSTEM 





< 


It's an important topic—for both the small and large 
ndustrial distributors. In a 6-page article, a Kala 
mazoo firm tells how it has worked out a more than 
itisfactory system for a small house, while an Evans 
ompany relates how its large-scale operation 
ingible benefits from a sales analysis system 


btains ts 
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rAKE IT EASY THE P.A. SPEAKS 








A Washington P. A. sum 


Providence sales manager 4 
ounsels that you'll not : marizes “service, knowl 
only live longer—you'll also edge and tact” as the cri 
sell more. It’s rather un , a teria by which he evalu 

it ates salesmen. On page 94 


isual advice, but read it j ; 
on page 3 and sec . ' you ll find out why 


vhether or not you agre« 


DIRECT MAIL 


< . 
A Seattle firm coordinated 
department mailings in 
each unit’s sales promo 
tion efforts. Results wer 
an economy in operation 
and greater effectiveness of 
direct mail as a sales tool 
Page 105 


SALES & FUTURE 








an eye on each 

dual purpose of a 

igo _ distributor's 
lanned product cam- 
n. Page 96 gives the 
on how its long 

lling plans are pay 





EGULAR FEATU S 


You Said It Supply Sales Trends... News 
Talk of the Trade 7 Price Index How You Can 
Outlook for Business.......... On the Market Today 


Editorial 
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Link-Belt P.1.V. 
Permits Infinite 
Positive Settings 


Link-Belt’s P.I.V. is a variable 
speed drive that is not dependent 
on friction tor transmitting 
power. Self-tooth-forming chain 
grips toothed wheels without 
slippage. That’s why P.I.V. can 
give exact selection from maxi 
mum to Minimum speeds in an 
infinite number of positive set- 
tings .. . and transmit full rated 
horsepower throughout its com 
plete range 

Compactness is another salient 
sales point that should always be 
mentioned. These all-metal drives 
achieve space savings up to 
50%. Offer Book 2274 to those 
wishing detailed information 





Spray Nozzles Used 
For Scores of Jobs 


There is need in many places in 


your trading area for spraying, 
washing and cleaning all kinds 
of materials—from produce to 
coal. That need can be easily 
and economically met by simple 
installation of Link-Belt Non- 
Clogging Spray Nozzles. Con- 
sisting of a bronze deflector with 
a U-bolt fastening, they merely 
attach to a water pipe drilled 
with plain holes at desired spray 
locations. 








No Other Drives Do All These Jobs 
Like Link-Belt Silent 


For positive dependability at high 
or low speeds . . . at fractional 
to thousands of horsepower—no 


. other drives can 
* Sales match the per- 
Meeting 


formance rec- 
; yrds of Link- 
in Print ords Oo in 


Belt Silent 
Chain. What's 
more, its better-than-98% efh- 
ciency is sustained throughout 
many years of service 

Silent chain has a positive 
tooth-to-tooth meshing action— 
there's no chance of slippage. 
Maintained ratio means full pro- 
ductive capacity slipless ac- 
tion assures a better product. 





Top-Icing Protects 
Perishable Profits 


Wherever perishables must be 
lelivered in fresh condition, 
you've a prospect for a Link-Belt 
Ice Crusher-Slinger. Immediate 
savings in reduced spoilage . . . 
plus higher quality and maxi- 
mum market prices—are im- 
pressive benefits. Be alert to 
possibilities in these fields 

Dairy Industry — Snow-icing 
milk truck loads gives protection 
during delivery. 

Fishing Industry — Keeps 
catches fresh en route to market. 

Produce Shippers — Offers 
protection where freshness de- 
termines profits 

Ice Dealers 
business, 


Brings more 
new customers. 











LINK-BELT COMPANY 


Plants in: 
Indianapolis + Philadelphia 
thicago + Atlanta « Colmar, 
Pa. «+ Houston + Minneapo- 
lis + San Francisco + Los 
Angeles - Seattle. 


Offices in Principal Cities 


13,692 











Equally important, Link-Belt 
Silent Chain is often lower in 
initial cost. The higher speeds 
possible permit smaller motors 
and controls. This combined 
with negligible maintenance gives 
your customer overall economy 
unmatched by any other type of 
drive. 


Production increased 33% when 
speed of peeler lathe was stepped 
up by installing two silent chain 
drives. Neither engine nor lathe 
had to be moved. 


long life under severe service— 
This 250-hp Link-Belt Silent 
Chain Drive has operated a line 
shaft in a seamless tube plant 
since 1916. 


Large ratios. Link-Belt Silent 
Chain operates efficiently on ex- 
tremely short centers at ratios as 
high as 10 to 1. 
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hain Drives 


Book 2425 gives 
complete data 
on Link-Belt 
Silent Chain 
Offer a copy to 
all your custom 
ers with drive 
problems. 


Mini aint e—This is 
one of 24 Link-Belt Silent Chain 
Drives in a pulp mill. All have 
operated for many years with 
little attention. 





Fractional hp drives are positive 
and dependable with silent chain. 
Here two ,” pitch chains drive 
small fabricating machine. 


Constant, high speeds on testing 
machines were assured by using 
Link-Belt Silverstreak Silent 
Chain Drives. 








The Cover 


1 ¥ d ; It’s here again—that special time of year 
se ec e ; ; when good will prevails, when giving su- 
: persedes receiving, and when the world 


seems a little better and brighter. So 


for a from every one of us to every one of you 


bere’s a sincere wish that this will be the 


e 
service happiest holiday season you've ever had. 


GAGE SELECTOR 








Editor Walter F. Crowder 





Managing Editor Raymond W. Barnett 
The keynote of Industrial —oO 
Distribution is Service, and John A. Wertis 
Threadwell’s progressive Associate Editor D. A. C. McGill 
distributor sales policy has Rentitees Wine Robert Slater 
long recognized and (Chicago) 
promoted this important feature. Assistant Editor Georme L. Bottari 
Latest aids are the new 
THREAD GAGE SELECTOR and 
NET PRICE SELECTORS 
for taps, dies, tap and die kits, 


Assistant Editor J. Van Ness Philip 


Assistant Editor Leugel Foss 








McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 





counterbores and keyway Francisco, Washington, D. ( 





broaches. Each is designed to McGraw-Hill World News Bureaus in 

simplify the selection of principal cities 

Threadwell products — and ; 
Publisher 

emphasize the service of ote ae ie, 


Threadwell distributors, by 





means of prominent imprint 

space on the cover. District Managers: EF. N. Grantvedt, Chi- 
cago; FE. J. McOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and Boston— 
John W. Otterson, San Francisco; H. L. 
Keeler, Los Angeles; J. Cash, Dallas; 
Business Manager, C. H. Holdsworth. 
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Subscriptions a 
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prospective customers ‘ Greenfield, Mass.. U.S.A. 


will be impressed. 


THE FINEST IN CUTTING TOOLS & GAGES 
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Sensational 


‘Multi- ‘Plier 


Increases 
Gripping Power 
10 Times! 


Unique, Three-Piece, Compound 
Leverage Design Is Greatest 
Plier Development in 19 Years 


Five More New Pliers! 


a cee 


All are time savers for a multitude 
of industrial jobs. No. 204 is a 
handy midget diagonal side cutter. 
No. 222 is a long needle nose plier 
i —ideal for many types of wiring. 


aT No. 225 is like the 222 except that 
it has a curved nose. No. 228 is an 
extra long, short nose needle nose 


raat means | ae plier. No. 243 is an all-purpose 
\ multiple-groove joint plier. 
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TAPER-LOCK SPROCKETS 
AND DODGE ROLLER CHAIN 


Costs less ~ Delivers more: 


Savings up to 33% .. 
A new and better kind of speed reducer— 


proved in tens of thousands of installations, 


. efficiency up to 97%! 


in all types of industry! 


This reducer is mounted directly on the driven 
shaft. No foundation, no flexible couplings, no 
sliding base required. No lining up difficulties. 
The torque-arm, fastened to any fixed object, 
anchors the reducer. Unit is driven through 
any V-belt drive. Stock Taper-Lock Sheaves 
prescribed for each job. Tri-Matic Overload 
Release and Backstop are available if desired. 


Torque-Arm Speed Reducers are stock items 


DODGE-TIMKEN 
PLLOW BLOCKS 


TAPER-LOCK SHEAVES 


DODGE TORQUE-ARM 
SPEED REDUCER 


/ 


—in single reduction and double reduction 
series—with capacities from 1 to 43 hp and 
output speeds from 12 to 330 rpm. You'll profit 
by the many opportunities to sell the Dodge 
Torque-Arm Speed Reducer. 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Indiana 


of Mishawaka, Ind. 


The Transmissioneer is featured in over 
7,000,000 Dodge ads in leading indus- 
trial publications this year. In each ad 
prospects are advised to “go to the 
Distributor.” 
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You Said tt 


Red Letter Day 


Rocky River, Ouro 
Che big day finally arrived and IN 
DUSTRIAL DisTRIBUTION hit the family 
mailbox. I was not here when “Shorty” 
started to leaf through its pages so I 
will have to give the account of hap 
penings from what I have heard. Mrs 
Holton gave me the details. 

In scanning page 98, Bob apparently 
saw the name Holton out of the corner 
of his eye, and he called out that it 
looked like Dad had made the issue 
When my wife heard that she mad 
the suggestion that perhaps he had 
better look a little further. About this 
time a grin a mile wide began to spread 
icross his face and he began to pound 
the coffee tabk 
he pointed out lines in the magazine 
with the other. Our table is quite 
ubstantial so it survived. Needless to 


high for a 


with one hand while 


excitement ran quite 


vh ind even now, after almost a 


k, the 


mention of the article 
ound here. The 
has 
explained and forg 
of this 


’ 
1 boost in s 


mcre 
1 current al 


f the term paper 


1 


publishing pape! 
h ) 
hoo 


hit 


mM quite 
itted the magazine 
school, and I 

it by heart 

is a littl 


irticle to seve 


with 
im sure | 
The Eng] 
ited and 

ral other F1 


ind discussed it in class 


¢ CX 
shown the 


lish teachers 
looked 1S 
foot pol 


he 


1 while it 


en 


The Holtons, both dad and son, write in to 
say thanks; distributor outlines company policy 
in working with manufacturers’ men; manu- 
facturers praise ““The Story of the Industrial 


Distributor”; requests for “Career”’ continue 


1 few reprints or extra copies of this 
to to a 


tors and men have commented on it 
[ am quite that 
words in print has strengthened his 


sure reading his article give few interested 


friends 
Again, thank you very much. 


desire to get deeper into this selling 
Bos Ho.rTon 


business and, as his Dad, I would like 
to take this opportunity to thank you 


for having had a hand in helping to 


ror 


build such a desire in a good boy. 


Teamwork for Profit 


Ropert HOLtTon 
Representative 


lhe Henry G. Thompson & Son Co 


ALBANY, N. Y¥ 


I have read the two-part story (“It’s 
Only A Matter Of Getting ‘Together’ ) 


started on page 86 of your October is 
sue. We, of course, concur with the 
majority of points mentioned 

It 
policy that any manufacturer's repre 
sentative desiring to work with our 
men must first clear through out man 
agement department and, if permission 
is given, they are required to give two 
to three weeks notice prior to their a1 

(Continued on page 10) 


Rocky River, Outro 
It was with a great deal of pleasure 
that I found my term paper printed in 
magazine. I would like to thank 
you Very much for your effort put into 
the publishing of it. 
I believe that it will help me in my 
yram for the future and has inten 


~~! 


has long been our established 


ul 


pre 
sified my interest in this field. 


If at all possible I would like to have 














Lou 
WALL STREET JOURNAL 


“Under this new incentive plan every salesman 
that meets his quota will get to keep his job.” 
Wall Street Jou 


Reprinted by the courtesy of the 
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BRONZE ¢« IRON @ STEEL 


Ww WN 
THE ONE 
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Count on Lunkenheimer for 
NEW and Revolutionary Products 


* * * * 


Watch for Announcement of 


LQ 600 


and 


The cost of a Lunkenheimer Valve gets smaller and smaller and smaller 
with each passing year of dependable service. 


NAME IN VALVES 


L-1154-82 
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You Said It 


(Starts on page 7) 





rival. We then discuss with our men 
to determine whether or not the time 
spent with the manufacturer's repre 
sentative will be to our advantage. As 
you can see, we are more interested, 
naturally, in the benefits to ourselves 
Business is not normally an altruisti 
venture. 

It has been our recent experience 
that practically all of our suppliers, 
and a few we have never heard of, 
have requested sales meeting time. We 
only grant sales meeting time to thos« 
of our regular suppliers who have 
something new and informative to di 
cuss. To have a sales meeting simply 
for putting in the time will not be 
countenanced under any conditions. 
On occasion, we may take on a new 
line and a new source of supply. A 
sales meeting is then set up to give 
our men the necessary background to 


| properly promote the product. 


Just about every important maker 
of power tools in America is now equipping 
new products with Supreme brand Chucks. 
The standards of these companies are high, 
but Supreme performance equals or 
surpasses all requirements. The extra 
performance of Supreme Chucks is 
winning new business for 
Supreme Distributors. 


the chuck 
thet Cinroc 
up to 


rams 


one Supreme 


SUPREME PRODUCTS, INC., 2222 So. Calumet Ave., Chicago 16, Ill. 


10 
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If we alloted time to all those who 
request it, I am afraid our men would 


only have every other Sunday to work 


their regular territories. 
J. M. Garvin 
Vice President 
Sager-Spuck Supply Co., Inc. 


|The Distributor’s Role 


e Ed. Note: “The Story of the Indus- 
trial Distributor’* was prepared by us 
for distribution to manufacturers who 
sell through industrial distributors. We 
received the following comments: 


TorRINGTON, CONN 

We have examined INpustriAL Dts 
rRipuTION’S booklet “The Story of the 
Industrial Distributor.” Let me com 
pliment you on a fine presentation, 
which is both informative and helpful 
W. T. Sr. Once, JR 

Advertising Manag« 


The Torrington Company 


STATESVILLE, N. ( 

Thank you for the copy of “The 

Story of the Industrial Distributor.” 

We found this booklet very interesting 
ind informative. 

Tuomas B. ANDREWS 

Sales Manager 

Southern Screw Company 


* If you would like a copy, let us know 
(Continued on page 14 





Features Essential to Top 
Hack Saw Blade Performance 


Tough Alloy 
Stee! Back 


UNBREAKABLE—to saw FASTER. 


Composite construction (a 

narrow high speed steel tooth 

edge electrically welded by the MAR- 

VEL-invented process to a tough, non-brittle 

alloy steel body), means that ARVEL high-speed- 
High Speed edge can be subjected to the yy feed pressure 
Steel Tooth that any hack sawing machine is ble of applying. 

MARVEL blades need not be “babied” fo or fear of breakage! 


SHATTERPROOF—for SAFETY. 

MARVEL blades never shatter or “explode’’ as do the 
ordinary “brittle” blades shown at left which so often 
cause personal-injury accidents such as the loss of an eye 
or severe laceration and expensive damage to the sawing 
machine. Operators who use MARVEL blades exclusively 
soon “get the habit” to apply heavier feeds, greater blade 
tension, higher speeds—to do their work faster, because 
they know they are SAFE with MARVEL. 


SHARPER, PREMIUM-STEEL TEETH—to wear LONGER. 


Teeth are accurately machined by a MARVEL-invented 
process that assures sharper tooth points and positive uni- 
formity of tooth shape and degree of set from end-to-end 
of every MARVEL blade. The steel used in the tooth edge 
is carefully selected from the finest high speed steels avail- 
able throughout the world, regardless of cost or source— 
truly premium steels, without premium cost. 


QUALITY CONTROL—to assure UNIFORMITY. 


With more than a quarter century of experience in invent- 
ing, perfecting, and producing welded-edge hack saw 
blades, MARVEL has asostial its own laboratory with 
the most modern metallurgical instruments and techniques 
known to the applicable sciences for the specific purpose of 
maintaining highest possible quality control. Coupled with 
rigid tests and meticulous inspection of every MARVEL 
blade, uniform quality is assured. 


These are only a few features that make MARVEL High-Speed- 
Edge Blades such outstanding performers. 


Ask for the latest MARVEL 
Cutting Tool Bulletin and 
the name of your closest 
MARVEL Distributor. 


Manufactured only by 


ARMSTRONG-BLUM MFG. CO. ¢ 5700 West Bloomingdale Avenue « Chicago 39, U.S.A. 
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We've always admired Bethlehem Machine Bolts for 


their neat appearance and consistently high quality.” 


MVachine cand caniinge bolts, Go/ rfc 
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Ads like this appear in Business Week and 
leading trade publications every month 





Ask Your LYON Dealer! 


@ No need to fish around for the best in steel 
equipment. The Lyon Dealer is your man... 
for two big reasons. First, he offers the world’s 
most diversified line of quality steel equipment 

. more than 1500 standard Lyon items. (A 
very few shown below.) Second, he can show 
you how to get the most out of steel equip- 
ment in terms of time, space and money. Why 


| 


not ask him to stop in with his 76-page cata- 
log —chock-full of equipment and ideas. 


LYON METAL Propucts. INc. 
General Offices: 1253 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 


Lyon also has complete facilities for manu- 
facturing special items to your specifications. 


for BUSINESS-INDUSTRY - INSTITUTIONS 


a = | / 





>) STEEL KITCHENS for THE HOME 




















A PARTIAL LIST OF LYON STANDARD PRODUCTS 


Kitchen: Cabinets 


© a 
Cabinet Benches © Bor Racks 

>. 

> 


Economy Locker Rack T e F } et ° 


New Freedom Kitchens : t Dr er e « fF 


Rev 


Shelving Tool Toters 
» Lockers 
Stools Storage Cabinety 


Bin Units 


Tool Boxes 


o 
. 
. 
Ports‘Cased © 


Drawing Tables 
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You’re 


DOUBLE CERTAIN 


For more cutting 
mileage . . . specify 
DOUBLE-CIRCLE 


No standard cutting operation demands greater 

precision than reaming. That's why you'll always 

want to be certain that you choose close-tolerance 
reamers. We say that with Double-Circle you are 

“double certain”. 

(1) You know that Chicago-Latrobe puts into 
these tools the finest materials, the most precise 
workmanship and an unexcelled experience 
in close-tolerance tool making for superior 
micro finish. 

(2) DOUBLE-CIRCLE offers a really complete line. 
From their vast line there will be exactly the 
right tool for your job. Certainly, you can use 
them with confidence. 

TOOL BUYERS THROUGHOUT INDUSTRY ARE 

CONSTANTLY REMINDED THAT THEY GET 


QUICK SERVICE -& 
FROM A CHICAGO-LATROBE DISTRIBUTOR 














DRILLS ¢ REAMERS © COUNTERSINKS 
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"You Said It 


(Starts on page 7) 








Contrisutions to your “Letters to 
the Editor” department are wel- 
come from all readers. Write on any 
topic you like; we'll publish it and, 
if you do not want to be identified, 
you can rest assured that we know 
how to keep a secret. 

Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speak up with your ideas 
Let’s have em. 

Just send your letter to the 
Eprror, INpustriaAL DtstRiBuTION, 
330 West 42nd St., New York 36, 
ma ws 

The Editors 











ALLIANCE, OHIO 
You are to be complimented on 
“The Story of the Industrial Distribu 
tor” as this gives a wonderful cross- 
section of distribution of industrial 
products. 
Ropert A. Lyncu 
Sales Manager 
Coated Abrasives Dept 
Armour and Company 
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» COUNTERBORES ¢ CARBIDE TOOLS « SPECIAL TOOLS | 


More Requests for 
“Careers” 


Sart Lake Crry, UTAn 
I have read this article several times 
and it contains so much factual and 
constructive information that I would 
appreciate it very much if you would 
furnish me with 12 additional copies. 
I would like every salesman and de 
partment manager in our entire or 
ganization here at Salt Lake to have 
a copy to be retained in his personal 
file so that it can be reviewed from 
time to time. 
W. J. BerryMAn 
Manager 
The Mine & Smelter Supply Co. 


STRATFORD, CONN 

I have been talking with the pecple 
in our high school here and find that 
they have about 130 senior male stu- 


| dents. If it is possible to secure 130 


of these booklets, I will be glad to go 
before this group in addition to dis 
(Continued on page 18 
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“With our complete Century line, we are always in a favorable 
position to quote on any job. Not only does this help us sell 
reports A. S. BRIM, Manager motors, but we are able to sell other profitable power transmission 


Harry P. Leu, Inc. equipment that ties in with the job. 


Orlando, Florida 
“The capable cooperation we get from our Century representative 


and Century service stations helps us follow through on every job. 


“We have been a Century distributor for over twenty years, and 
we consider this to be one of our best connections.” 


YOU can open the door for more sales with 
P erformance-Rated Century Motors 


You can “custom-fit” motor applications with precisely the 
right torque, speed, mounting and frame: 


e Ye to 400 H.P. ratings 
Drip Proof, Splash Proof, Dust Proof and Explosion Proof Frames 
AC and DC 
4 to 3600 r.p.m. 
Single phase and Polyphase 
All torque characteristics 
Gear Motors—'% to 15 H.P. 
Selective Speed Drives 





If you are not yet a Century Distributor, call your nearby 
Century sales office, or write direct to: 


Performance-Rated es| CENTURY ELECTRIC COMPANY 


1/8 to 400 H.-P. 
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, Hewitt-Robins 
Franchise 


A Few Territories Are 
Still Open For Our Famous 
Line Of Quality Industrial 
Rubber Products ! 


MR. DISTRIBUTOR: 


Hewitt-Robins is looking for a lim- 
ited number of aggressive industrial 
supply distributors to handle our 
expanded line of industrial rubber 
hose and belting in choice franchise 
areas. 

Our Distributor Sales Policy cov- 
ers these important points: 


PRICES scaled both for profit and 
active competition 


SERVICE from local stocks, insuring 
ready availability and rapid delivery 
of heavy selling items 


HEWITT-ROBINS 


EXECUTIVE OFFICES, 
DOMESTIC DIVISIONS: Hewitt Rubber + Robins Con- 


veyors * Robins Engineers + Restfoam + FOREIGN 
SUBSIDIARIES: Hewitt-Robins (Canoda) Ltd., Montreal 
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is looking for 
Distributors! 


PROTECTION guaranteed agains\ 
competition from us or other 
Hewitt-Robins distributors 


TOP QUALITY design, materials and 
workmanship to meet specific serv- 
ice and operating conditions 


STRONG SALES ASSISTANCE to 
help you sell effectively . . . Classi- 
fied Directory advertising; mag- 
azine advertising; directories, cata- 
logs and registers; promotion broad- 
sides; folders; bulletins and advertis- 
ing reprints. 


* * * 


If you are interested in further details, 
write today to Mr. Henry C. Heine, 
Manager of Distributor Sales, Hewitt- 
Robins Incorporated, Stamford, 
Connecticut. 


INCORPORATED 
STAMFORD, CONNECTICUT 


Hewitt-Robins Internationale, Paris, Franc« 
Robins Conveyors (S.A.) Ltd., Johannesburg 
EXPORT DEPARTMENT: New York City 
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to your ently are willing to have this done 


from an educational point of view and 


Customers also because of the scholarships offered 
in User | by Clarkson College. 
Magazines H. M, Ertswortn 
| 


. ++ with the Right Clamp ¢ 
a ++ Of the Right Type 
® ++ at the Right Place 


/ Production Costs éd Message— tributing these booklets. They appar 
3 
| 





President 


? * Another | You Said It 
y Save Time and 4 HARGRAVE (Starts on page 7) 
4 Sales 


The Ellsworth Steel & Supply ¢ 


2 a 
= 
~~ Another K N. H 
EENE, N. 
AWV at HARGRAVE We have four booths at the Annual 
H & FR R Sales Help— Convention of the New England In 


To dustrial Arts Teachers Association be 
ing held Nov. 5th and 6th at the 


assure you | Hotel Carpenter, Manchester, N. H 


dependable | If the reprints could reach us next 
’ 


Wednesday or Thursday, we will very 


profitable much appreciate receiving copies of 
repeat sales “Careers in Industrial Distribution.” 
. 


Undoubtedly, instructors and super 


“LOAD TESTED” CLAMPS 


*% ... “Load Tested” 
clamps are tested with ac- 
tual working loads at the 
factory to prevent struc- 


visors of industrial training courses will 


tural failure in use. 
Another be greatly interested in them 
FE. L. Bassett 
Made in 36 types and 167 HARGRAVE President 
sizes for every industrial Sales Help— Perkins, Bassett & Wright, In 
4 


application. Mempuis, TENN 


complete line ‘his booklet has been passed around 
for every in our organization to several of our 


top men in our industrial sales depart 


need in ment. Everyone has complimented us 
industry. on it and feels that we could use to 


advantage about 50 copies, to be dis 


Clamps are inexpensive 
tools that can save money 
in production and mainte- 
nance costs. 


tributed among our sales force and 
Your Local Industrial Dis- Another others. 
tributor is trained to aid HARGRAVE F’. Prncron 
: ; President 
ou in proper selection Ip— . . 
, - ” Sales He Pidgeon-Thomas Iron Company 
and application. Sales 
" RicHMOND, Va 
Ask your Distributor for a meetings Please send us about 20 copies of 
copy of the new complete for your ne in ge il ir no a 
Some of our salesmen who contact 
Hargrav i . 
. 9 : © culatog ame - sales trade schools tell me they would lik« 
plication information. personnel very much to pass out a few of them 
Lioyp B. Miz 
Ano President 
| ther Industrial Supply Corp 


The Cincinnati Tool Co. 


4032 Montgomery Road 


CINCINNATI 12, Ohio 


HARGRAVE 
Sales Help— RALEIGH, oh ( 


We would like to have 100 copies 
Easy to USE | of this publication. We want it to be 
Catalogs, must reading for all our present em 
. ployees and for any future employees 
Bulletins, that we might hire 
etc., plus | M. P. Turem 
Asst. Vice President and Sales M 


nationally; ~~... 
known name. Dillon Supply Company 
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HARGRAVE 


The Complete Line of Tested 


TOOLS 








The Johns-Manvi 
- Packing of the Month 


. «. one of the leaders i 
ers in a li « 
profitab eee ity line that wi 
le business in replacement a ee help you build a 
ckings 


jJ-M KEARSARGE’ 
ROD PACKING 
Style No. 166 


Additional resiliency 18 PfO 
‘on back of the 


asbestos cloth. 
bber expansio® 


sell it: Here’s 4 high quality 

has earned an excellent repu vided by the ru 

tation in hig re service. It stands packing. 

well against i re steam, air, How it is 

ere © i= high as 4” and up and is usually 
-ecommended for use : : = = vie No. s.166 is 


on reciprocating rods of steam engines, 
umps, compressors and similar equipment 
where packing space is 34” and more. 
What its selling points are: Kear- 
Rod Packin | retain its original ‘ 
i r continuous . 
i by national advertising: 
lle Packing advertising "es 


larly reaches Pp@ 
industrial are 
M Packing 
Your selling jo 
Manville Pac 


furnished: Style No- 166 is 


up 
and gases wh 
500°F. It is especially 


mperatures 


Distribut 
b is easier 


kings! 


nd a reset tant 
hich local J- 
i to buy- 
push Johns- 


e-nent for distribution tO 
lew York 16, 


yction 4 
bricant with W 
tance to wear 1S 
g of special 


salesmanagers* For copies of this advertis 
s organization, write Jo as-Manville, Box 69, Ne 


ient constr 
serving lu 
ted. Resis 
double wrappin 


yoir for the pre 
it is imprego* 
assured by the 


Note to 
your sale 
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The Bight Wire Rope | 
Follow these recommendations v4 tet: 
to get long-lasting wire rope 


i 





On thes eq uipment ... é thes Tiger Brand Rope. ee 


: . Hoist Ropes M iltiy le part 
6 x 25 Filler Wire (6 x 19 Type N) Regular Lay Monitor Improved Plow Steel 


reeving or singie part reev- 


Excellay Preformed with fiber core. (Use independent wire rope core when rope is 
ing with tag lines 


subjected to crushing on drum.) 
Holding and Closing Lines. 
Loc omotive | ruc k, 


and Crawler Cranes , 
6 x 25 Filler Wire (6 x 19 Type N) Regular Lay Monitor Improved Plow Steel 
Boom Hoist Rope. 


Excellay Preformed with independent wire rope core 
8x19 Regular Lay Plow Steel Excellay Preformed with fiber core. Tag Lines 


6 x 19 Regular Lay Monitor Improved Plow Steel Excellay Preformed wit Hoist Ropes 


fiber core than 


Lift Trucks 


and Tractors : ; 
6 x 25 Filler Wire (6 x 19 Type N) Regular Lay Monitor Improved Plow Stee Hoist Ropes 


} 


Excellay Preformed with fiber core 2° or larger) 


Shop Hoists 6 x 19 Regular Lay Monitor improved Plow Steel Excellay Preformed with H R 
ost Lopes 


2 ton « apacity) 


bin H Filler Wire (6 x 19 Type N) Regular Lay Monitor Improved Plow Steel Hoist and Counterweight 
S ip outs 


Excellay Preformed with fiber core Roy es 
} 


Overhead Traveling 6 x 43 Filler Wire (6 x 37 Type S) Regular Lay Monitor Improved Plow Steel Main Hoist and 


Cranes with fiber core. Use independent wire rope core when rope is subjected to heat Hoist Ropes 


19-wire Galvanized Amerstrand. (Size and grade are dependent on 
y Strands 


ilar Lay Galvanized Bridge Rope 
Guy Lines 


ay Galvanized Bridge Rope with independent wire rope 


Lay Galvaniz dg with independent wire rope 


ations assure safe, econom«K al rope sery ont st equipment 
of the types listed. Bear in mind, though, that special operating conditions on 
your equipment may require a different type of rope lo be sure of getting the 
right rope, always consult an experienced American Wire Rope Engineer before 
making your final choice. You can get this free service at any American Steel & 


Wire Sales office. 
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() ways to increase 
the life of wire rope 


GET THE RIGHT ROPE. Carefully examine 
the operating requireme nts for your rope, 
determine how heavy the loads will be, 
how much abrasive wear, distortion, or 
crushing the rope must withstand, and 
how flexible it must be. Then choose the 
Tiger Brand Wire Rope that has the 
properties you need .. . there is one for 
every type ol iob. 


UNREELING. To prevent kinking, be sure 
the reel or coil is free to rotate as the rope 
unwinds. Mount reels on an unreeling 


. stand or on a shaft supported by two 


jacks. Otherwise, hold the rope end and 
roll the reel along the ground to unwind 
the rope. Always use this latter method 


for coils. 


SHEAVES AND DRUMS. Align all sheaves. 
Be sure that sheaves and drums are free 
to rotate and large enough in diameter to 
prevent sharp bending. Grooves must be 
slightly larger than the rope diameter 
and, if scored or badly worn, should be 
reground before new ropes are installed. 
Sheaves with broken flanges should be 
replaced immediately. 


WIRE ROPE FITTINGS. Install Sockets, 
Clips, Swaged Fittings or Spliced Loops 
or Thimbles depending upon service re- 
quirements. Tiger Wire Rope Sockets 
properly attached with molten zinc de- 
velop the full strength of the wire rope. 


SEIZINGS. To prevent untwisting, apply 
seizings to the ends of any non-preformed 
wire rope that is not attached to per:na- 
nent fittings. When you cut a non-pre- 
formed wire rope, apply seizings on both 
sides of the cut to prevent distortion. 


LUBRICATION. Lubricate your ropes 
regularly with Tiger Lube Wire Rope 
Lubricant to cut down internal wear and 
reduce corrosion. Where extremely cor- 
rosive conditions exist, you may need the 
extra corrosion resistance of Amgal, gal- 
vanized or stainless steel Tiger Brand 
Ropes. 


CUTTING BACK. It is often advisable to 
change the position of a rope on sheaves 
and drums by cutting short lengths of 
rope from the drum end. This distributes 
wear more evenly, prevents fatigue from 
concentrating at any one section of the 
rope, and increases rope life. If you plan 
to eut back, order your ropes a little 
longer than normally required. 


REVERSE ENDS. Reversing a rope, end for 
end, will increase its life if half of it gets 
most of the wear. Reversing distributes 
wear and fatigue evenly throughout the 
rope. 


STORING WIRE ROPES. If you take a 


rope out of service for any length of time, 


‘ clean and lubricate it thoroughly. Then 


store it in a dry place, protected from 
the weather. 


WHEN IN DOUBT. If you need help in 
selecting the right rope or in setting up 
good maintenance procedures, call in an 
American Wire Rope Engineer. He can 
give you expert advice on any wire rope 
problem. Just call our nearest sales office. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S*S AMERICAN TIGER BRAND WIRE ROPE 


<< * & e e 


STATES 
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for wide-awake salesmen 





year-round extra billing from 


the $500,000,000.toy market 
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For alert P-K Distributors with an eye on toy production, 
Santa makes regular visits all year round, 


leaves extra volume and profit. 
America's “junior” population is now the biggest ever, 


and toy demand is limitless. Wheel toys, wood and metal toys, 
plastic toys and novelties — millions every year — 
put together with P-K fasteners, long favored by toy makers. 
Big now, and only one of many big fastener markets 
P-K promotes steadily, it will get bigger. 
Benefiting all Distributors, it will pay off best 
for those who put more time on the P-K line. 
Certain territories are open for interested Distributors. 
Parker-Kalon Division, General American 
Transportation Corporation, 200 Varick St., New York 14. 
Chicago Warehouse, 4331 West Lake St., Chicago 24. 
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How Norton 
helps its distributors 
get ahead... 


and stay ahead! 


Handling the world’s leading line of abrasives gives the Norton Dis- 
tributor important advantages. 

Norton sees to it that he keeps these advantages. By making sure that 
product quality is as outstanding as product volume and variety. And by 
maintaining facilities that keep pace with — and antwtpate — Distribu- 
tor requirements. 

Some of these facilities are shown here. There are many more, adding 
up to the kind of cooperation and backing that go with leadership — 
and that result in the widest consumer acceptance in the field. Norton 
Company, Worcester 6, Mass. Export: Norton Behr-Manning Overseas 


Incorporated, Worcester 6, Mass. 


A View of ‘Norton City.’’ Over a mile of buildings in the Streamlined precision-processing features Norton manu- 
facture. As a result, Norton grinding wheels have the uni- 
formity, balance and grind’ng efficiency that makes them un- 


beatable for top-performing, cost-cutting service. 


world’s greatest abrasive manufacturing center. Its acres of 
floor space contain the most modern equipment ever devised 


for producing grinding wheels. 
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First in Research. Over 150 technicians, in 19 specialized 
laboratories maintain Norton’s long leadership in developing 
abrasive products — products that sell better because they 
perform better. 


—__— i ald 


Help from Key Locations. Adequately stocked Norton ware- 
houses are located in Chicago, Detroit, Cleveland, Philadelphia 
and Pittsburgh. Abrasive Engineers are available locally the 
country over backed up at Worcester by specialists in every 
type of grinding. 


Millions on the Shelves. The mammoth Worcester 
stockrooms hold vast stores of everything in the abrasive 
line — including several million grinding wheels of more 
than 250,000 different sizes, shapes and specifications. 


The Big Pay-Off. Norton-developed abrasives and bonds 
make available hundreds of thousands of different grinding 
combinations. The world’s largest line covers every grinding 
requirement — and every sales opportunity! 


W-1599 


Gilaking better products. ..to make your products better 


NORTON 


and its BEHR-MANNING division 


NORTON: Abrasives 


Grinding Wheels * Grinding Machines ¢ Refractories 


BEHR-MANNING: Cooted Abrosives * Sharpening Stones + Pressure Sensitive Tapes 
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- drilling costs -- 


Offers more sales-winning mass production features! 
Offers more sales-winning cost reduction features! 








pene ei proved in use, you can 
put this exclusive performance 


story to work for you! 
%* Easy mounting in any position. 


* Built-in controls for manual, semi-automat- 
ic and automatic operation. 


* Positive, no-slip spindle drive with ten se- 
lective spindle speeds. 


% Economical low-air-volume operation. 


* Air and hydraulic systems completely sep- 
arate — easy maintenance. 


* Keeps tooling simple — tooling costs low. 


* Individua! unit control provided in multi- 
ple unit setups — for rapid tool changes or 
job conversions. 


% When mounted on a standard drill press 
column, the unit becomes a self-contained, 
automatic drilling and tapping machine. 


* Full 3” stroke with depth adjustment to 
within + .001”", 

* Built-in auxiliary circuits for automatic ac- 
tivation of transfer equipment, indexing fix- 
tures, other drill units for sequence operation 
in multiple setups. 


Mount the 
Dumore Automatic 
Drill Units 


your needs i Vertical 


one vp—one down 


TOOL POST 
GRINDERS 


NG 
HAND 


GRINDERS FLEXIBLE SHAFT TOOLS 


» L US these special operating features 
obtainable with Dumore accessories: 


% Dumore Repeat Cycle Timer — for auto- 
matic stage drilling and tapping of deep holes 
—< — automatic chip clearance, better 
holes, less drill and tap breakage. 

* Dumore Hydraulic Control (optional) .. . 
for quick insertion or removal. Provides rapid 
approach, controlled feeds through work. 

* A variety of mounting accessories is avail- 
able for adapting to existing or specially de- 
signed equipment. 


Specifications: Dumore Automatic Drill Unit 
WIDTH: approx. 92" * HEIGHT: approx. 15” 
LENGTH OVERALL: (incl. chuck) 24” © WEIGHT: 
(incl. motor) approx. 88 Ibs. * FEEDS: Adjust- 
able from 25 to 400 Ibs. thrust. © RAPID AP- 
PROACH RATE: Adjustable up to 600-in. per 
min. (Distance adjustable from 0” to full stroke.) 
* AVAILABLE MOTORS: 2 to 4 HP; constant 
speed, continuous duty. 


Talk about it...demonstrate it! 
Show how it will cut drilling costs! 








QP 


t 52 
to fit Cupgue Angulor Cross 


transfer 
drilling 


PRECISION TOOLS 


AUTOMATIC 
DRILL HEADS 


Racine, Wisconsin 
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Our hoist 
sales policy © 


P&H Zip-Lift Electric Hoist 


is YOUR insurance ===. 


trol model. Rope control 


ial 
GH 
i 





HERE’S no question as to where the P&H Hoist Di- penuler helete. 


vision stands on distributor policy. We put it in print 
— and you're welcome to a copy. 

When you read through this sales policy you know just 
where you stand as a P&H Hoist distributor — or where 
you would stand if you took on this important franchise 
in the materials-hand!ing field. There is no double-talk — 
no language that you need a lawyer to explain. And you'll 


find that every point in this straight-talking document is 





designed to protect you. 
, . ; iB) ready to supply whatever 
You know that all the business belongs to carefully | sour autatet ened. 
selected, legitimate stocking distributors in the various 
market areas. 
Send for a copy of this sales policy and read it for your- 
self. See how it backs up the greatly augmented P&H 


Hoist Line — which now gives you not only P&H quality Eight different models of jib 


cranes, bracket-type, 
mast-type, and pillar-type. 


and performance, but also the full range of products you 
Capacities up to 12,000 
pounds 


need to blanket your market. And let us tell you about 
our promotion program that helps you turn your market 
potential into orders. 

Inquire, too, about the desirable territories we have 
open. There are only a few — but they’re worth writing 


about. Use the handy coupon below, today. 


wwnee (04 01 Coupor_ and math today, / «= 


P&H Hoists 
HARNISCHFEGER CORPORATION 
4683 West National Avenue, Milwovkee 46, Wisconsin 


Gentlemen: Please send me a copy of your official sales policy. 
I'd like to see for myself the many ways in which 
this document protects me. 


Petsd vost 


HARNISCHFEGER 


CORPORATION 
4683 W. National Ave. * Milwaukee 46, Wis. 
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PERFORMANCE 


OF THE RICH TOOL ROOM MARKET! 


Our national magazine advertising urges your customers to call you for 
a free demonstration of these outstanding new V40 Bond Wheels. To 
help you turn demonstrations into sales, we've prepared a full-color sound 
movie packed with hard-hitting sales techniques. To schedule a show 
ing toyour sales force, call your Carborundum District Sales Office 
The Carborundum ( ompany, Dept. ID 85-411, Niagara Falls, N. Y. 


... Continually putting more sense in your customers a 
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.« WM EVERY WAY 


Cool and Free Cutting, 
on high speed steels, even on hi-vanadium types. \ 


Greater Form-holding Ability, 


for longer wheel life, less edge breakdown, less 
dressing. 


Easier Dressing, 
because of special V40 bond composition, gives 





substantial savings in diamonds, time and abrasive. 


CARBORUNDUM 


REGISTERED TRADE MARK 


os-413 
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FOR THE PULP AND PAPER INDUSTRY 


. + Trim that’s highly resistant 
to black, white and green liquors 


PACKING 


Special for corrosive 
sulphite liquor service 


STEM 


* 18-8 Stainless Steel 
* Nickel-Copper (Monel) 
* 13% Chrome Stainless 

® Nickel-Plated Steel 


WEDGE 


* 18-8 Stainless Facing 
¢ Nickel-Copper (Monel) 
© 13% Chrome Facing 

© Higher Strength Iron 


SEAT RINGS 


* 18-8 Stainless Steel 
© Nickel-Copper (Monel) 
* 13% Chrome Stainless 

© Higher Strength Iron 


PRESSURE PARTS 
Nickel-Alloyed Iron or 
Higher Strength Iron 


Your nearby OIC Valve distributor will 
advise you on trim best able to meet the 
corrosive conditions you have. These valves 
and the services for which they are intended 
are described in Bulletin No. 1000. Write 


for a free copy. 


THE OHIO INJECTOR COMPANY + Wadsworth, Ohio 


A LVE 5 FORGED & CAST STEEL, LUBRICATED PLUG, 
BRONZE & IRON VALVES 
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whatever the job... 


Permacet TAres 


. 





WHICH TYPE IS BEST? 


Since different fire hazards require different types of 


fire extinguishers, PYRENE—C-O-TWO manufac- 
tures all types the and most complete 
line on the market today 

When handling the well-rounded PYRENE— 
C-O-TWO line, you're in a position to give unbiased 
advice on what is best for the particular fire hazard 
Also, there’s the backing of an expert 


finest 


concerned 


PYREN 


NEWARK 1 


rene 


fire protection engineering service to help you serve 
your customers better. To be specific, you become 
an actual part of the foremost, nation-wide field 
organization selling fire fighting equipment. 

Remember .. . handling the top quality, fully 
approved PYRENE—C-O-TWO line is now more 
profitable than ever before. Get complete facts 
and see for yourself. 


E-—- c-O-TWwo 


NEW JERSEY 


Sales and Service in the Principal Cities of United States and Canada 


COMPLETE FIRE PROTECTION 


portable fire extinguishers . .. built-in fire detecting and fire extinguishing systems 


CARBON DIOXIDE DRY CHEMICAL * VAPORIZING LIQUID SODA-ACID + WATER + CHEMICAL FOAM + AIR FOAM 





GETTING YOUR SHARE 
of Industrial Exhaust Fan 
Business From These Industries ? 


PLANING MILLS 
$c FURNITURE MANUFACTUR 
LUMBER MANUFACTUR oe 
: IN STORAGE PLANTS ase 
ies ND FEED MANUFACTURERS on 
GRAIN A 





WITH THESE OUTSTANDING 
SALES FEATURES... 


% Direction of discharge easily % Designed for efficient operation 
ch d 


ange ; 
a ‘ te Exclusive Paddle-type construction 
* oe of rotation easily enables blastwheel to handle long 
: g, blastwheel, and bearing stringy material through fan. 
‘ or Ye Bearings: two anti-friction, self. 
aligning pillow blocks 


NEW EXHAUST FAN CATALOG 


Gives description of various applications, types of 
fans and construction details. Complete dimensional 


data, and capacity tables to assist in application of 
fans. 


SAT FORT WORTH 224 
#500 onthe 


DEPT. 112 3600 McCART, FORT WORTH, TEXAS | SCrew coc 


MOLLER Craigs 
comes 
singers 
FORT WORTH + CHICAGO «+ ST. LOUIS * KANSAS CITY * MEMPHIS "LEVATOR, 

WAREHOUSES: * ATLANTA «+ JERSEY CITY 


* LOS ANGELES + HOUSTON 
* SAN FRANCISCO 
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make above average sales 








| 
| 
i 


| | _ The average industrial salesman 

. racks up some $220,000 in sales 
yearly. But 10% go over the $400,- 
000 mark! 

How can you help yourself to 
above average sales? One way is to 
sell rope! On the calls you are now 
making, ask for the rope order. 
Without going out of your way, ask 
for the rope order to pick up quick 
volume. 

All industries need rope—for slings, 
maintenance work, scaffold supports, car 
pullers, material handling and other big- 
volume uses. 

Almost every customer you call on is a 





prospect for rope. Get this business, add to 
your sales volume—by offering Plymouth 
Ropes, known for 130 years for the right 
combination of strength, long life and easy 
handling for any rope job. 

If your house does not handle Plymouth 
Rope, ask your sales manager to get the 
Plymouth Merchandising Plan for profita- 
ble industrial rope sales. 


PLYMOUTH CORDAGE COMPANY 


Plymouth, Massachusetts 


New Orleans, Louisiana 
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INDUSTRIAL BRUSH QUALITY 


Smooth your sales job thru this one supply source 


% You simplify the job of selling when 
you center your sales effort on Milwau- 
kee Industrial Brushes. You not only 
have a line to offer where each indi- 
vidual type fully meets the need but a 
line that rewards you through re-orders. 


Quantities of any type, purchased any 
time, are uniform throughout. Here you 
can get full cooperation to smooth the 
way to sales—here you can always 
depend on top quality—here is your 
logical source of supply whether for 
standard or special types. 


PRODUCTION BRUSHES... 


for power use 

PRODUCTION BRUSHES... 
for hand use 

BRUSHES... 
for various maintenance needs 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s... 


STRATEGIC WAREHOUSING AND 
DEPENDABLE DELIVERY 


Factory-Field Engineering Service 


© 


managers 


Warehouses, well stocked with R/M Rubber Hose, V-Belts, 
Flat Belts and Conveyor Belts, are located in principal in- 
dustrial centers to insure quick delivery to R/M Distributors. 


But Raybestos-Manhattan makes it a policy to go beyond 
just “strategic warehousing”. When emergencies arise, 
everything possible is done at the factories to set up emer- 
gency production schedules and rush shipments. This spirit 
, of cooperation enables R/M Distributors to earn long-range 
a meee rae "Weorsaay business from customers who appreciate service. It’s a com- 
bination hard to beat . . . full lines of industrial rubber 
products with exclusive R/M engineered advantages, backed 
by dependable delivery and service. 


R/M always welcomes the opportunity to discuss other 

benefits that will bring distributors more sales from every 

dollar of selling effort . . . and to their customers, “More 

Strategic Warehousing, Dependable Delivery Use per Dollar” from R/M Industrial Rubber Products. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Flat Belts - Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industrial Rubber * Fan Belts * Radiator Hose * Brake Linings * Brake Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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The responsibility 
you 














, 











IT SAVES MONEY, time and trouble when you buy materials 
and component parts from a trustworthy source. Your in- 
dustrial supplier who sells you Bunting Bronze Bearings and 
Bars carries in stock countless other products of comparable 


high quality. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items..With money- 
saving convenience, he can supply hundreds of different. sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 

for a Bunting 

Catalog which gives 
complete dimensional 
and technical data. 


® —e 


Bunting 


BRONZE BEARINGS + BUSHINGS + PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop « Iron Age * 
Mill & Factory + Southern Power & Industry + Steel 


Machinery * 
The Bunting Brass & Bronze Company « Toledo 1, Ohio + Branches in Principal Cities + Distributors Everywhere 
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Now you can get what has been long needed . . . a sintered 
carbide produced specifically for steel milling cutter purposes, 
exhaustively tested and proved to be superior to any grade 
previously available. 

The new FIRTHITE TXL definitely increases the volume of 
metal removed in mass production operations, materially 


reduces unit costs—through uniform performance from re- 
markable strength with higher wear and crater resistance. 


FIRTHITE TXL is not just a new grade designation for a 
“hopped up” existing grade. It is a completely new combina- 
tion of materials and processes painstakingly worked out in 
Firth Sterling research laboratories and pilot plants to do one 
job better than it has ever been done before. 


How well it succeeds is shown in the results of carefully con- 


trolled field tests at right. 


Write for technical bulletin and prices today, or consult your 
nearest Firth Sterling distributor. 


PRODUCTS OF FIRTH STERLING METALLURGY 


Firth Sterling High Speed Steels >. Sintered Tungsten Caries 


Tool & Die Steels Firth Heavy Metal 


—Inc— 


GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. Stainless Specialties Chromiam Carbides 


High Temperature Alloys * High Temperature Cermets 


OFFICES AND WAREHOUSES*: BIRMINGHAM CHICAGO* CLEVELAND DAYTON DETROIT* HARTFORD* / 
HOUSTON LOS ANGELES* NEWYORK PHILADELPHIA PITTSBURGH WASHINGTON WESTFIELD, N.J. Ziconwm 
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DON’T 


FORGET 


Files are “meat” on the industrial 
distributing salesman’s “Bill of 
Fare.” But file handles, holders and 
other accessories are rich “gravy” 


he should never fail to offer the “patron.” 


Purchasing and production heads are usually 
grateful in being reminded of these often-overlooked 
supplies—especially when it is shown how 

much they contribute toward better work, 


greater output and longer file life. 


Nicholson filing accessories shown here are 
part and parcel of the Nicholson policy of making 


a good product capable of the utmost service. 


“How about file holders and cleaners?” 


should always follow “How about files?” 


in going after industrial sales. NN ‘ Cc te Ol e oO N 


on NICHOLSON FILE CO. , 
SS e%e 42 Acorn St., Providence 1, R. I. > 
* i s.a.* 9 Canada. Nichoison File Company “aoe sn 


Port Hope, Ontario 
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NICHOLSON FILE CLEANERS. invaluable for keeping files clear of “pinned” filings. (Left) Brush type, made especially for use on 
the finer-cut files. (Right) Card type, for general cleaning of file teeth. Each type in 10” over-all length 


NICHOLSON STRAIGHT FILE HOLDER. 
No. 24—for use with either 12” or 14” flexible 
Curved Tooth files 


NICHOLSON SUPERIOR ADJUSTABLE FILE HOLDER. No. 25—c stream 
lined holder for flexible Curved Tooth files. Made of lightweight clumingam with 


comfort-shaped grips. Improved turnbuckle assures easy flexing for c e or 
convex surfaces. Usable with any make 12” or 14” flexible Curved T es. 


1 


- 


NICHOLSON METAL-FERRULED FILE HANDLES. (Left } 

For the larger files. Made of seasoned white birch, shaped ; NICHOLSON CURVED FILE HOLDERS. 

to fit the hand, coated with shellac, and strengthened with (Upper No. 23 — Special Curved Tooth file 

nickel-plated steel ferrule. Five sizes from 3%" to 5'4” lengths. (non flexible) and Holder unit. (Lower No 22 

Right) For the smaller files. Seasoned white birch, with straight Half Circle Curved Tooth file (non flexible) 

brass inserted ferrules. Five sizes from 35%" to 5%" and Holder unit. Both for use on concavities, 
such as auto fenders and wells. w 


FILES and 


accessories 


FOR EVERY PURPOSE 
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Rule for Getting 
Customer-Attention 
FAST! 


Here’s an attention-getter that 

puts customers in a buying mood right 
at the start of calls! It's Brown & Sharpe's 
newest contribution to precision rule 
measurement—America’s First Steel 
Rule with Chrome Finish! 


It's a cinch to explain the advantages of 
Brown & Sharpe Chrome-Finish 

Steel Rules . . . how they completely 
eliminate glare . . . make readings 
easier, more positive . . . resist corrosion 
and stain. You'll hold your prospects’ 
interest because it’s brand new stuff 
—different! And when they buy this 
item, they'll be “softened-up” ... 

easier to sell on other Brown & Sharpe 
Products. 


\Why take the hard way “breaking the 
ice” when you can have fast, effective 
sales-openings like this for all your 
Calls? Stock the complete Brown & Sharpe 
Line. Take advantage of the many 
attention-getting items included in its 
wide range of precision products. 
Brown & Sharpe Mfg. Co., Providence 1, 
R. L, U.S. A. 


Remember, Every Brown & Sharpe Advertisement 
” Urges Customers to Buy Through You 


Brown & Sharpe 


Machir.ists’ Tools * Permanent Magnet Chucks ¢ Milling Cutters ¢ Screw Machine Tools e Grourd Flat Stock « Vises 
Arbors and Adapters ¢ Johansson Gage Blocks ¢ Electronic Measuring Equipment ¢ Pumps ¢ Other Industrial Products 
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LOOKING FOR A LINE WITH A 


Remarkable Repeat-Order Record? 


seu. Lutty. SLINGS ror: 


¢ FAST TURNOVER 
¢ TOP PROFITS 


Reorders Roll In to distributors who sell Tuffy 
Slings! This is due to the fact that they afford 
your customers longer service — more for the 
money —than do ordinary rope slings. Though 
replacement is less frequent, re-orders are sure. 


Unique, Patented Construction gives you a big 
selling advantage! You sell slings that are made 
of a 9-part machine braided wire fabric that’s 
exclusive with Tuffy! A fabric that produces 
the toughest, extra flexible sling on the market! 


But We Don’t Stop with giving you a product 
that’s the best of its kind. We’re making Tuffy 
Slings easier to sell than ever before with a 
new, proved advertising campaign! 








I'M SETTING UP HUNDREDS OF 
PROSPECTS FOR YOUR 
SALESMEN THIS MONTH! 





We Tried The Idea First on a limited scale 
to see if it would pay off to give people a 
Tuffy Sling—and we found out the an- 
swer is YES! Distributors’ sales took such 
a jump that we’ve now created a whole 
series of advertisements based on the free 
Tuffy Sling idea! 


Do Your Wors; 
To This FREE 


LOOP IT! 


Tuffy HOIST _ 


La 
esigned ton te Potty Slings thar 


terial da 
Proot-Test Tuffy Up 
Pr 


« load To Twice t 


Distributor , m8 are the + reelf that Turty 
ony : Requirements 
on eae eed Restesen 
eed it “Placement Rope 


' where y 
dy. Give 


(@, ware union 


(Gee Rone CORD, | 


TEAR OFF AND MAIL COUPON NOW! 
trial magazines —and we are receiving 
hundreds of inquiries from territory not unro gh Were Kone. corporation 


These Ads Are Running in leading indus- 


now covered by a distributor. Inquiries 
from people who need Tuffy Slings and 
have proved the advantages of Tuffy right 
on their own jobs! 


You're The Man They Want to see — we 
make sure of that by giving distributors a 
big build-up in every ad! Month after 
month, we’re going to be telling those 
readers a lot of good reasons why they 
should seé you for better sling service! 


Cash In On This new, proved promotion! 
Mail the coupon at the right today for com- 
plete information on how the Tuffy dis- 
tributor plan can pay off for you! 


Sanne eaieanntnsinesteetemiemiemtaetiomtas 


2236 Manchester Avenue, Kansas City 26, Missouri 


Specialists in High Carbon Wire, Wire Rope and Braided Wire Fabric 


Yes! | want to cash in on the extra-profits opportunity that the new Tuffy 
Sling campaign offers me! Please rush complete information on the Tuffy 
Sling plan for my area. 


FIRM NAME 





BY 


ADDRESS 
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1913 a forty-one-year line of catalogs! 
Catalog B .. . for The W. M. Pattison Supply Co., Cleveland .. . 
1267 pages! (“They made some real catalogs in those days, too.”’) 
Well bound. With an eighty-page index! Still shapely after forty-one 


years. Donnelley’s first for Pattison. 


next came Pattison’s Catalog C 


Still the comparatively small 6 x 9 inch format, but now 1552 pages. 
A big job of compiling. By then Donnelley already had a sixteen- 
year record as catalog specialists. We are still proud of Catalog C. 


first Pattison catalog in larger format 


7% x 1054 inches—standard for the industry established by the 
National Association of Purchasing Agents. Pages in this book came 
down from over 1500 to 646—a nice task for the compilers. But 
a handier book, and so a big step toward the “‘make it easier for the 


buyer” idea we follow so carefully in modern catalogs. 


world war II already waiting on our doorsteps 

Priorities . . . severe wartime restrictions about to cramp the style 
of the catalog. A period that would prove the wisdom of consistent, 
foresighted catalog market-coverage . . . keeping the distribution 
machinery efficient, no matter what emergency may come along. 


A point to remember. 


the first post-war Pattison catalog 


A big re-compiling job—on account of the many changes that 
followed the war. Costs and prices were being refigured almost 
daily. It took a lot of headwork and footwork to keep this book, 


and many others, moving along the production line. 


still the “family resemblance” of Pattison history 


Buyers have grown from boys to men with the familiar “Pattison 
look” always before them in this splendid and consistent line of 
catalogs. This has meant an adding-up of prestige for more than 
four decades—something that counts in the mind of the buyer. 


Are you ready to “‘talk catalog”? It will be a pleasure to sit down with you 


whenever you say the word. Please call us. 


R.R. DONNELLEY & SONS COMPANY: Catalog Compiling Department 
350 East Twenty-second Street, Chicago 16 
CAlumet 5-2121 
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STANDARD for 
culling mala and colt 





- Red Shield says: 
STANDARDIZE WITH STANDARD. The profitable line to represent. Com- 


plete, nationally recognized for top quality. Promoted, accepted 
vq throughout industry. Backed by factory application service coast-to-coast. 


STANDARD [OOL (70. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





FACTORY BRANCHES IN: NEW YORK ¢ DETROIT. «© CHICAGO «© DALLAS * SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 





ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 
operation on Lathes, Planers, Slotters and 


Shapers ARMSTRONG HIGH SPEED 


Ready-to-grind Bits . .. Ready-ground 
Cutters 
ARMALOY Cast Alloy CUTTER-BITS 
ARMIDE Carbide-Tipped CUTTERS en el 
6 cutter shapes, 12 sizes—2 grades o 6 types with boring barsin 
_ hardness Mi sizes for all boring and internal thread- 





~ ing work. Hold cutters at 90°, 45° and 30°. 
ARMSTRONG THREADING TOOLS 


—— have high speed steel form cutters, require only top 
> SS = = grinding to res n. Hold true thread 


— form. Rigid and “Spring” types. 
ARMSTRONG Drop 


‘) 


Wy 


Forged DOGS <) 


CY 


— 


Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp ARMSTRONG Drop Forged 
Dogs. 12 types, ail sizes “Cc” CLAMPS 
Heavy Duty, Medium Serv- 


ice, Deep Throat, and Tool 
Makers’ types in all sizes. 
Also drop forged Machinists’ 





—— Clamps. 





ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard 
ened. Packer, Railroad, 
Standard, and Short types, 
both plain and reversible 


ARMSTRONG Set-Up and 
Hold Down Tools 

A complete line of Drop 

Forged Strap Clamps, Planer 

and Bracing Jacks and T-slot 


ARMSTRONG Drop Forged 
Wrenches 

Both Carbon and Alloy Steel. 

Over 100 types in all sizes 

Improved designs, steels, and 

heat treating give greater 
strength. 


Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged parts 
wherever they will add to strength or tool life. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE 


46 


Bolis 


Socket Wrenches 
All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 
singly or in cased sets 


ed 


- 


\ 
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ARMSTRONG Drop Forged 
Eye Bolts 

Plain or shoulder pattern 

Blank or Threaded. 14 sizes, 

Drop Forged and heat 
treated. 


ARMSTRONG Machine 
Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, and Tool Makers’ 
Vises. 


Sg 


CHICAGO 30, ILL. 





Longer, Stronger Life for Ce 


‘Columbian Anti-Rot 

Treatment is applied 

to all Manila fibres as a component of friction. 
reducing lubricant. Chemist above checks lubri- 
cant for level of fungi-stotic moterial 


@ Microphoto of trea 
Manila fibre after t 
week incubation 
green mold spores ung 
optimum conditions 
growth. Only origi 
spores applied for 
pre present. 


@ Microphoto of untrected Mo- 
nila fibre after some two-week 
test shows jungle of spores whose 
roots” feed on fibre, leaving it 
rotted and useless. 


a 
ae 
on 


Ss 


Columbian Laboratories 
Insure All-Season 
Protection Against 

MILDEW, MOLD, ROT! 


se N 
2 
g y 


\ 
Z ROPE ) 


= ” COLUMBIAN y 
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MOUNTED WHEELS 


” xL”’ 


First— Foremost—ana 
Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments low stock 
investment higher 
profit margins. 


BOND WHEELS 


A real Chicago Wheel 
exclusive this new 

XL” Bond for car- 
bide tool and cutter 
grinding. Nothing 
like it on the market 

the answer to your 
diamond wheel short- 
age. All popular sizes 
and steel backs 


CHICAGO WHEEL 


DISTRIBUTORS WHO Know SAY ..- 


CHICAGO WHEEL 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that year-in year-out, it’s the top abrasive specialty line 
for him. His profit margin is larger and fully protected, and he’s never 
stuck with stock obsolescence or slow turnover. The Chicago Wheel 
line, moreover, is non-competitive on many items. And it’s backed by 
hard-hitting, consistent national advertising, helping to boost the fast- 
est growing company in the abrasive industry. If you are not satisfied 
with your present connection ... if you want to get aboard a real money- 


maker... 


Peach of a Deal! 


GRINDING WHEELS 


Wide range of sizes, 
shapes and specifica- 
tions for every portable 
tool operation. The 
outstanding line from 
both quality and profit 
factors. Exclusive . . . 
“79E" Bond Wheels 
for faster production. 


CUT-OFF WHEELS 


Longer-lasting, stronger, 
more efficient wheels that 
cut anything. Complete 
range of sizes and shapes to 
meet every demand. Bonus 
selling feature is 10% 
greater cutting efficiency .. . 
a competitive advantage 
available only with Chicago 
Cut-Off Wheels. 


don't delay .. . find out today why CHICAGO WHEEL is a 


INTERNAL WHEELS 


Vital to today’s urgent 
production require- 
ments... a real leader 
in the field. Better bal- 
anced to give better 
finishes. Available in 
all popular sizes for 
every |.D. application. 


HANDEE TOOLS 
OF 1001 USES 


Top quality hand tools 
for shop and home use. 
Nationally advertised... 
nationally known. Wide 
range of models. . . plus 
more than 500 matched 
accessories for steady, 
repeat business, 


CHICAGO 
WHEEL « Mfg.Co. 


Dept. ID, 1101 West Monroe Street + Chicago 7, Illinois 


Sales Promotion Aids 


Literoture, engines } dota 


Offices in Principal Industrial Ceaters 
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ACCO Registered’ Slings 


¥ sneost” 
—— 


— 


J 


¥ ’ 
Bw oe 


WHAT 


“ACCO REGISTERED” 


MEANS... 
1 The best material 


Unit safety factor (on bodies, 
rings, links, hooks) 


Proof test of complete sling 
to twice the working 
load limit 


Actual field service test 
of each design 


Metal identification ring 
on each sling 


Signed Registry Certificate 
with each sling 


yy | se — 
t a 


Photo courtesy Allis-Choimers 


Make money preventing accidents 


e Your hair stands up straight when you see 
the makeshift slings used in plants in your 
territory. It may be your fault... at least you 
could prevent some of the accidents. . . if you 
sold slings as safe as ACCO Registered Slings. 
For instance, you can sell a variety of ACCO 
Registered Sling Chains, to the length needed, 
with a choice of sling, grab, or foundry hooks 
and fittings for special or general purpose use. 
You can offer AccoLoy sling chains in sizes 
from 4” to 14” that have four-leg working 


*Trade Mark Registered A¢gco 
la) 


load limits from 9,500 Ibs. to 199,000 Ibs. at 
a 60° angle. These are not theoretical limits. 
They are based on actual proof-testing of each 
completed acco Registered Sling Chain to 
insure safe operation. 
e a 7 

If you sell material handling equipment, 
you should sell sling chains... ACCO Regis- 
tered Sling Chains. They’ll let you make 
money preventing accidents. Write our near- 
est district office today for information. 


American Chain Division 


AMERICAN CHAIN & CABLE 





. York, Pa., Boston, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 
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WIST DRILL AND MACHINE COMPANY 








W | a : 
“¢gy7 \ere’s your most versatile grinding machine! 


Sfran 


FLEXIBLE SHAFT MACHINE 


Only type on the market with 





@- SPEED GEAR DRIVES 


The famous Strandflex 4 and 5-Speed Gear Drive 
Machines mean faster speed selection from direct drive 
head, no countershafts. No changing pulleys or drive 
belts. No need to use tools. Your customer can select 
any operating speed with little more than the flick of 
a finger. 

More versatile because wider speed range means the 
Strandflex can be used for grinding, rotary filing, 
wire brushing, deburring, other finishing operations. 
In addition, the new High Speed Attachment, also 
exclusive with Strand, lets you recommend this unit 


for high speed steel and carbide tools . . . gives operat- 





HEAVY DUTY UNITS, TOO! % or 1 
HP. Five operating speeds. Strand- 
flex: patented gear head drive. 
Plenty of power and speed when 


it’s needed. 











ing speeds up to 27,000 RPM. Constant-speed motor 
gives constant operating speed, regardless of load. 
Easier to use because exclusive Strand Quick Change 
Coupling lets users change tools in seconds without 
using wrenches. Special locking button arrangement re- 
quires only a PRESS-PULL-SNAP! And remember, with 
Strand the operator lifts the tool only—not the beav) 
motor. Full Strand line includes direct drive and counter- 
shaft machines with up to 3 HP. Also full line of acces- 
sories and tools. If you're not already handling this 
famous line write for open territory data. There's a 


Strand unit to answer any flexible shaft machine need. 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 
Woodberry Baltimore Tt Maryland 


5001 'N Walcott Ave Chicago 40, Ill 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1954 








4 GoOoD REASONS 
for specifying 
Watson-Stillman 
Forged Steel Fittings 


Here's “ - W-S FORGED STEEL FITTINGS mean safe, 
dependable operation of your piping system: 


1. They're drop-forged to produce the well- 
known forged fiber structure with exceptionally 
high tensile and impact strength. 


2. They're “Safety-Factor” designed with heavy 
walls where you need them. Extra long bands 


extend well beyond the last thread. , 
Drop Forged for Strength 


3. They're precision machined. Special automa- 

tic angle indexing machines maintain precise 

angular accuracy for perfect alignment. Long “Safety-Factor” Design 
accurate threads insure tight joints. 


4. They’re fully inspected. Gauges double- 
check the close tolerances, angularity, threads 
and sockets and concentricity. 


WATSON-STILLMAN FORGED STEEL FITTINGS give you 
maximum resistance to pressure, temperature, 
corrosion, shock and vibration. They protect your 
system against costly shut-downs. 


Precision Machined 


A complete line of forged fittings available in 
both SCREW-END and SOCKET-WELDING Thoroughly Inspected 
types in carbon, stainless and alloy steels. 
Write today for information. 


Sold Through Leading Distributors 


ere WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 


Roselic, New Jersey 
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54-531 


THE ALLEN NEWSLETTER 


TO INDUSTRIAL DISTRIBUTORS 


FROM THE ALLEN MANUFACTURING CO. HARTFORD 2, CONNECTICUT 


Gentlemen: 


Thanks for your response to the 
Allen Newsletter which proves that 
this step toward closer contact be- 
tween factory and field is a popular 
one. It will be continued next year. 


We have been experimenting to find 
out whether you prefer the Newsletter 
mailed, or distributed as a part of 
Industrial Distribution. Your re-— 
sponse indicates a preference for the 
mailed Newsletter, so that's how it 
will be in ‘55. 


* * * * * 


WINNER OF THE AUGUST CONTEST 
FIRST PRIZE (Zenith Portable Radio) 
R. E. SMITH 


PROBST SUPPLY COMPANY 
MARION, OHIO 


Honorable Mention 

T. A. Loftin, Mgr. 
Industrial Department 
Keith—Simmons Co., Inc. 
Nashville 1, Tenn. 


Sure you've got 
all the Allen sales 
aids you need? Bet-— 
ter be certain you 
haven't missed any 
by consulting the 
new Allen Check 
List. In its ten 
pages it gives a 
brief description of 
each sales aid as 
well as its number. 
A handy order form 
is printed on the 
last page. 


Help your 
customers keep 
track of Allen 
literature with 
this handy ma- 
nila file fold-— 
er. Space at 
the bottom is 
for your imprint 
and in the cen- 
ter for your 
customer's name. 


@ ALLEN 


— BATA Fine POLDKR 





weripinnn” 


SALESMAN—OF-—THE-—MONTH 
Paul Pick, Sales Engineer 


We are especially pleased to tell 
you that our growing field engineering 
staff has been further strengthened by 
the addition of Paul Pick (left above). 


Following his discharge from the 
Navy after World War II, Paul worked 
for a manufacturer's agent handling 
Allen products. He joined Allen in 
1951 as Northwest District Representa- 
tive and has done an outstanding job. 
So much so, that we induced him to 
make the 3,000 mile move to Hartford, 
to put his engineering training and 
creative ability to work wherever he 
can assist a distributor with special 
application problems. Here's proof 
once more that Allen and the Industrial 
Distributor are a close-knit team. 


While our friends from San Francisco 
north will miss Paul Pick, we know 
they will be glad to hear of his well- 
deserved advancement. We also know 
they will find Bob Hess, his successor 
(right above), a worthy replacement. 


Cordially yours, 
ALLEN MANUFACTURING COMPANY 


Ahem. 


W. D. Horner 
Sales Manager 
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magn SAW & MFG. COMPANY ey 


SPRINGFIELD, MASS. vat 





as 
HACK SAWS + BAND SAWS + GROUND FLAT STOCK + HOLE SAWS % 
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Broader Sales Horizons 
with 





BRASS PRODUCTS 


Plant men and heating and plumbing contractors all along the line know 
Consolidated Brass quality. That’s why the fast turnover of CONBRACO 
plumbing and heating fittings is no secret. So, dealers and distributors all 
over America have found that first sales are made quickly and repeat sales 


not only easier but a certainty. 


The complete CONBRACO line is tops in plumbing and heating supplies, 
gas and tube fittings, and lubricating devices. Consolidated Brass Co. is also 


fully prepared to make “specials” to meet your customers’ requirements. 


Backed by over a half century of leadership in progressive manufacturing, 
the Consolidated Brass Co. offers you the very best — each item designed 


and produced according to the highest standards. 


Broaden your SALES HORIZONS now. Put the CONBRACO line to work for 
you. Write, wire or phone . . . get the whole story (and a catalog, if you 
wish) about the fast turnover possibilities with the dependable, well estab- 


lished line of Consolidated Brass Co. profit producers. 


“WHEN YOU THINK OF BRASS . . . THINK OF CONSOLIDATED FIRST” 


BRASS COMPANY 7 


DETROIT 9, MICHIGAN 
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NYB&P solves 
the distributor’s 
mail promotion 


problem! 


Mr. W. C. Bremer, V.P., Degen-Fiege Co. 
NYB&P Distributor for Southern California 


Every industrial distributor—with scores of 
products to promote—knows how difficult it is 
to get out regular, frequent advertising mailings. 
That’s why NYB&P has made it a policy to re- 
lieve its distributors of every mailing detail. 

The distributor simply pays the postage. 
NYB&P produces, imprints and mails in the dis- 
tributor’s name a series of ten attractive, result- 
getting mailing pieces which, year after year, 
have received awards from organizations such 
as the National and Southern Industrial Distrib- 
utors Associations and the Difect Mail Adver- 
tising Association. 











DEGEN-FIEGE co, 


Los ANGE "*e Steere, 
Les 2 
Met mmOne Mie CALIFORNIA 


“One 228; 


Now on its way to NYB&P Distributors is the 
new direct mail advertising program for 1955. 
P.S.—This is only one of many ways -in which 
NYB&P helps its distributors sell more indus- 
trial rubber products to more customers, new 
and old! 


well help you make sure 


=> Tere show 


“TIMING”? BELT DRIVES & V-BELTS 


NYB&P INDUSTRIAL RUBBER PRODUCTS 
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maximum 
service and 
dependability... 


Republic Hex Head Cap Screws are made right from head to thread. They 
are furnished in low carbon or 1040 heat treated steel. 

Heads have sharp corners to take wrenches snugly. They are strong to avoid 
slippage on tough pull-ups. Washer face under head provides full bearing 
surface. 

Shanks are tough and sturdy to withstand shock and vibration. 

Threads are clean, sharp and accurate with full engaged thread area. 

Hex Head Cap Screws are just one of more than 20,000 regular types, styles 
and sizes of highest quality fasteners made by Republic for all industries. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division +« Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 


GENERAL OFFICES e« CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


Pid 





pa? a ‘oe ae 


Other Republic Products Include Steel and Plastic Pipe, Tubing, Lockers, Shelving —Carbon, Alloy and Enduro Stainless Steels —Titanium 
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Here’s a “red-hot” distributor item . .. GRITCLOTH, the original 
open-mesh sanding fabric, in easy-to-use shop rolls! 

Its fast cutting action and long life when used 

either dry or wet have already made GRITCLOTH 

famous in sheet and disc sanding. 

NOW, these same advantages can sell 

GRITCLOTH for you in the convenient 

shop-roll form . . . with hundreds of 

everyday uses in thousands of plants 

of all sizes. 


Get the complete GRITCLOTH story today! 
Better still, inquire about selling 
BAY STATE'S complete line of grinding 
Send for GRITCLOTH 
brochure with complete 
information on: 
BAY STATE ABRASIVE PRODUCTS CO., WESTBORO, MASS., U.S.A. SIIFFTS e DISCS e ROLLS 
Bronch Offices ond Worehouses — Chicogo, Cleveland, Detroit, Pittsburgh 


in Conede: Bey Stote Abrasive Products Co. (Canede) Lid., Brantford, Ont 


Manufacturers of all lypes of Duality Abrasive Producls 
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“OUR SALESMEN PUSH 
WISS SNIPS BECAUSE THEY 
MAKE TOUGH JOBS EASY” 


Irving C. Koval and his brother, Harold N. Koval of the 

Rochester Oil Burning Systems of Rochester, New York give 

one big reason why their firm likes to feature Wiss metal cut- 

ting snips. There are several reasons why they are the choice 

of professional workers everywhere—why they sell better, with Irving C. Koval 

fewer returns. Wiss snips are produced largely by the hand- 

work of skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolts are set precisely 
te reduce wear and to increase cutting power with least effort. 


—_ = 


WISS METAL MASTER SNIPS: Compound action design delivers amazing Wiss inlaid blades are made of high 
cutting power. These 10” snips cut with about one-half the effort required carbon crucible steel welded to a hot 
for standard 124%” snips. One edge serrated to prevent slipping. M-1 (cuts drop-forged frame to provide the ex- 


» 2 ig " T > . > i ic > ae 8 anc . . 
left) and M-2 (cuts right) are designed to cut the most intricate scrolls and tra service demanded by professional 


circles. M-3 is for shallow ares and straight cutting. M-5 Bulldog Heavy 
Duty snips are tops for notching, nibbling and cutting shallow arcs in 
sheet metal as heavy as 16 gauge. 


workers. 


WISS INLAID SNIPS 


High carbon crucible steel weld- 
ed to a hot drop-forged frame 
provides that extra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 1144” to 17”, includ- 
ing Bulldog Snips for notching. 
Three Combination* Cutting 
sizes, 1244”, 1814” and 1414”. 


~ 


WISS SOLID STEEL SNIPS Wiss snips are hot drop-forged of the 
For those whose requirements are finest steels available. 


less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications. 
Four straight cutting sizes, 8” to 
12%4”. Four Combination* Cut- 
ting sizes, 7”, 10”, 18” and 16” 
Bulldog Snips for notching. 


*Made with straight blades, but 
ground and shaped so they readily 
cut curves and irregular shapes as 
well as straight. 


J. WISS & SONS CO > ‘i NEWARK 7, NEW JERSEY Highly skilled craftsmen make final 


adjustments to assure that Wiss snips 


Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips und Garden Shears will cut perfectly fora long time. 
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A Sales-Winning Three From... 





New! MIGHTY HANDY WYTEFACE TAPE 
New Mighty Handy Wyteface Steel Tapes are 
extra rigid because they are extra wide... 3/4 
inch! On one edge are feet, inches, and 1/16 
inch markings. On other edge are continuous 
inches (1-120) and 1/16ths. 10 feet long. Pack- 
aged in plastic boxes of attractive design and 
shape. Offered to you in self-display cartons. . . 
a most unique and eye-catching tape display! 


New! HANDY WYTEFACE IN PLASTIC BOXES 


You can expect even faster sales from top-selling 
Handy Wyteface Tape Rules! Now packaged in 
attractive transparent plastic boxes, they will 
have even greater consumer appeal than ever 
before. 6’, 8’, and 10’ lengths. New self-display 
cartons show them off to best advantage. No 
increase in price! 




















New! FAVORITE WYTEFACE IN PLASTIC BOXES 


K&E’s famous Favorite Wyteface Steel Tapes 
(25', 50’, 75’ & 100’) are now packaged in 
octagonal-shaped transparent plastic boxes. Fa- 
vorite Wyteface Tapes feature red foot markings 
repeated at every inch, with black graduations 
and numbers ona white background. New counter 
display cartons show the product off to best 
advantage. 


KEUFFEL & ESSER CO. 


Est. 1867 
New York « Hoboken, N. J. 


Chicago ~- St. Lovis - Detroit - Son Francisco + Los Angeles - Montreal 
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Elevator Buckets 


Conveyor Pulleys 


Chains and Attachments 
















































































opportunity 








Spiral Fittings VV 


ehvtg! 


Spiral Flights 


unlimited for JEFFREY 





° 4 Jeffrey’s broad li f t - 
Snare eatiethe deem 





Valves and Chutes & 


equipment — covering the entire 
industrial field — gives Jeffrey distributors a big advantage. 


For instance, the prospect who inquires about elevator 
buckets may have other equipment that needs genuine Jeffrey 
replacement parts. And, if properly advised, he can improve his 
operations by adding several new Jeffrey units. 

Jeffrey distributors who are profiting most are those who 
“open the door” to sell one item and “stay inside’’ to sell 
many others. 

By keenly analyzing each customer’s needs . . . by looking 
for more orders when you visit a customer . . . you can make each 
sales call pay. 


THE E F F 4 TF MANUFACTURING CO. 
a Columbus 16, Ohio 


JEFFREY DISTRIBUTORS SELL— 
sales offices and distributors 
CHAIN @ SPROCKETS © IDLERS © PILLOW BLOCKS © CAR PULLERS 


POWER SCOOPS © FEEDERS © PULLEYS © CRUSHERS @ TAKEUPS in principal cities 
GUCHETS © VALVES © SAIS © CONVEVORS © GLEVATORS JY PLANTS IN CANADA, ENGLAND, SOUTH AFRICA 
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HERE'S A LIBRARY OF BASIC FACTS ON FASTENERS 
ESPECIALLY FOR THE BUSY INDUSTRIAL 
M IT CONTAINS MOST 

U NEED IN DAY- 
ONFUSING 

N MOST 








STRIBUTORS 
ER ENOUGH 
ZATION. 


NE! 
& SESSIONS co. AND ASK 
FACT BOOKS TODAY. 


IN 
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IS LOOKING FOR 
AGGRESSIVE 
DISTRIBUTORS 


ay a 


here is — 
what we 
offer 


OVER 400 SIZES OF RANDALL SOLID 
AND PRECISION BORED BRONZE BARS 


Jali Bronze bars are cast in permanent graphit 


mssures proper gensify and gives unust 
Th 


i greatly increase 





‘Randall Quality and Service Make a Satisfied Customer” 





S&S 
.  WO- 


>) a 


Fad 


PILLOW BLOCKS * BRONZE BARS * BRONZE BUSHINGS © GRAPHITED BUSHINGS © SHEET LUBRICATORS © SAFETY COLLARS © BALL ASSEMBLIES 


Write today for details on how to become a Randall distributor! 


RANDALL GRAPHITE BEARINGS INC., 1009 S. GREENLAWN AVE., LIMA, OHIO 
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“SAVING CABINETS. Now you can store four 
of these new Hallowell Knock-Down Tool] Cabinets in the space 
required for one similar welded unit. And prices are from 5 to more 


than 25 lower than on Hallowell standard line cabinets. These 
new cabinets, which can be bolt-and-nut assembled in four simple 


el 


and double-door models. They are finished in baked-on green 
enamel and are designed for use in tool and maintenance shops, in 
production lines and gagerooms, garages and hangars. You have 
excellent selling points in lower prices, the sturdy steel construction, 
the ease of assembly, and the protective packaging. Add to these 


Operations with a screwdriver and wrench, are available in single the good looks and the fact they’re Hallowell-made. 


WHAT’S NEW WITH HALLOWELL 


News that helps you sell 


<< 
CUTTING SHOP EQUIPMENT COSTS 
is depicted graphically in an interesting 
self-mailer. Form 886 cartoons the 
advantages of the Hallowell way over 
the more expensive and less satisfactory 
make-your-own way. Let this sales 
building self-mailer work for you. 
Quantities are available upon request. 
Just send your order for imprinted 
copies to the Hallowell Shop Equip- 
ment Division, STANDARD PRESSED 
Steet Co., Jenkintown 13, Pa. 


Te 


DO YOU NEED HELP IN ORGANIZING 
A LOCAL ADVERTISING CAMPAIGN? 
If you do, the advertising department 
at SPS will be glad to cooperate. We 
have newspaper mats, direct mail, 
catalogs, technical bulletins, and other 
sales aids for this purpose. Or, if you’d 
prefer, we'd be glad to help you 
develop a program. Why not ask about 
this plus-service for selling Hallowell 
Shop Equipment. 





4.” HALLOWELL SHOP EQUIPMENT DIVISION 


XA 


JENKINTOWN PENNSYLVANIA 
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VERSATILE LABORATORY. SPS’ new chem lab is an all-around 
production tool; its boss, Ted Cairns, prefers to call it a 
metallurgical control laboratory. The lab investigates and 
controls everything from boiler water to grinding coolants, 
from paints to rustproofing compounds, from drinking 
water to heat-treating gases, from incoming steel to out- 
going products. In addition to the usual appurtenances of a 


: 


\ 
i. 


chemical laboratory—salt sprays, electrophotometers, »H 
meters, gages, etc.—this one contains such things as an 
incubator (for the bacterial testing of drinking water) and a 
barometer (used in calculating the amount of carbon in 
hardening furnace gas). Modern production needs the skills 
of modern chemistry if you want to produce quality prod- 
ucts. SPS wants to—and does. 


WHAT’S NEW WITH UNBRAKO 
News that helps you sell 


INDUSTRIAL DISTRIBUTION 


SEL-LOK LOWERS PRODUC- 
TION COSTS. In this appli- 
cation—adjustable trip but- 
tons used in I-T-E circuit 
breakers—the spring pin 
does two jobs. It holds the 
button in place, and it posi- 
tions the device in any one 
of five settings. The button 
is plastic, and friction holds 
the pin in place. A solid pin 
would require a reamed 
hole. The use of a Sel-Lok 
eliminates this operation 
The spring action of the pin 
holds it firmly in place. 
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It’s a fact 


At SPS, jobs are people. Some symptoms of 
this philosophy . . . 


Recreation areas are provided for ball games of 
various kinds, for quoits, for those who just 
want to sit and dream. 

Free coffee is available three times per shift. 
Laundry service is made available—all lubri- 
cants are medicated—circulating air produces a 


healthy atmosphere. 
™ P COME SEE US. Distributors and their salesmen are always 


Promotions are made from within whenever welcome at SPS. We're delighted to see you, glad to talk to 
possible. you, happy to show you through the plant. If you're planning 
The services of the SPS Legal Department are a visit to Jenkintown, where UNBRAKOs are made, send for 
available for employee problems. your free copy of ‘Visitors’ To and From Guide.” It tells 
you how to get here, things to see on your way, places to 
visit while you're here. In fact, even if you're not planning a 
trip, this little booklet makes pleasant armchair reading—for 
you and your salesmen. Just write Unbrako Socket Screw 
Division, STANDARD Pressep Steet Co., Jenkintown 13, Pa. 


Formal educational courses are made available for 
such subjects as public speaking, industrial engi- 
neering, and courses leading to supervisory jobs. 











MEN-OF-THE-MONTH 


Joe Hattersley, a native of St. Louis, Chicago-born Chet Hunt attended Wally Allen, who now heads the Dallas 
Mo., represents SPS in Atlanta. Before Carl Schurz High School there and territory, had a broad range of experi- 
the war, Joe worked in the Bethlehem worked for R. R. Street & Co. until he ence before becoming a salesman in 
Fairfield Shipyard in Baltimore. Dur- entered the service in 1943. Chet was a 1947. He joined SPS in 1935 and 
ing the war, Joe flew 35 missions as an member of a Signal Corps unit of the worked for several years as a machine 
engineer on a B-24 bomber. After the 29th Infantry Division and served two operator. He then worked in mainte- 
war, he worked for the W. J. Reynolds years in the European Theater and one nance, toolroom, production schedul- 
Co., of Baltimore. He joined the SPS year in this country. He returned to ing, machine design, expediting and 
sales staff in July 1950. Fishing, hunt- R. R. Street after the war, joining SPS shipping. In 1952, when the Dallas 
ing and golf are Joe’s sports, and he is in 1948. He became a member of the territory was established, Wally took 
activeinthe VFW and American Legion. SPS sales staff in Atlanta in 1953. up his headquarters there. 


WHY UNBRAKO SHOULDER SCREWS 
are called stripper bolts is graphi- 
cally demonstrated here by showing 
top die and stripper plate in a notch- 
ing die. Why UNBRAKO? Here are half 
a dozen good reasons: heat-treated 
alloy steel with continuous grain flow UNBRAKO SOCKET SCREW DIVISION 
for greater strength, longer life; 
knurled head for fast assembly: 
accurate hex socket for positive 
wrenching; shoulders held to fine 
tolerance for close fit in drilled 
holes; concentric threads and head 
for uniformly accurate assembly; 
fully formed threads. Of course, 
UNBRAKO stripper bolts have many 
other mechanical applications. 





JENKINTOWN PENNSYLVANIA 
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LUDLUM TOOL STEELS are clearly marked 
you can’t mix up grades in your stock 


for a 
Production Men Only 


“TOOL STEEL HANDBOOK” 


We say “production men only” because 
this is a werk book, not a picture book 
It's a case-bound volume of 196 pages, 
packed full of technical data on the analyses, 
uses, handling and shop creatment of all 
trades of A-L Tool and Die Steels. Sent 
en but ask for it on your company 
letterhead, please 


Address Dept. !D-60 





~ a 








“What's that piece?” “Are you 
sure?” In anybody's toolroom or 
stock racks, the best inventory or ma- 
terial identification system is apt to go 
haywire once in a while—and some- 
tumes with grievous results 

But not when you're using tool steel 


grades produced by A-L! Each length of 


Ludlum Tool Steel is clearly marked 
with its grade name every few inches 
the entire length of the bar—stencilled 
in such a manner that the marking 


stays bright and clear, and can't be 


blurred or wiped off in handling 
Even a small crop end on a machine 
bench is readily identifiable—you can’t 
go wrong. And that’s only a small part 
of the benefit you can realize by using 
Ludlum Tool Steels—available from 
stocks coast to coast. Let our Metal- 
lurgical Service go to bat on some of 
your tougher tool steel problems. 
Allegheny Ludlum Steel Corporation, 
Oliver Bldg., Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 





Allegheny Ludlum 
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FINE Too, sTee 
Since 1854 
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BRANCHES 


CHICAGO 
CLEVELAND 
HOUSTON 
INDIANAPOLIS 
LOS ANGELES 
NEW YORK 
PITTSBURGH 
SAN FRANCISCO 
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YOUR INDUSTRIAL 
HOSE PROBLEMS! 


Let us have the pleasure of fulfilling your hose reqiure- 
workmanship, yet pay no premium prices for industrial 
ments today! The handy PERSONAL CHECK CHART at 
the right was especially designed for your convenience. 
Fill it in and learn how you can enjoy top quality and 
workmanship, yet pay no premium prices for industrial 
rubber hose. 

Serving industry since 1870, with high 
quality INDUSTRIAL RUBBER PROD- 
UCTS, is your assurance that HAMIL- 
TON offers you the best. A well-trained 
staff of skilled technicians are con- 
stantly at work for you. Consequently, 
you always get the very best in quality 
when you specify HAMILTON RUBBER 
HOSE! 

Literature also available on our complete 


line of conveyor, transmission and elevator 
belting for all industrial uses 


Oooo0o0oonDooOooDeoeaeeoogooo 
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How to sell eleven cauge olasses instead of one 


CORNING INDUSTRIAL GLASSWARE FOR EVERY J08 


Application 


Recommended Product 





Norma! Cond'tions 
(Up to 100 ps!) 


Corning brand standard 
gauge glasses 





Higher temperatures 


Pyrex brand high 
pressure gauge glasses 





Higher pressures 


Precx brand heavy-wal! 
gauge giasses 





Extra visibility 


Pyeex brand red-line 
gauge glasses 





Viewing inside 
furnaces, reactors, 
pressure vessels, etc 


Preex brand 
sight glasses 





Lubrication 
inspection 


Preca brand lubricator 
glasses 





Visible discharge 
devices 





Pracx brand oi! cup 
glasses 


4.3 inal 
4S 
Your telephone rings. It’s an old customer, who wants a gauge glass 
PyREX HEAvy WALL—for replacement on one of his five boilers. 

You take his order, of course. The glass amounts to perhaps 
cents, but it’s good business to handle these service orders 

Then you get an idea: You tell the customer he should buy three 
gauge glasses—**/ for the gauge, and 2 for the shelf.” 

He asks why he should keep two spares around, and you tell him. 
You explain that boiler experts recommend changing the glass every 
time you dismantle a gauge. It eliminates the risk of hard-to-see chips 
and cracks. You explain that the second gauge glass is needed for 
emergencies such as accidental breakage. What would happen if he 
suddenly needed a new glass in the middle of the night, or on a week- 
end? With a second spare handy, he can always be sure of quick re- 
pairs, without unnecessary shutdown. 

It’s all good logic. And from the one-glass order you began with, 
you find yourself taking his order for extra gauge glasses for all five 
boilers in his plant. You've sold eleven glasses instead of one . . . in just 


73 


a few minutes! 

Build your gauge glass profits! Start NOW to work up a steady 
business in this easy-to-handle replacement item. Remember to sug- 
gest “/ for the gauge, and 2 for the shelf.” 


CORNING GLASS WORKS Corning, N.Y. w 
Corning wtatih Atdtitch tt Class 
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The reason? SPANG CW Steel Pipe 
is uniform in every respect... a 
result of quality-controlled manufac- 


turing. 


—SPANG CW has strong, 
uniform welds 


During the forming and welding of 
SPANG Pipe, automatic heat control 
eliminates temperature deviations 
This produces highest quality welds 


and assures uniform pipe strength 
through the entire length of the pipe. 


—SPANG CW has 
uniform diameter 


Finished pipe is carefully sized and 
straightened to assure uniformity. 
Careful testing and inspection elimi- 
nates any CW Pipe that does not 
come up to SPANG’s high standard. 

The result? SPANG CW Steel Pipe 


is easy to work with . . . easy to cut, 
bend, thread and weld. It saves you 
time on the job . . . gives you faster 
installations... saves you money, too! 

SPANG CW Steel Pipe is tops for 
plumbing, heating, air conditioning, 
radiant heating and snow-melting 
systems. Call your nearest SPANG 
Distributor for complete information 
on SPANG CW Steel Pipe. Try it on 


your next job! 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Pittsburgh 30, Pa. District Sales 
Offices: Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis 
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Woke more auleg 


with the 
JOHNSON 
BEARING 


FRANCHISE 


You make more money selling the 
JOHNSON line . . . because you make 
more bearing and bearing metal sales. 
JOHNSON, the most complete line of 
sleeve bearings ever sold through the in- 
dustrial distributor, enables you to make 
more sales per call. And the JOHNSON 
line is easy to sell. National publication 
advertising plus consistent direct mail 
schedules to your customers and prospects 
all help you to cash in. We will be glad 
to show you how to stock the line and 
teach your salesmen how to sell it. Here 
is a franchise you will find both pleasant 
and profitable. Write for complete details. 


JOHNSON BRONZE COMPANY 
535 South Mill Street, New Castle, Pa. 
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ELECTRIC 
MOTOR 
BEARINGS 

| Over 350 types 








Thermoid Hose Versatility 
Cuts Your Costs 


The versatility of Thermoid multi-purpose hose makes 
stocks of many different types unnecessary. You cut your 
hose cost through reduced inventories, simplified buying 
and less storage space. Losses from end remnants are 
greatly reduced. 

VERSAFLEX— Excellent for handling air, water or oil under 
high pressure. Use also for butane, propane and as fire fighting 
booster hose. Red cover. 

VERSICON — Most versatile hose ever offered. Handles air, water, 
oils, greases, gases and dilute acids. A real inventory-saver! 
Brown cover. 

AQUAIR— Handles air, water, gases where oil is not present. 
Ideal for oxygen and acetylene welding operations. Tough, yet 
light and flexible. Green cover. 


Mr. Distributor: Thermoid “built-for-the-job’’ mechanical rubber 
products can help you increase your sales to all industries. You can 
always rely on Thermoid service and the complete cooperation of 
experienced Thermoid Sales Engineers with their intimate knowledge 
of industrial rubber problems. 


Thermoid Company « Offices & Factor 


VERSAFLEX 


VERSICON 


AQUAIR 


4 












WAYNE-INVADER PUMPS RELY ON ATLAS 


»»-you can rely on it for extra sales! 


Invader Rotary Pumps are workhorses for all industries. That’s why the 
Schirmer Division of the Wayne Pump Company equips all chain-drive 
pumps with Atlas Roller Chain and Precision Matched Sprockets. They 
say Atlas is the finest chain for the toughest drives. 

Leading manufacturers and plant engineers throughout America are 
constantly switching to Atlas Roller Chain and Sprockets for the out- 
standing quality and service. This fast moving line is the one you should 
switch to if you are interested in building an OEM and replacement 
business based on repeat satisfied customers. 

Atlas Chain plates, pins and bushings are super toughened by exclusive 
heat treating processes to assure a stronger, better operating chain for a 
longer time. Atlas sprockets are heat treated for toughness, precision- 
ground for smooth, quiet operation with Atlas Chain. 

Switch to Atlas now and start your sales building! 


ATLAS CHAIN & MANUFACTURING COMPANY 


DOYLESTOWN, PA. 








Sl < © ROLLER CHAIN : 
Ee 2 ee ‘AND SPROCKETS | 








ANOTHER TRUCKLOAD 
OF STEEL PIPE... 


From Your Republic Pipe Distributor 


Your Republic Pipe Distributor is right on his toes... 
ready to serve you at a moment's notice. And when you 
rely on his well-stocked warehouse to fill orders, you 
actually have all the advantages of your own stockroom 
— without the disadvantages. 

You have no worries about inventory losses. No insurance 
or handling costs. And best of all—no need for large 
capital investments. 


Your Republic Pipe Distributor always keeps on hand 
a full line of quality pipe and piping supplies —every- 
thing needed for complete plumbing, heating, refrigera- 
tion, air conditioning, process and industrial piping, or 
other piping jobs. 

It will pay you to send for your copy of his stock list 
today. Keep it handy at all times. Remember, his serv- 
ices are as near as your telephone, 





REPU 


ac help tell the story of the BLIC | 
pipe distributor and the service | R E pP U 34 t | € STEEL 

he renders, this and similar | : 
| Republic Steel advertisements 


| areappearing regularly in plumb- 
ing and heating publications | S T FE F t P| r FE 
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SARCO 


A complete line of steam traps, 
temperature controls & heating specialties 


Here area few 


on SG oe os 


TRAPS Thermostatic  Float-Thermostatic Camlift Bucket Liquid Expansion Thermodynamic 


The right trap for each job . . . Only Sarco offers 5 functionally different types — not variations of one type! 


TEMPERATURE 5 
CONTROLLERS 7 


Heating Cooling Heating or Cooling Air Temperature 


ELECTRIC- ya 
THERMOSTATS By 


AND VALVES 


Indicating Non-Indicating Solenoid Valve | MotorValve § Room Thermostat 


“= a x ~ tg 


STRAINERS 





Air Eliminators Strainers Scraper a 


come jul ple 


SPECIALTIES 


— 
Radiator Valves Radiator Traps Water Blenders Air Traps Thermometers 


BULLETINS | 
<== SARCO*® 
r idg., N.Y. 1, NY. STEAM 
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Talk of the Trade 


RAINY-DAY SPORT—Jack Carlsen (Skil Corp.) has 
omed the sports car clan, but not all the way . The 
Jaguar that brought him to a recent Atlantic City con 
vention was a closed model, with a solid roof . He says 
it’s hardly worth it to have to scurry for cover when a 
shower threatens, as other enthusiasts in their roofless 


wonder-buggies do 


GOLI ER’S LAMENT We ve heard many bemoaners 
mong the golf enthusiasts around th 
n't break 100 or how 


country, always 
ready with alibis as to why they di 
1 cruelly-contrived sand trap did them out of an 88 or 
less . But Ben Cohen (Cohen Machinery Co., Man 
chester, N. H.) feels badly becau he puts it, “I just 
don’t get enough time to pl 1v more—mavbe twice 


1 week—game’s way off—in the low htie 


LAST MAN ABOARD- Biggest attendance in years at 

ent luncheon of the Hardware Trade Association of 
New York left Amie Martin (Fayette R. Plumb), the 
ecretary and official host, with chair He was 
too pleased with the turnout to mind . . . The occasion 
was the group’s Past President’s Luncheon, with 14 
ormer presidents in the place of honor: Bill Edwards 
Hansen & Yorke), Ed Dugan (Thomas W. Kiley, Brook 
lyn), Syd Atkinson (R. J. Atkinson, Brooklyn), John Ryan 
J. C. Ryan, Yonkers), Jim Bosted (H. W. Mills, Passaic), 
Bob Doti (Igoe Bros., Brooklyn), Earle Clapp (Hansen & 
Yorke of New Jersev), Merle Langel (Osborne Brush), 
Flick Gilliam (Wood Shovel & Tool), Charles Merritt 
Reed Mfg.), Roy Schmidt (Stanley Works), Gus Fischer 
Black & Decker), Hal Usher (J. K. Larkin), Joe Walker 
Buffalo Bolt) and M. C. Harriman (American Steel & 


W ire 


i 





& 
= al 


NON-PARTISAN—Those huge political billboards and 
gaudily painted cars near Koenig Hardware Co. in Linden, 
N. J., had no connection with the company . . . Koenig's 
new building just happens to be across the street from 
the town’s principal sign painter, who did a land office 
business this fall as local candidates vied at plastering 
their names, slogans and uncomplimentary epithets all 
over town . . . By now, everybody's friends again, and 
the painters are back at the usual run of “lor Rent” 
and “Watch out for the Dog” placards Koenig's 
new building, one of the town’s business showplaces, 


again dominates the neighborhood. 


TEE VEE—Charlie McCoy, maintenance man for Orr 
Iron Co., Evansville, Ind., had his moment when he 
made an appearance on television in conjunction with 
a Blue Cross testimonial Charlie made his debut 
over station WEHT-I'V, Henderson. 


A ROSE BY ANY NAME—We were prepared to eat 
humble pie when we ran into Jerry Liermann (Cordes 
Supply Co., Milwaukee) at the Central States meet 
ing. . . One of the two “‘n’s” had been left out of Jerry’s 
name throughout a recent ID story in which Jerry fig 
ured prominently. . . (Graphology Sells Industrial Sup 
plies) . . . But we did a double take when we spotted 
Jerry’s badge—he had used our spelling!!! We feel better. 


7) 
Courting 
¥? musé 


/ 


HELPMATE-—Mrss. John Wood, wife of the vice-presi- 
dent of Alden Supply Co., Philadelphia, recently had a 
book of her poems published. In spare time from morc 
serious verse, she dashes off stanzas for use in Alden 
Supply’s direct mail literature. 


V.N.P. 
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At this time of the year we greet all of our 
friends and wish them continued good for- 
tune and prosperity in 1955. We will do 
all we can to help — by continuing to 
make only quality files and tools as we 
have done for more than 100 years. 


G: ; ot 

" RS, 4 Ae 

America’s oldest ced 
file manufacture 


eS nS 
_.+. and still pioneering 
ee ae 


1 
= 4 


HELLER BROTHERS CO. 


FILES and TOOLS 
NEWCOMERSTOWN, OHIO, U.S.A. 


% 
: 
é 


- 
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¥, 
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Which is the 


...the unusually LARGE one 
that’s hard to find 


One of the advantages CleCap distributors enjoy is the knowl- 
edge that when a customer wants some of those BIG cap screws, 
the chances are 9 out of 10 we can ship them the same day. 


CleCap makes ’em regularly from 4%" to 2%" diameters, any 
length required—ferrous and non-ferrous . . . and we stock a lot 
of unusual sizes, nearly 10,000 different items last count. 


That’s another reason for dealing with The cap screw specialists 
of the country. You also get unbeatable top-quality fasteners .. . 
PLUS a CleCap crew that has a long-made rep for “busting a leg” 
to get you what you want at the right time to keep customers 


happy. 
What happens to your profits when late deliveries result in can- 
celled orders? Put your cap screw needs up to CleCap...and relax! 


The Cleveland Cap Screw Co. WAREHOUSES: 


Chi * Philadelphia « New York 
2931 EAST 79TH STREET + CLEVELAND 4, OHIO "tathinslde 


VU Ican 3-3700 TWX CV42 


creverano 79 (ual rastenens 


Ferrous and Non-Ferrous: Bright, High Carbon and Alloy Steel Heat Treated, 
Brass, Silicon Bronze, Stainless Steel 
Hex Head Cap Screws: 4” to 2%” dia. Set Screws—Square Head: 4" to 14” dia. 
Socket Head Cap and Set Screws — Plain and Milled Studs: 4” to 14” dia. 
Knurled: %” to 1%" dia. Also Flat and Place Bolts: 4%” to 14" dia. 
Button Head Styles. Structural Bolts to ASTM Specification A325 
Flat Head Cap Screws: 4” to 1” dia. Tractor Bolts 
Fillister Head: 4” to 14" dia. Special Hot and Cold Headed Parts 


Facilities to make larger diameters than listed. 


E 
Originators of the Kaufman MIRUSION Process 
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WORKING 
PRESSURES 





MOLDED 
WRAPPED \ WRAPPED 

RAPPED * 

CONSTRUCTION \ W enaiwen 





MANUFACTURED 50’ 
LENGTHS 








TO ABRASION 











RESISTANCE vce | GOOD 








RESIST AMS \ EXCELLENT 


RESISTANCE 
TO ELEMENTS 


SEVERE 
SERVICE _\ 


CONDITIONS ee 


IT TAKES MORE THAN ONE! 


Champion—the premium quality hose for severe service. 
Tonka—the normal hose for general use in industry. 
a a Fairway—the long-lasting hose for low-pressure use. 


| REPuBLIC’s 5-POINT SALES PoLICY Contractors’—the rugged hose for rough, abusive, road contractors’ 
operations. 


@ A LINE of rubber items sufficiently complete . . . ola <7): 
to permit olfectively supplying the require. Jetting—high-pressure hydraulic hose for mining, back-filling and 


ments of the trade solicited. stripping. 
@ A QUALITY of product uniformly good and | Target—a contractor’s suction hose built to withstand high internal 


capable of delivering service results that . 
should reasonably be expected. abrasion. 


. hg basis inducing and making pos- These and again as many more types of Water Hose are built by Republic Rubber 
ae _—_—_ with reason- to make your sales job easier. The easy sale is the one which offers economy to the 
buyer. The economical Water Hose is the one built for the job it is to perform. 


FREEDOM from competition from his source Republic Rubber makes them for Republic Rubber Distributors’ customers. 
of supply, either direct or indirect, among | 


the trade covered by his day-to-day so- | ; 
licitations, , 


@ SELLING helps of reasonable amounts so 
that his sales force may be given the ad- LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OHIO 


vantage of specialized training and a 


knowledge of the product sold. INDUSTRIAL RUBBER PRODUCTS 


pay aad 
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Industrial Distribution- 





You, Too, Can Be Santa Claus 


rps is a good time of year to think about ways in 

l which you, too, can be Santa Claus. While you 
ire racking your brains, trying to discover a worth- 
while subject to receive your gift from Santa Claus, 
let me suggest you consider underwriting a scholar- 
ship for some boy to take the Industrial Distribution 
course at Clarkson College 

In the November issue of INpusTRIAL DistRIBU- 
r1Ion (pages 100-102), we showed you the pictures 
of the 36 students in industrial distribution at Clark 
son. They are a fine-looking bunch of boys, you must 
admit. We also showed you pictures of the six 
scholarship award winners. 

With one exception, the scholarships which were 
set up this year pick up a student as a freshman and 
carry him through four years to graduation—provided, 
of course, he holds up his grades and otherwise con- 
ducts himself properly 

Next vear, there will be a new freshman class start- 
ing at Clarkson. More scholarships should be forth- 
coming from our industry to help this new crop of 
students. Particularly, they should be made available 
early in the year, at the time high school students 
ire settling on schools and careers. Here is certainly 
1 worthwhile spot for you to play Santa Claus. You 
can get all the details by writing President W. G 
Van Note, Clarkson College, Potsdam, N. Y. 


Santa Claus Dreams 


While I’m on the subject of Santa Claus at this 
Christmas time, I have a letter from a friend that 
might be labeled, “There Ain’t No Santa Claus’’. 

I'll admit this takes away a little of the spirit of 
the season, but the economic rough times we have 
been through prompt me to reproduce the substance 
of the comments. At least, the economic climate has 
changed enough for the better in recent months to 
take the bitterness out of the comments: 

“During the past 13 or 14 years of the war and 
postwar era—times of easv orders—it seemed Santa 
Claus took care of every salesman every vear. When 
postwar fluctuations and adjustments ippeared, even 
though briefly, their beliefs were shaken and, like 
children, many became panicky and bewildered 

“But 14 years is too long for an adult to cling to 
childhood beliefs. Almost simultaneously with the 
first signs of maturity, one is expected to discover that 
Santa Claus is a myth. If it is a healthy sign for 
children to relinquish Santa Claus, shouldn’t our 
children-salesmen do likewise? As children face the 
realities of adulthood, these salesmen must face the 
realities of the future—whether business be good 


or bad. They must realize that ‘things’ don’t always 
come on a silver platter. Rather, in the adult work, 
they must be worked for. Most children adjust and 
still enjoy Christmas. Salesmen who really like to 
sell enjoy selling, when selling is called for. 

“This analogy can be developed further, and, while 
I've mentioned only salesmen, there are many con 
temporary members of management who also might 


” 


well consider coming of age 


Santa, Bring the Old “One-Two” 


Along this same line, we might all wish that Santa 
would bring us the power of our old “one-two” 
punch. I get reports from the various regions cov 
ered by our editors each month. One particular editor 
saw the same fight over TV that I did, and I like his 
comments and the parallel he draws to our own 
industry 

“Kid Gavilan woukln’t have been such a disap 
pointment to the national television audience if the 
former welterweight king had put up a championship 
struggle. If The Kid had been in shape, he might 
have added many more years to his 34-year cham- 
pionship. It’s to be suspected that Kid Gavilan lost 
some of his fine punching power when he spent six 
months trouping Cuba with a song-and-dance unit. 
Gravy days can damage a hard-hitting distributor 
organization, too—unless they've been counter 
balanced by intensive training. 

“Six months out of training reduces anyone’s efh- 
ciency. Economic charts indicate that the industrial 
distributor has had balmier days—considerably more 
than six months of "°em—times when he was getting 
just about as much business as he wanted or could 
handle. The salesman’s job didn’t always consist of 
selling. | Management’s responsibilities weren't 
strictly management. 

“Times have changed enough now to make life 
interesting again. Selling is once more a competitive, 
exacting profession. And, you can hear one of three 
answers to the question, ‘How do you find business 
these days?’ One is: “Terrible!” One is: ‘So-so.’ 
And, the third: ‘By going out and looking for it!’”’ 


* + * 


Merry Christmas from all of us to all of you. 


OO gf in 
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WRITTEN POLICIES between distributors and manufac president of France’s distributors’ association, and Marce 


rs in U. S. impressed Maurice H. Prudhomme (left), Fougere, secretary of hardware wholesalers’ group 


French Distributors Tour U. S. 


After a look at American practices, French 


party heads for home determined to effect reforms 


+ 


Marcel Fougere, general secretary of 


A PARTY of promine h dis 
tributors has returned home with a : the national hardware wholesalers 
By Don McGill vn 
issociation Perhaps the practices of 


Associate Editor = . 
these American firms will lead to the 


tives of the industry in France, who idoption of manutacturer-distrrbut 


toured distributors’ and wholesalers Vel weeks f 


dazzling impression of industrial distri 


ution in America. The 13 representa 
igreements in France 


tablishments in the United State tandard items.” . 4 
inder the sponsorship of the U. S. De Maurice H, Prud’homme, head of a Impressed by Packaging 
partment of Commerce's Foreign irge wholesale hardware organization 
Operations Administration, found wide in Paris and president of the national employed by 

trade association in the supply field, pressed Emile Y. Cosquer, who ope: 


The modern warehousing methods 
U. S. distributors 


n in distribution practices 
1dmitted he was surprised at the man ites a supply house and ship chandlen 
a ; srs. ner in which manufacturers and dis- firm in Nantes. “There are, of course, 
Visit U. S. Distributors _ , , 
tributors in the [ S. observed a many similarities in our warehousing 


differen« ve 


en the two countries 


departure for France, written agreement In the United methods, but the big 
| supply men with States,” he said, “a distributor can col noted is how American manufacturers 


four industria] 

yart —_ nted thei isit itl lect . . lit t shit , ’ kage ther 1 1 ; | . f 

party recountec cir visits with lect a commission On direct shipments package their products asteners, | 
instance. In France we store them in 


Samuel Harris & Co., Chicago, and from a manufacturer to a customer 
mdustrial Supply Co., Minneapolis But in France, the manufacturer tries big bins and have to count them out 
We were highly impressed,” said to get along without the distributor if uurselves. Over here, your manufa 
Jules M. Pelletier, general secretary of he can. He’s always attempting to sell turers put them up in small packages. 
I We certainly liked that.” 
The four visitors were particula1 
curious about U. S. methods of raising 


thei 


France’s industrial distmbutors’’ asso- direct.” 

ciation, “by the quick deliveries from “. « « Except in the case of some 
supplier to distributor. In France, it’s American firms which have started 
wait doing business over there,” added working capital, pointing out that in 


quite a common occurrence to 
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France such financing is “very dear” 
short term loans being charged for at 
a rate of 8% or more. They were 


pleased to discover, however, that their 


average gross margin was just slightly 
higher than that prevailing here: 25 to 


97 ¢ 
4 


“Nevertheless,” said M. Pru- 
d’homme, “our turnover is a very much 


less, mostly because of the slow deli 
ies. We turn our inventory over abou 
three times a year.” 

‘And,” remarked M. Pelletier, “be 
cause of the competition of direct sel 
ing from manufacturers, we have 
carry enormous stocks 


Trend to Specialization 


“We're gradually cutting down on 
low-volume lines,” M. Prud’homme 


said, “and carrving only the items that 


have a good, steady market. Just 
you in the United States, 
ning to get a lot of specialty 


the field, along with a lot 


like 


cutters. 


The four Frenchmen said Beg 
FRENCH DISTRIBUTOR Emile Y. Cosquer with U. S. Department of Com- 


hadn’t noticed many differences be merce representative Marshall N. Poteat “We like the wav American manufacturers 


ll; > ne ] 
tween selling methods here and thos package their products,” he says 


in France. Although they hadn’t met 
any American salesmen personally or 
watched them work, they were satisfied 
that selling basically is the same on 


both sides of the Atlantic. 


Inflation and Invasion 


Many of the conditions presenth 
plaguing France’s 1,500 distribu 
however, they ascribed to the ruinous 
inflation which swept over the count 
after the war. 

“Just as an example,” said M. P 
letier, “if you put 1939 pric t 
index of 100. vou'd have to 
day’s prices at 2,000! Again, 
of bearings is 27 times what 
1939.” 

Further, German occupatio 
many industries, and post war impove 
ishment burdened the econom 
heavy taxation. The result is a bu 
system rife with competition und shary 
practices. 

The French visitors, however, ar 
fully intending to begin a campaign of 
improvement when they return, based 
on what they learned here. One of thi 
first steps they would 
effect a closer tie between manufa 
turers and distributors on an as 
tion level. The Triple Supph 
program” is, to them, an ideal to stri SLOW DELIVERIES, direct sell, and inflation hurt France’s distributors,” says 
for Jules M. Pelletier, secretary of French distributors’ association 


like to take t 
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How to Fight Competition with Statistics 


Salesman Charles G. Redhead took the time to keep a 
detailed order-by-order record of business received from a 
After 13 months of careful work, he noticed 
customer wasn't ordering 

ustomer to schedule his 


large customer 
a pattern emerge showing th« 


conomically. He per iaded the 


buying, and in so doing saved him money and increased his 
own volume. Above (left) he transfers order data to cards, 
which he classifies by product, and (right) he posts order 
data to large sheets so he can study frequency with which 
customer is ordering certain repeat products 


The “Hard Sell” and Your Salesmen 


Can they sell into the competitive market? . . . Here’s the story of two 


Pittsburgh salesmen who have the answer: work harder, dig deeper, look farther 


BLIVIOUS TO GRAMMAR, someone dubbed the present 
O competitive market as the “hard sell.” Grammatical 
or not, the term is highly descriptive of conditions con 
fronting industria] distributor salesmen. 

How can distributors and salesmen penetrate the hard 
sell? Where can they exert pressure to overcome cus 
tomer resistance? 

At Pittsburgh's Harris Pump & Supply Co., some 
mswers to both questions have been worked out. Not 
easy answers, but answers based on a ready recognition 
of the competitive market 

From the standpoint of sales management—meaning 
Sales Manager T. H. Hubbard and Assistant Sales Man 
ager L. C. Miller—most of the burden of competitive 
selling rests, in the final instance, upon the outside 
salesmen. In their view, then, sales management’s task is 
to furnish salesmen with effective planning and weapons 

“If,” says Mr. Miller, “the salesmen know where the 
firm as a whole is going, they can organize their own 


work and territories to produce the best sales results.” 

Chat’s why Mr. Miller and Mr. Hubbard see that the 
salesmen receive all possible help through sales analysis 
records, sales potential studies, sales meetings, selling 
aids, and so on. All these devices help maintain a vital 
line of communication between the salesmen and man 
agement, so that policy and practice can be consistent 
with one another 

Now what about the salesmen’s contribution to Harris 
Pump’s competitive selling? 

'ypical of the approach taken by all the salesmen are 
the cases of two—Charles G. Redhead and William B 
Cargo. With both of them, competitive selling has 
meant harder work all along the line. At the same time, 
they both have been called upon for more originality 
and advance planning in their work. In other words, both 
men are finding an opportunity to work within the broad 
framework of sales management's policy. 

l'o Mr. Redhead, competition is less an excuse for bad 
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business than an 
: 
salesman under 
istomers have beet 
many Cases 


blame them 
1 salesman 
to the 
th this 
lering habits of 


thirteen months he 


1 period 

the pattern of 
ders coming in from tl lant each order was 
ed 


ecel he transferres 


needed 
index cards—information 
tomers order number 
He then re Finally, he 
lrew up on 


. in t the customer's 
lering pattern I iowed the 


istomer seemed obliviou wn papel 
work. Also, he 

liscounts. 

Mr. Redhead’s anal 


sent im 122 orders for ging tl 


I 


YT 
ai 


seemed me 


rder pattern on the 


peg neyo ee a Sen va Let Customers See Products 
ymer had sent in dY o1 Loi ns 


+ 


i¢ the 


has maintained this attitude for 
ed ONIN ularly appropriate today when a 
mai rt ilert to a customer's need 
Orders Out of Ordering Chaos making 20% more calls 
Cl] lc recor I le at home for study Above he 
i good when oir ( ompetitive rule: demonstrate—let 
v Mr. Redhead’s ana d that e CU I vat | buving from yor 
company $7 to write up an order t which 
Mi Redh« 


stomer! 


Ihe custome! did 


ieading organizing his 
result, he a ible to 


work more carefully. As a 
certam 


maintain his volume at th« 
up ordet 


0om-tim« 
’ : 
ustomer should 


Mr. Cargo’s territory stretches along the Ohio Rive 
f quantity mn hedul ( Pittsburgh to Parkersburg (in West Virginia 
yer saw Mr. I in ont ! I { 


ompetitive ra, he covered many points 
’ O1 territory in the course of two or three trips. Not 

yuints alone he saved $31, eu } )] Now starts out carlier in the 
ult for Mr. Redhead 


] 


ering schedul 


morning 
it ft s fart! ind thus adds an extra town to hi 
olume of bi } 


itinerary 


Redhe id i 


The Night Shift 


custome! 


' fa es So that he will get the most out of these additional 
ri¢ ISTOI I I na ) I 


lls, Mr. Cargo is spending much more tin 


product knowledge. An evening at hom 
that he doesn’t study 


icquiring 
hardh goes by 
literature and manuals on his lines 
Furthermore, he endeavors to fit this reading in with 
» that he’s briefed ahead of time 
ind prospects’ questions. A¢ ordingly, he 
wn customer and 


next day il] 


prospect file at hom 
ire all the papers relevant to each call 
ged geographically, and contaiming all the 


Tran 


relevant to each account, this file enables M1 
lay out a day’s trip without any waste talk 
Thus, competitive 


papers 
Cargo to 
or motion 
selling is any approach or method 
the individual salesman wants to adopt to make himself 
helpful to the customer. While the methods employed 
v Mr. Redhead and Mr. Cargo differ in detail, they are 
imilar in principle: The custome: 
mum share of th ilesman’s time and help ind of the 
our f IT! Pump 


is availed of his maxi 
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Here's an inexpensive 


way to review your 
stock; push slow moving 
items; keep your name 


before your customer 


HUNDREDS OF ITEMS are crammed into this 16-page mailing piece, 
together by Indiana Manufacturers Supply Co., 
were made up by photo offset process at a cost of $400 


=y 
put 


Indianapolis. Three thousand copies 


High-Voltage Promotion Is Low-Cost 


IRIAL BALLOON THAT PAID OFF 15 


A 


racturers Supply Co.. 


the mailing piece Indiana Manu 
ludianapolis, re 
200 of its customers 
Ben Perkins, a 


16 page 


cently sent to 2, 
Devised and edited by 
partner in the company, the 
folder listed 
of stock 
prices, Results? Volume was up during 


the two months that followed its re 


ind illustrated hundreds 


items with net consumer 


lease and slow moving items moved! 


Handed Out by Salesmen 


I'he salesmen passed out 800 of the 
stock 


sonnel, purchasing agents and plant 


folders personally to room per- 


re porte d that 
thumbing 


superintendents. ‘They 
thei 


through the crammed pages—and the 


customers enjoved 
salesmen themselves found a few items 
that they didn’t know 
facturers carried 


Indiana Manu 


Che booklet, which was reproduced 
by photo offset, used paste ups of cuts 
from manufacturers’ literature for illus 
typewritten text. Mz 
folder a “‘con 


estimates 


trations, with 
Perkins, who calls the 


densed promotional catalog,” 
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its cost at $400, excluding time spent 
on it 

‘“However,”” Mr. Perkins said, “our 
next effort will be some $115 cheaper 


we've learned some short cuts that'll 


LAYOUT was job of Ben Perkins, who 
thought up promotion piece to move 
t slow moving stock Even 


had forgotten 


sales 
nen found iter 


“ 


¢ DECEMBER 


save us money and, at the same time, 
give us a more professional looking 


job.” 


What’s in Folder? 

Measuring 84- by 11-inches, the pro 
featured cuts of 3 
names or trademarks 


motion piece 
manufacturers’ 
on the cover, along with the distribu 
tor’s name and address. Mr. Perkins 
reported that his suppliers were 
pleased with the idea and offered to 
ride along with him on the expens« 
Indiana Manufacturers’ 
phone number alternated on the bot 
tom of each with the 
message: “All items listed are in stock 
for immediate shipment order nov 
by phone or mail.” Space was pro 
vided on the back cover for prepaid 
postage and addressee’s name. 

All salesmen reported individual 
sales tied directly to the folder 
the result that the distributor is now 
planning to mail three or four an 
nually. Already completed is the sec 
ond in the series, a condensed catalog 
which will feature new products. 


address and 


inside page 


with 








Sales Analysis 


in the Small House 


results in... 


¢ Better planning of calls 


by salesmen 


¢ Better management direction 


of salesmen 


¢More calls and more sales 


of profitable lines 


read about it on page 88 





in the Large House 


results in... 


¢ Increased sales 


for all salesmen 
¢ Increased gross profits 
¢ Increased supplier cooperation 


¢ Decreased number 


of “dog” lines 


read about it on page 90 
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THREE PRINTED FORMS are used in | l¢ i . 2 is customer sheet showing total monthly 
Supply Co. sa ina t f i I pr lassifications. Form No. 3 is also a 


t1 t d mer orm owing tot mnual sales by 42 product 


Sales Analysis in the Small House 


ccorpinc To Paut D. Rickman, president of Bard send catalog 
Steel & Mill Supply Co., Kalamazoo Our sales 
minimum of working time. get engineering help 


gures for a planned selling m No. 1 is thus a chart call report she« 


+ + 


I 
wram sists in the consideration of new lines, helps each customer with space provided for 42 product cl 


us evaluate the profitability of established lines, and itions to show results throughout a six-month period 


us a clear picture of sales trends When Salesman Jones, for example, calls on the P 


Uhree inexpensi e, standard printed forms do _ the f the John Doe Co. on May 11, he would turn t 
trick Form No. 1 on the John Doe Co. and might reco 
Form No. I, ( | report sheet, is ntained following: 2-C, opposite line 15, above column 

1 loose-l ind ch ¢ rd’s_ five Chis simple entry would indicate that he discusses 


Dm ith Mr. H. N Bishop on that date and r 


ilesmen i 


rive 


it 
W hil lu by the firm are considered in order for same 
in five group ransmission, metal cutting tools, If a follow-up is needed, or a future date made, a ch« 
materials handlins tipment, industrial steel, miscel is made in that future date column. Should the ofh 
neous suppli r plies—all three fon require additional information for a quotation, a sh 
rther b 1 lov ] 2 pl duct items For separate memo 1s written ind attached to the | zm N 
is the number designa Each day the salesman removes his marked | 
r fasten No. 1’s from his binder and turns them in to the 
lo simplify the salesman’s call report on Form No. 1, Duplicate sheets kept in separate binders 


1 separate sheet is maintained for each customer listing ire then posted to show the action taken 
the salesman y numb “2” for H. N. men’s calls 
Bishop purchasing agent; > lan tilizing code numbers and letters, the 
system of making out call reports has been 
" 


tical! 
Form No. 2 is maintained for each customer, 


y accepted by all salesmen. 

smal] accounts with annual purchases of less than $400 
ind shows total monthly sales for each 

lassihications 


Fach dav the billing clerk codes the 


> | 
that day’s invoices with red pencil, sh 


7 
classification number 
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working copies, sorted by customer, are kept separately 
for each salesman. At the end of each month, each cus 
tomer’s sales are posted on the Form No. 2 sheets, work 
ing to the nearest dollar 

Each month, the salesman copies these totals on his 


his loose-leaf 


own Form No. 2 sheets which he keeps in 
binder along with his Form No. 1's. This recording takes 
the salesman about one hour per month 

Form No. 3 is maintained for each customer, and 
shows total annual sales broken down into the 42 product 


¢ lassihc ations 
Planned Selling 


From the firm’s copies of Form No. 1's showing fre 
quency and action of each salesman’s calls, and the 
sales figures maintained on Forms 2 and 3, Mr. Rickman 
has a clear, up-to-date, comparative picture of sales effort 
ll 42 product classifications 


and business received on all 

As cost figures on the 42 product classifications are 
maintained daily, Mr. Rickman can also determine avert 
age gross profit and average sales. “With such figures,” 
Mr. Rickman advises, “there are many analysis possi 
bilities. For example—if the total distribution of one 
product increases, as a result of a special selling or adver 


tising campaign, it suggests similar action might be taken 


on other similar products.” 


he sales analysis system has enabled the company to 
set up a 13-week cycle for concentrating on each of their 
five major line groups. Out of each group, one product 
is picked as the leader. The salesmen’s Form No. |] 
report sheets show instantly which products need plug 


ging, and help obtain product coverage with each account 


“One of the prime considerations for determining the 
profitability of a line,” says Mr. Rickman, “is whether 
your salesmen must spend too much time selling it 
When a new line is offered us, we try to classify it in 
terms of products already handled. It may be similar 
to one line with regard to selling effort required, to 
another in average gross profit. Thus, our analysis figures 
are invaluable in the consideration of new lines.” 

Mr. Rickman points out the system has encouraged 
ilesmen to concentrate on selling the profitable lines, 
ind business is picked up for less desirable items without 
expending undue sales effort and tim¢ 


Expense of System 


lhe three printed forms are inexp because they 
we standard. The only sizable expense was the initial 
investment for the steel cabinet where Mr. Rickman 
stores the master binders, plus th ks carried by the 
five salesmen 

Actual recording of the figur es the billing clerk 
ibout one half-hour daily and I lays per month 
recording totals. It requires onl] negligible amount 
of the salesman’s time to maintain his recor r. Rick 
man estimates that he takes about o vq month 
completing his tabulations 

“Although I’ve had considerablk ounting experi 
ence,” Mr. Rickman points out, “it is not necessary for 
I 


yur system. Our sales analysis is inexpensive, consumes 


little time, and it’s simple. Furthermore, the uses of the 


11 
} 


figures are infinite, the results invaluabk 


FOR A REPORT ON “SALES ANALYSIS 





FORM NO. 1, a coded report sheet, slashes paperwork 
for Salesman Donald Woodhouse. At end of each month 
he records monthly figures on his Form 2’s, and knows 
exactly where he stands with each account 


FORM NO. 2 FIGURES 
and requires half-hour dails 
totals Figures are carried 
Saics are not posted 


ure posted by Lorain Finley 
ind three davs monthly for 
only to nearest dollar; small 


ALL FORMS are coordinated by President Paul Rickman 
who uses figures to determine profitability of established 
ility of new line, planned selling programs, and 


tion of sales 


THE LARGE HOUSE”, 


force. 
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Seca ee 
—— 


| 


Manufacturers 


Blackemuthe 

















HRI *RIN , | 
i - . al He D eng oy ( ales in tl ines. Data is obtained by totalling sal 
‘ na ‘ orm o. | shows Ol hy m : 


ind imutatiy t tals by prod ] 5 ] 
. | . : cce n ive sales in the 15 customer classification 
ilesman rm ymp) , . 
r m1} provid quick comparison (by salesmen) of 
‘ c 5 ustomer category 


Sales Analysis in the Large House 


, ton tecting pr 
. | et-up a testing process fol the selection 
salesmen, an rected imecreas 


n : upon which to concentrate 
m th np ral les hei 


Form No. 3 is compiled quarterly t 


qua 


ASI . 


be abn | | , vol 2 g ened | imer Classification was the attempt to break 
2 , | : ’ heir D istomers into the smallest number of cl 
, are ; what they bought or represented 
Basically, allied industries 
icts. For instance, rather 

ds for mines, quarries, 

ind barge lines, which 

wy mill and mine 
ht depend customers in on 

lation t 


1.000 Customers Classified 


year preceding the inaugu 
istomers were Classified 
101—Hatr 
Utilities.”” Maiscell 
such customers as 
sional orders for ckain or rust preventing pain 
included in “No. 115—Miscellaneous 
tort was made to keep accounts out 
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latter category since it was not designed to be a catch-all. 
Most accounts classified “Miscellaneous” are not even 
assigned to a salesman 


Selection of Lines 


} 


The 22 lines eventually picked by Orr Iron all passed 
the test of 
l. having a fair rate of gross margin 
2. their ability to be sold by greatest number of sales- 
men to greatest number of classified customers «& 
In short, a line selected had the greatest profitability, 
potential and cooperation. The 22 lines included such 


3. having greatest amount of supplier cooperation 


SALES MANAGEMENT classified customers, picked 
| tee] Justrial rub! 1 fitt lines to spotlight. James Hitch, John Mueller and Bernie 
I , I I I I \ v« é 9 . 
major lines as steel, industria! rubber, valves and httings, Weirauch spent hours in conference over period of months 
electrical tools. All remaining items were grouped under to lav groundwork for system 
an “all other” category. 
The job of coding customers by the 15 consumer 
classifications, and selecting and coding the 22 product 
lines, was handled by the sales department. To complete 
its sales analysis and set up salesmen quotas, the account- 
ing department was assigned the task of 


Gathering Information 


[he accounting department's first step was to cove all 
inventory control cards of the products to be analyzed. 

\fter stamping the product code letter on each card 
covered by the 22 selected products, the inventory clerk 
coded the working copy of the invoice and referred it 


to the sales analysis clerk. 


How Quotas Were Determined 


[he records of the sales analysis clerk provided the 
total sales for the previous year of each selected product 
to each consumer classification. Then, by dividing the 


total number of customers in that consumer classifica 


, ; ’ ae Se —_ 
tion, the sales department obtained the average sales MECHANICS for sales analysis were developed and set 


that product to customers in that consumer classi nto motion by Robert Schoenenberger and Treasurer R. M 
Fridricl heir staff supplied sales department with tabu 
lated 


ncation 


or example: By segregating the previous year’s total 
sales of valves and fittings to “No. 111—Manufacturers 
classification,” and dividing by the number of like firms 
in that classification, and accounting for size and poten- 
tial variation, they learned the average les of valves 
ind fittings to this type of cust 

(his figure was used as the minimum quota for each 
ilesman for that line to that cu CI ication. If 
his sales the previous year were bel | minimum 
quota, the salesman was obliged m minimum 
quota figure for the current year. ‘T) ilesman, whose 
sales the previous year were above it figure, was given 
the previous year’s figure as hi 

lo adjust monthly quotas to s il fluctuations, the 
ompany divided its products into tv la |. products 
whose sales followed the trend of the firm’s monthly 
volume, and 2. products affected b 1S nd 

In the first case company history for t previous five 
years was studied to obtain a total s during specifi 
months, and an 


For seasonal trend products, the previou ir’s TeCOI 
; saa SALES ANALYSIS CLERK Hazel Patmore makes daily 


was used to establish monthh 
. : omputation of product sales by salesman; works on sum 
Orr [ron now had speci . _— 1 Salesman mary ferm at end of month. System gave Orr Iron ammu 
for each of th« umer classi n‘tion for planned selling campaign 


ie) 


“SALES ANALYSIS IN THE LARGE HOUSE” CONTINUES ON NEXT PAGE 





Sales Analysis in the Large House (Cont’d.) 


* 


‘ 


ma if. 


Lists j 
“~;  -sie DIRECT 


Hei P Mal ERS 


DEALER DEALER 
MEETINGS SALES Aids 


‘ 7 
WEN TOR» ORDINATED | SE ASONAB f 
SUPPORT SALES Plan ERAS 


SELLING QUOTAS to salesmen was achieved by reminding them of Plus Services 
ompany extends to help them sell. Mr. Weirauch pointed out that these extras James C. Callahan shown, holding 1 
atalog. Note old, bulky italog 


yust be paid for with increased net pront g 
ground 


hcation idjusted where influenced by seasonal stimuli 
(he final step, the company recognized, was to con 
ince their salesmen of the soundness of the system and quotas on the desirable lines 


t rby« tives 


NEW SYSTEM pleases Salesman 


1CcW 


on 


toward the elimination of unprofitable lines. Salesmen 


who formerly favored these lines, now are busy making 


Also, the analysis has brought out to management 


laring weaknesses in the individual salesman’s selling 


Seilj _ . > 
elling the Salesmen ractices. For example, the study showed that a sales 


\t an intensive two-day meeting, it was hist pointed man, heretofore recognized is doing a good job Ol 


’ 


wit that, in the previous vear, three averag 


en promoted. ‘The result had been an increase in the job in the light of his customers’ potential 


ile of these lines that amounted to 4 the total increas Furthermore, the 


i 


the firm’s busines p 


Having shown the salesmen the benefits derived m most urgently the benefit of factory help. 


this “Plus Selling” promotion, it was pointed out that 


, , Salesmen’s Benefits 
increased volume does not necessarily bring about in 
; line prog 

reased net profit. The key to increased profit lay in [he sales analysis and planned selling program 


the promotion of certain “cream” lines 
it is psychologically sound to have a specific assignmen 
ymmething to aim at. ‘Today, salesmen know what 


Finally, it was proved to the salesmen—using models, 


emonstrations, and skits—that, by concentrating on 
> _ . . ‘ 

mecting quotas in the product groups, thev could also company expects of them, and how much thev must 

ick up enough iles in re lated lines to up thei total to be good salesmen 

olum«e An interesting sidelight on salesmen’s activities si 


Management Benefits showed the greatest increase on those quotas which sa 
first thought they couldn’t mak Apparenth 


Orr Iron believes its planned selling program will rais« men 


the company’s gros 


vCal quotas, ind the results showed it 


Because of concentration on relatively few lines, man Ihe monthly results 
iwgement’s direction of sales efforts has been simplified good analysis for their own use. It points out their 
no longer is there a scattering of shots 

Manufacturers of promoted lines are showing mor veaknesses with t 
t enables them to appraise the proper use of their ti 


nterest in promotion,” says Bernie Weirauch, vice 


resident in charge of sales And the system has given Mr. Weirauch concludes, “We're seeing much n 


Orr Iron an increased respect for manufacturers’ potential cooperation all around 


figures. The manufacturers, in turn, have found Or manufacturers are showing greater interest in promot 


information invaluable—for Orr’s sales analysis show our salesmen are all trying to do their best on spe 
management is able to concentrate 


vhat types of customers are buying their products ssignments, 
+) : , ” 
the most good 


Another management benefit th« svster where it'll d 
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on over-all sales the first because of their attitude, they concentrated on th 


weaknesses in product knowledge, strength, as well 


l 


e lines had particular line, may have been actually doing a very poor 


month-by-month reports clearly 


point out to the sales manager which salesmen need 


has 


benefited salesmen, according to Mr. Weirauch, becaus« 


t 
the 


sell 


istituting the system: Sales results for the first months 


] 


ICS 


( 


given the salesmen provide 


he various classification of custom«¢ 


Ty) 
LTC 


Since we've initiated this systen 


1OT 





LIVE A FULL LIFE, counsels Sam B 
& Carpenter Co., Providence 


many outside interests—oil 


The 


Provi 


Jones, Jr., of sales at 
Congdon & Co., 
dence, “and that obligation is to help 


manage! 
Carpenter 


them realize there is more to life than 
making dough. 

“Usually, 
men who are literate, and have a pleas 


management seeks sales 


ing personality. They provide product 
knowledge, then they apply incentive 

Break quotas! Make 
Sell! Sell! Sell! Then 
wonders why their salesmen are un 


more money! 


management 


happy, nervous, frustrated, and some 
times downright dull.” 

Mr. Jones leans back in hi 
twinkle 


chair. d 
in his eye, and adds chara 
teristicallvy, “Or so it seems to me 


Cultivate Outside Interests 


I'he essence of Mr. Jones’ philoso 
phy is, “to encourage salesmen to be a 


productive part of the community, to 


cultivate outside interests which will 


round them out as individuals, to 
achieve something—however small or 
in other fields besides busi- 
Personality is but the sum of a 
with 


has 


esoteric 
ness 
man’s characteristics: the man 
the 


achieved something in other fields, will 


broad interests, man who 
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Jones, Jr., 
Pictures in background illustrate 


painting and rais 


Relax — and 


pagers HAS AN OBLIGATION 
to salesmen,” savs Sam B 


manager of sales at The Congdon 


two of Mr. Jones 


ng trout 


By George L. Bottari 


Assistant Editor 


be more interesting, and he will sell 
uccessfully in a relaxed way.” 

(hese ideas are the culmination of 
Mr. Jones’ observations during the past 
10 years with his firm, service with 
the War Production Board 
World War II, and lengthy experi- 
ence in the steel industry. 

And he puts his ideas into practice, 
is evidenced by the outside interests 
of his present sales force: one salesman 


during 


is active in local politics, and is a 
councilman; another, a prominent 
musician who performs at local func 
well-known fisher 


engaged in 


another, a 
man; another, actively 
hurch work; another, a farmer on the 


tions; 


side; another, a bug on street railways; 
nother, a yachting enthusiast. 

Mr. Jones makes a distinction i 
semantics—“hobby” to him is a mis 
nomer 

“What I’m advocating is not some 
thing you play around with to keep 
from being bored; I’m talking about 
ictivity the 


ome interest that broadens your hori 


outside business world, 


A philosophical sales 
manager deplores to- 
day’s emphasis on break- 
ing quotas and making 
money. His advice to sales- 


menis... 


You'll Sell More 


zons, makes you more interesting to 


including cus 


everyone you meet 
tomers.” 

\ salesman should endeavor to build 
a reputation as a man who has done 
something else besides sell, according 
to Mr. Jones. 

“It might be something as simple 
as raising tomatoes, and coming up 
with the biggest ones in the com- 
munity. Consider this hypothetical 
case further that salesman 
brought in a couple of his prize toma 
toes to a purchasing agent. I think he 
would gain stature above the run-of 
the-mill salesman. It would show he 
is interested in something more than 


pounding away at making money.” 


suppose 


The Plus Factor 


Such a man, Mr. Jones feels, has a 
“plus factor,” something else to dis 
cuss intelligently with buyers. And, 
incidentally, he might stimulate the 
buyer to broaden his interests. 

“There is a big danger here,” Mr. 
Jones cautions. ““The salesman should 
never talk too much about his other 
interests, nor should he feature his 
interests ‘cleverly’—try to impress the 
buyer, or appeal to a similar interest he 


(Continued on page 179) 





Here's a gander at salesmen from... 


... The Buyer's Side of the Desk => 


By Jack Wertis 


Senior Associate Editor 


§ HE SEES IT FROM HIS VANTAGE POINT, Harry Brayne, 
A purchasing agent, Weyerhaeuser Timber Co., Long- 
view, Wash., believes the average industrial supply and 
equipment salesman calling on him today is a better 
informed individual than the wartime caller. In his posi- 
tion, directing purchases for the multi-operations of 
Weyerhauser—logging, sawmills, plywood, pulp and 
paperboard manufacture, and development laboratories 
for pulp research—Mr. Brayne has had ample opportuni- 
ties to observe and study salesmen and their character 
istics. His criteria for salesmen and distributors are based 
on experience. As such, they merit considerable attention. 

Ihe criteria by which Mr. Brayne evaluates salesmen 
can best be summarized as “Service, Knowledge and 
Tact”. The same applics to the distributors also, as 

Che salesman is his firm to us; as far as we’re concerned, 
he has the responsibility of maintaining his firm’s 


reputation”. 


Service Demands Stock 


What does Mr. Brayne consider “service” to mean? 
Admittedly, said Mr. Brayne, service is a much-abused 
word but, “in our case, it has certain definite connotations 
which we like our suppliers and their salesmen to unde 
stand. For example, we consider the maintenance of an 
adequate inventory by the distributor as one of the serv- 
ices he offers us. If a distributor is an agent for a particu- 
lar line of merchandise which we use, we expect him to 
carry an adequate stock. Then we are glad to have the 
distributor's representative check our requirements by 
survey or any other means. It is to our advantage as well 
as his. We do not have to burden ourselves with too 
much inventory when we can rely upon the distributor’s 
stock.” 

Mr. Brayne cited the fact that his firm used a lot of 
lamps. The supplier of these lamps makes an annual 
survey of the company’s lamp-use and maintains an 
adequate supply to service the account as well as others in 
the territory. This relieves Mr. Brayne’s company of 
problems of maintenance, determining current require- 
ments and worry over delays or other inconveniences. 

“During the war,” Mr. Brayne explained, “the situation 
was different. We had to carry as much stock as was 
permissible as protection for operations. But shortages 
are not the rule today; we feel it is the seller’s responsi 
bility to carry excess inventory which, to him, is really not 
excess but service inventory. We do not expect him to 
carry abnormal inventories but enough to service us and 
other users of the products he carries. We don’t mind 


waiting for a factory shipment in the case of some large, 
infrequently-ordered items, such as large conveyor belting, 
for instance. But that brings up another facet of what 
we consider service, and that is, follow-up. 

‘“‘We expect promises made by our supplier salesmen,” 
Mr. Brayne continued, “to be fulfilled. Take for instance, 
the heavy-duty cable which we have to order ahead of 
time to conform with the schedule of operations. If the 
salesman accepts the order and the delivery date of seven 
months, we expect that cable to be delivered in seven 
months. Morover, during the life of the order, it is onl 
reasonable that we should be kept informed as to th« 
status of the delivery on that order. We are not unrea 
sonable. There may be a cause for unavoidable delay. We 
should be informed about it and the circumstances imme 
diately. This gives us a chance to adjust our own sched- 
ules if there is no other solution.” 

Another important item under “‘service’” Mr. Brayne 
explained, was following directions. “Our rule,” he 
explained, “if we give oral orders, we mail the confirming 
purchase order immediately. On this order, we give 
routing directions which we expect the distributor to 
follow. Transportation costs affect us. We give con- 
siderable thought to proper trafhicking to reduce costs 
Now, we can make mistakes in estimating weight and th¢ 
distributor should use discretion in re-routing if necessary. 
But, in general, he should follow our directions.” 


On Knowledge 


That was a reasonable illustration of what Mr. Brayne 
thought about service but could he elaborate a littk 
about what he meant by “knowledge.” As he had stated 
before, Mr. Brayne believes that the average industrial 
salesman calling on his plant today is much better 
informed than the type who called during wartime. He 
thought this might be due to more and better training 
methods used by distributors and their suppliers. He also 
thought that colleges were emphasizing marketing more 
and that salesman material, as a consequence, was 
improved. Be that as it may, Mr. Brayne said, the move 
is in the right direction. 

“We expect the salesman to know the products he is 
selling, his firm’s practices and policies and facilities 
[he salesman who talks knowingly and has all the 
important product information at his fingertips—applica- 
tions, price, delivery, quantities, etc.—doesn’t waste time, 
either his own or ours. You have confidence in him.” 

Of particular importance to Mr. Brayne is the relaying, 
by the salesman, of market information. With the variety 
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Simply stated, it takes service, knowledge and tact to earn the attention 
of Harry Brayne, purchasing agent, Weyerhaeuser Timber Co., Longview, Wash. 


of products that his department has to buy for the com 
pany’s operations, all market information is important 
and appreciated. The salesman should advise customers 
changes in 


on price trends, movements (up or down 
delivery schedules, new products 

Speaking of new products, Mr. Brayne added, salesmen 
should employ considerable judgment and tact when 
introducing them. He said that his firm, like many others, 
is interested in cost-saving ideas and products which result 
in lower costs but that salesmen should be careful about 
“using the customer as a guinea pig.” 

The salesman should check with his supplier about 
tests, results, trial runs, other customers’ experience, if 
any, before asking a customer to “try” a new product. 
Some products—take paint for instance, said Mr. Brayn 
require a great deal of time to test and may involve the 
customer in some difficulties and often considerabk 
expense. If paint doesn’t turn out in a test there is a job 
of repainting for the customer 

Tact can also be employed to advantage by the sales- 
man in respecting the purchasing department’s rules 
“No purchasing department,” Mr. Brayne commented, 


“likes to have salesmen go around to operating depart 
ments of the plant to solicit business. The job of pur- 
chasing is the purchasing department’s function and the 
department was basically organized to relieve various 
departments of the time consumed in buying as well as 
to coordinate sources of supply. 

“We nip in the bud any by-passing of the purchasing 
department around here,” Mr. Brayne said. “We find 
there are times when it is desirable for a salesman to talk 
with a particular department head concerning some prod- 
uct. We do not hesitate to give such permission. The 
alesman should not use such permission to see other 
operating departments but should go directly to the 
departments he has been asked to see. 

“We are not too fond of seeing three or four sales 
men,” Mr. Brayne added, “from one company soliciting 
business”. He feels that it takes up too much of the cus 
tomer’s time. He has no objection to a salesman sp: 
cializing his product knowledge—but not to the exclusion 
of handling inquiries about other products his firm 
handles. The salesman should show versatility and be 
informed about his other products 
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30-DAY CAMPAIGNS to hike immediate and future 
ales are set up in office of Manager A. M. Mabie (nght 
with suppliers and department head Coordination of 


iles, service and supply insures optimum benefits 


OFF THE MILK ROUTE and on the path to long rang 
selling are Barrett-Christie salesmen-specialists, after the 
intensive product training sessions which begins thei 
sixth 30-day campaign—in this case on hoists and brush 


planning and coordination + working with factory man 


By Robert Slater 


Associate Editor, Chicage 


MONTHLY, PLANNED PRODUCT CAMPAIGN, Originated 

A with one eve on increased sales and the other on the 
future, is working successfully for Barrett-Christie Co., 
Chicago 

Briefly, this is how it works: a schedule is set up a yeat 
in advance, for groups of related products (chosen from 
the firm’s 25 main hnes) to receive 30-day sales cam 
paigns. Each period is initiated with an intensive schooling 
on the items, for both inside and outside personnel 
Product meetings, conducted by the factory men, bolster 
and test the salesmen’s knowledge; if possible, the sales- 
men are sent to the suppliers’ factories to study the prod 
uct—in some cases even working on the manufacturers’ 
issembly lines 

During each period, the men work closely with the 
manufacturers’ representatives, with an eye toward learn 
ing as much as possible during the brief time allotted 

so that they can stand on their own feet in the future 
Telephone personnel, quotation men, the purchasing 
department, and shipping are all alerted to back up the 
salesmen along the featured lines 

lhe salesmen are supplied with kits containing litera 


ture and demonstration equipment, and are obliged t 


It All Adds Up to 


make 25 calls during the period plugging these specific 


items. The calls are, of course, in addition to their 
routine stops, and are made on new customers as well as 
on those regular customers who had been interested 
primarily in other items. 

William Christie, president, and Robert Christie, sales 
manager, collaborate on the general sales programs which 
ire then coordinated by M. A. Mabie, general manager 
[t is his job to see that all departments cooperate 


Wanted—More Sales Now ... 


“The purpose of this planned selling is twofold,” says 
Mr. Mabie. “We want more sales now, and we want to 
build a foundation for more sales in the future. We figure 
that this campaign will make experts out of salesmen in 
each of our 25-main lines. That way, we won't be just 
talking about an item, we'll be backing it up with know] 
lge. We'll also be backing 


~ ~ 4 


t up with inventory, since 
our inventory on these items is in direct proportion to 
the effort put on the lines. 
“This is how we think: our only value to our custom¢ 
how we can help them. Once the customer finds out 


w much our men know, he won't have to wait f 
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INSIDE TRIO, Service Manager Irving (¢ Margeraf, 
P. A. Roy Hansen, and St Manager Alovsius Nolte, 
onfer with Factory Man Ralph Worsev, The Yale & 
lowne Mfg Co., to dovetail sid outside efforts 


MAIL SALES headed by Margaret Curtis and phon 
ales department managed by Earl Wirth keep in close touch 
with suppliers’ representatives, whose products are currently 
receiving blanket effort 


distributor-manufacturer sessions + cooperation from inside 


Long Range Selling 


factory men. We're known as an industrial supply house 
thus we have to fulfill the obligations, take care of all 
the customers’ needs. We can’t have the cream if we 


don’t take the rest.” 


And More in the Future 
“Of course there’s an increase in sales since we started 
this, but that’s not the major thing we're after. We want 
to acquaint the trade with the idea that we're doing a 
better than good job on these items—building for the 
future. This is a long range business—the larger the 
iccount, the less apt you are to get on-the-spot orders. 
“It’s hard to pin down the results—our fellows have 
gone up another notch in their product knowledge 
identified our company with the main products—and 
our customers have had salesmen who knew their prod 
ucts talking to them. That’s good advertising for us. Now 
the customer knows our men are experts on 25 lines— 
ind that they’re willing to serve on the other items (we 
stock 40 to 50 thousand items, counting types and sizes 
“The supplier knows we are willing to stand on our 
I nt lf by our 


i can muity Lim s¢ 


wn feet his repre en 
14 salesmen. Once our men gain this specialty knowledge, 


they're obliged to use it with more customers—since they 
have to make their 25 calls dealing with the specific items 
in addition to their routine calls during the period.” 

he first campaign of the year featured hack saw blades 
and files, and was repeated in February, the feeling being 
that these lines could use too much concentration rather 
than too little. Cutting tools were featured in March, 
ibrasives in April, hydraulic presses and jacking equip 
ment in May. Twist drills, end mills and cutting tools 
were pushed in June, and were carried through the 
summer months, since vacations ate into the allotted time 
Electric tools were slated for September and metal cutting 
bandsaw machines and blades in October. 

A chart showing the salesmen’s relative positions each 
month on total business is posted in the sales office, as 
well as a smaller list showing the previous month’s results 
on the sales program items. 

Putting the whole campaign and its purpose in a nut 
shell, Sales Manager Christie says simply, “We wanted 
to get our men away from the idea they were on a milk 
route—we want them to serve as industrial supply sales 
men in every sense of the term—gaining more sales now 
ind providing more sales for the future.” 
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ABRASIVES 


BEHR MANNING 
CARBORUNDUM 
MINNESOTA 

GRAIN & POWDERS 
BEHR MANNING 
CARBORUNDUM 
NORTON 
SIMONDS 

STONES & BLOCKS 
BEHR MANNING 
CARBORUNDUM 
IDEAL 


CARBORUNDUM 

NORTON 

SIMONDS 

STERLING 
ABSORBENT 

OIL DRI 

SPEED! DRI 
ACETYLENE 

ACCESSORIES 


ANCHORS 
EXPANSIVE BOLT 

ACKERMAN JOHNSON 
CINCH 
MOLLY 
RAWL 
USE 

ASBESTOS PRODUCTS 


ASPHALT 
SOLID 

BABBITT 
MAGNOLIA 





PRODUCT INDEX 


COATED, PAPER, CLOTH. ETC 


REILLY 
STEINMAN 
HERR, RAUB 


REILLY 
STEINMAN 
REILLY 


iolly, STEINMAN 
Reud Steamen 


S| EINMAN 
REILLY 
HERR 
RAUB 


HERR 
REILLY 


HERR, RAUB, REILLY 


RAUB 
HERR, REILLY 


ALL 
HERR, RAUB 
ALL 
ALL 


HERR, RAUB, STEINMAN 


Herr, Raub, REILLY 








I'ype trick is used to show extent of distributor's stock. 


« 


istributors Tell P.A.s Where to Fin 


} 


N A VERY NI way, four industrial distributors of 
| Lancaster, Pa., have told purchasing agents where to 
go The very nice wav consists of a small booklet called 
the “Lancaster Suppliers Guide,” and subtitled “You 
Can Find It In Lancaster.” 

lhe booklet is a compact, comprehensive directory of 
industrial supplies and equipment handled by Lancaster's 
four leading distributors—Herr & Co., Raub Supply Co., 
Reilly Brothers & Raub, and Steinman Hardware Co 
Classified by product line and manufacturer's name and 
fully cross-indexed, the contents of the Guide are 
intended to tell customers in the Lancaster area what 
industrial items can be purchased locally 

he original idea for the Guide cropped up quite unex 
pectedly at a dinner the purchasing agents gave for the 
four distributors some time ago. During a business ses 
sion which followed the dinner, the P.A.’s and distrib 
utors had a chance to exchange frank opinions about on« 
another 

The distributors led off by complaining that, to 


‘ften, many of the P.A.’s placed orders directly with 
manufacturers, instead of through them. They added 
they resented losing this business, especially in view of 
the many past favors and services they had rendered the 
buyers. 

The P.A.’s replied that this matter of direct buying 
wasn’t an intentional stab at the distributors, but was 
mainly due to the fact they often didn’t know where 


to locate certain items in Lancaster. 


Came the Guide 


Someone thereupon suggested publishing a list of the 
products the distributors handled and the manufacturers 
they represented 

From this simple idea sprang the Guide—and months 
f hard, detailed work, since the distributors wanted to 


mmpile a list that was complete, impartial, and easy t 


use 
But the Guide offers something more than a list. It 
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Abrosives 
Absorbent 
Acetylene 
Anchors 

Asbestos Products 
Aspholt 

Bobbirt 

Borrows 

Botteries, Ory 
Bearings 

Belting 

Benches & Bench Legs 


Chairs & Stools 
Checks 

Chisels 

Chrome Piating Units 
Chucks 

Clomps 
Cleaners 
Clippers 

Clips 

Clocks 

Cloth 

Coating 
Collectors 
Compressors 














MANUFACTURERS INDEX 


MANUFACTURERS 


Abrasive Products, Inc 

Ackerman 

Advance Glove Mig. Co 

Aeroil Products Co... Inc 

Aw Control Products. Lac 
Mi. Co 


RAUB REILLY 
LLY-STEINM 
RAUB wed 

RA ® STE: 
Allentown Peint fe Co R. _ BaL¥ AEM AD 


American Blower € RAUB 
American Chain & r vabie 

Co., Inc Hn RAUB REILLY STEIN: 
American Fork & Hoe Ce R REILLY STEINMAN 


STEINMAN 


Amerncen Howt & Derrick 
Co Reub -REILLY 
American Instrument Co R 
Amencen aie hine & 
Foundry Co STEINMAN 
Amencan Siaorieits Co 
Vv REILLY 
American Optical Co RAUB 
American Pulley & RAUB Rett 
lp roan Screw U 
cen Steat & Wi re Co STEINMAN 
STEINMAN 
¥ 


t: Corrosive Metal 
~ducts Co. Inc Stemmen 

Appleton Atier Cer _ 

Mover Corp RAUB REILLY 
Archer Demele Midland 

Co STEIN 
Armetrong Blum Mfg Co. 1LLY — 
Armetrong Brey & Co Reub REILLY 
Armetrong Bros. Tool Co REILLY 
Armetrong Machine 

Works HERR 
Aro Equi t Corp REILLY 
Ashcroft Geuge ~ HERR 
Atlant 

hamois Ce _ RAUB 

Atlee Press Co. HERR RAUB-REILLY 


Babcock, W W.. Mie Co HERR REILLY 
Beicrank, Inc ler 
Beltimore Tool Works HERR REILLY STEINMAN 
Band it Com y. Ime REILLY 
Berco _ Herr 

Mis. Co 











fb 


Color differentiation helps P.A. find his way around “Guide” 


To head off loss of business through customers ordering direct from 


manufacturers. these Lancaster 


contains, also, a strong argument in support of the 
visdom of buying through the industrial distributor. It 
ticks off 10 reasons: large stocks immediately available, 
dependable and high-quality products, centralized source 
of supply, savings in stockroom space, less money tied up 
in inventory, simplified purchasing procedures, emer 
gency service, engineering service, information on new 
find items 


products, help on locating hard-t 


Benefits Boosted 


lities and stock,” 
etter qualified 


‘The more you make use of our fa 
concludes this section of the Guide, “the b 
will we be to improve them for our mutual benefit.” 

On another of the prefatory pages, the P.A.’s attention 
is drawn to the distributors’ facilities <nd locations 
“First, our facilities include four offices and warehouses 
conveniently located for easy access by person, by phone, 

by mail. In addition, ample stocks are carried to pro 


mote qu k and efficient delive Office personnel and 
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distributors published a little list 


field representatives, easily available, are constantly trying 
to give you what you want, when you want it.” 

Pocket-size and bound in hard covers, the Guide is 
attractively printed on high-gloss paper. Color has been 
used to differentiate the various sections. In the general 
index, the page numbers are backed by a red tint. The 
detailed product index is plain black-an-white, while the 
manufacturers’ list is printed on yellow paper. Inter 
spersed between the sections are blank pages for notes. 

With these three sections, it’s possible for a P.A. to 
track down the local source of a product either by manu 
facturer’s name or its generic name. 

The Guides are being distributed personally by the out 
side salesmen, all of whom are being careful to see there 
is no duplication 

Response from P.A.’s to the booklet, say the distrib 
utors, has been “terrific As plans now stand, they 
intend to make the Guide a permanent part of their sales 
premotion. They’l: reissue revised Guides about every 


ther year 
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1954-55 OFFICERS of the Central States 
Harvey J Stang } ] Stang 
Russon, Vonn t Hard 


Industrial Distributors’ Association ar OUT STROLLING in the Edgew: 
el Hardware Ci Manitowoc, Wis., secretary: L. | Beach Hotel corridors before th 

wre Cr Indianapoli ident; Anne K. Green imnual meeting started were Nr 
W. Helstrom, Globe Ma 


rv ¢ upply ( De Moin Mrs. 1. C. Jones of T. S. McShan 
* it Lak Supp ( | ’ tr wre 


IN THE LOBBY after lunch were two lriplex Supply Co 
men, M. W. Mund 
Db. W Ne rthup 


A TRIO heading for distributors’ booths are James Ruddell, 
ind John Pauly of Milwaukee with Central Rubber & Supply, Indianapolis; W. J. ¢ 
nter, (Henry G. Thompson & Son Co L. S. Starrett), and Ray Ellis (Simonds Saw & Steel 


sTeene 


rwO BROTHERS, Willis 


g ( he ) m, C. McDonald En 
R. G. Horner (Black & Decker ¢ C rat witl ! rdwal 
Factory Supp 


gland 
talks w th W \ M ( 
and Walter Crowder, 


l 
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AFTER SPEAKING at the morning busir session, Wil A LITTLE REST feels mighty good to this trio. Actually 

liam Teare (right); Sterling Product 0, elaborates they're just getting their second wind before attending the 

for the benefit of A. J. Peterson and iller (Stanley losing banquet. They are L. P. Russon, Vonnegut Hard 

und Frank Cr inufacturers’ Supply vare Co., Indianapolis; George Flora and James Mautz (both 
f Arro Expansion Bolt Co 


Electri 
( } 


Of Central States Association 


dian ipe l 


I 


yrivate discussion are threc 


meeting wet t el National OFF IN A CORNER for 
I ind R. H Globe Machinery men from Des Moines and Cedar Rapids 
tel \. W. Baldock, W. E. Peterson and R. C. Morgan 


Jordan ! 


VISITORS at the 
Char! 


ENJOYING THEMSELVES are Leon 
Diet Dietz Supply, Aurora, and 


R W alker- Turner 


John Wallac JUST ARRIVED, Jack Failing, Strelinger 

aM | ff, Prit iff i Detroit, talk with John Simond ird 
t, (S ds Abrasiv Larn 
SEE NEXT PAGE 


OLD FRIENDS, 
\l LK get toget 
PICTURES OF CENTRAL STATES CONVENTION, 


john Pritzla 


i 


FOR ADDITIONAL 





Central States Convention (Con’t.) 


EARLY BIRDS at the registration desk were Reuben Bichn AT THE WISHING WELL during the cocktail hour ar 
ind H. E. Hielscher of Mohr-Jones Hardware, Racine, with Mr. and Mrs. R. S. Cadman (Osborn Mfg. Co.) and Mr. ari 
Walter Lindquist, center, (American Screw Co Mrs. A. D. Grover, Grand Rapids Supply Co 


MEETING BOUND are William Barcus, Dietz Industrial MAKING A POINT with Ed Neal, right, (Nicholson 
Supply, Aurora, and (¢ B. Haley (Durkee-Atwood Dave Voorhees, R. C. Neal Co.. Buffalo 


a4 


e-} 
 .. 


o 


eee 
< 
Bs 


CAUGHT TALKING I wel es COCKTAILS are enjoved by R. W. Miller (Parker-Kalon 
ting with R. O. Flansburs seneral Industrial Sal Aacil und Wayne Warder, Jr.. Seward & (¢ Bloomington, Ind 


as thev wait inst befor rn 


mque 
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LUNCH brought together hult r Bros., Rich MANY SUBJECTS were discussed by groups such as this 
mond: Lewis Barnard ifkir inder (Columbian R. M. Shannon, Bostwick-Braun Co., Toledo; Sy Kahn 
Miller Bros | ckw Lufkin Parker Kalon) and Mr. and Mrs. S. C. Williams (Pyrene 


?. “~ 
° i™ 


SERIOUS in their talk ar hor ’ |, Burdsal) r'WO “ALLEN” MEN: S. C. Oxford, W. D. Allen Co 
& Ward) and E. FE. |} rman k & ( ecatu Chicago, and Henry Michgelson Allen Mfg. Co 


CLIMBING ésstairs_ ar vd G ARRIVING are Mr. and Mrs. R. A rWOSOME: M. K. Jolitz (Donnelly 
i and W. |} | | Niid-Stat trial Cory & J. R. Herron, Baker Supply, Logans 
4 (,I n Bay kford, | I 


ADDITIONAL CENTRAL STATES CONVENTION COVERAGE STARTS ON PAGE 188 





to pep up direct mail 


Try A Trade Mark Contest 








adsen& owell, Inc. 


o 
1 SUPPLIES AROWARE 
terem exee 808 
2) RADEON AVENUE PenTH Ameo A 
Telephone VA! le ‘ 


Gentlemen Trade Mark Contest 


We are proud of the Manufacturers we represent, and want you to 
associate our name with theirs Below we are showing some of 
the well-known “trade marks" of manufacturers whose products we 
handle, Can you guess the name of the manufacturers and identify 
the product? 

We are offering « prize to evervone who « ectly fills in the space 
below and returns the attached post card to us Perhaps (7?) our 


salesmen will help y 


co ep D> Uy 





Gm iA @ 


Don't forget to fill in the attached answer form, and remember 


that Madeen & Howell, Inc is the place to buy these items 








By Van Ness Phitip 


Assistant Editor 
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AN YOU NAME both the companics 
C and the products the trade marks 
in the mailing piece at the left stand 
for? 

Even though the answers are easy, 
the puzzle is apt to make your cus 
tomers stop and read. At least, so 
Madsen & Howell, Inc., Perth Amboy, 
N. J., discovered when it used this 
gimmick for a direct mail contest re 
cently. 

J. E. Madsen, vice-president, got 
the idea from the design on match 
boxes the firm uses as give-aways. He 
had the trademarks of ten of his lead 
ing lines reproduced on a direct mail 
piece which heralded a “trade mark 
contest” and promised a prize for 
mailing in correct answers. 

An answer form was enclosed, re 
quiring entrants to list not only the 
names of the manufacturers repre- 
sented by the trade marks but the 
chief product of each. 

rhe prize was an automatic pencil 
As soon as an answer form was re 
ceived, the salesman from whose terri 
tory it had come was notified imme 
diately. A letter of appreciation was 
also sent accompanying the prize, urg 
ing the successful contestant to call 
on the firm for service. 


Mental Challenge Helps 


Mr. Madsen says response has been 
very good. As something different, the 
contest piece attracted attention, he 
feels. Also, it incited curiosity because 
of the element of mental challenge. 

And incidently, if you didn’t have 
those trademarks down pat in the first 
five seconds, here are the answers 

l. Ladish Co 
2. Whitman & Barnes 
3. Osborn Mfg. Co. 
J. H. Williams & Co 
Johns-Manville 
Henry Disston & Sons 
Carborundum Co 
Yarnall-Waring Co 
Scott Paper Co 
Allen Mfg. Co 








List of Lines for Advertising Sebedule - Jen,—June 1954 


if | Quantity |if to it Cheek if if 


* ~ Please attach a sample of literature now on hand, 


**. Select classes fram old list or list general classifications. 











DIVISIONAL REQUESTS for di mail are made out ing is given, dates being established by coordinator after 


on this form by department heac nly approximate tim veighing all demands for service 


ore for the Money out of Direct Mail Program 


Coordination of departmental mailings systematizes each unit’s sales 


promotion efforts in large Seattle, Wash., supply and equipment firm 


URING THE GROWTH OF A COMPANY, auxiliary services in South Seattle, Mr. Evans laid out a plan of coor 
D such as advertising may get pretty complicated and may dinating various departmental demands and then sched 
be overlooked in reorganization plans. At Star Machinery uling the company’s entire direct mail promotions. The 
Co., Seattle, Wash., the company’s direct mail service plan, which calls for each department head to determine 
did become complicated, due to the demands of five an advance six-month schedule of mailings, has encour- 
divisions within the firm, but it was not overlooked when aged individual managers to give more thought to their 
it came to reorganization. Under the direction of L. Y sales promotion regarding material, timing, coordination 
Evans, vice-president in charge of sales, a coordination of and follow-up. 
demands with direct mail facilities has been achieved Details of the coordinating are handled by Robert |] 
Che results are not only economy in operation but also Norwalk, manager of the Industrial Equipment and Too! 
greater effectiveness of direct mail as a sal Division. Prior to each January and July, Mr. Evans sends 
The five divisions of the company include: Industrial out a notice to all division managers to draft a six-month 
Equipment and Tools, Machine Tools, Mill & Wood- direct mail advertising schedule on a mimeographed form 
working Machinery, Construction Equipment, Electrical see illustration). If available, a sample of each type of 
ind Hydraulic Equipment. Each of these operates more literature to be mailed must accompany the filled-out 
or less as an autonomous unit with its own sales force and form when it is submitted to Mr. Norwalk 
wn sales promotion. The company had and still has a In his letter to division managers, Mr. Evans suggested, 
fully-equipped mailing department to which all requests If you have not already done so, it would be a good 
from division managers for service were directed. idea to write to all of your major suppliers and ask them 
Naturally, with growth, the demands on direct mail for samples of all the direct mail pieces they will have 
service increased proportionately and conflicts in sched- available for the year. When you have these, it will be 
ules were unavoidable easy to select the pieces you are interested in mailing.’ 
Soon after the firm moved pacious new quarters There are obvious advantages in such a procedure as the 


CONTINUED ON NEXT PAGE nD 





More for the Money Out of Direct Mail Program (Con’t.) 


MASTER SCHEDULE prepared by 
R. J. Norwalk, is shown Lloyd Evans 


division manager, with samples to study, can make a 
critical selection of material to enhance the effectiveness 
of his advertising effort. The advance planning also 
stimulates ideas from salesmen who can be consulted on 
potential mailings 

When Mr. Norwalk receives all the department heads’ 
forms and samples, he drafts a six-month mailing sched- 
ule for the mailing department on a master form. Th 
master schedule shows the months, weeks and lines which 
the mailing pieces advertise. For example 


Literature Jan. Feb. Etc. 
9 16 23 30 6 13 20 27 —- 

De \ ilbiss l X 

Delta | x 


Mailings are scheduled by Mr. Norwalk on the basis of 
the number of mailings requested and as close to the 
actual time required as possible. There is no disposition 
to be arbitrary, if a departmental manager has good 
reasons for wanting a mailing on a specific week and the 
mailing can be scheduled without conflict, it is so 
irranged. The idea is merely to have a systematic cleat 
ing of demands to conform with the efhcient operation of 
the mailing room. Mr. Evans resolves all conflicting 


departmental priorities, which so far have not appeared 


The Master Schedule 


\ recap of the master schedule is sent to each divisiot 
manager, telling him on what dates mailings will be made, 
what literature will be mailed, th« quantity of literature 
which will be required to cover the industry classifications 
requested, and when the literature must be in the hands 
f the mailing room personnel. Wherever possible, th 
schedule gives the division manager 30 davs lead time to 
range for ordering literature, imprinting and preparing 
1 letter of transmittal, should one be needed. Incidentally, 
1 letter of transmittal is usually signed by the division 
manager but, where a specialist is involved, his name is 


Lint d 
usually 


SAMPLE OF DEPARTMENTAL MAILING is shown to Salesmen William 
Joslyn and Harry Webster by Robert Heston, Electric & Hydraulic Div. head 


his secretary, to coordinate the departmental program 
ind handle many of the details. This employee advises 
him what mailing will be made next and when. The 
department head then can discuss the mailing with sales 
men. There is a compulsory company-wide meeting 
held every Monday, 8 to 9 a.m. Samples of mailings for 
the weck are shown at this meeting, so that everyone in 
the company will know what is being sent. Each salesman 
also gets a sample of the literature. 


The Mailing List 

he general mailing list has some 8,000 names but this 
is expected to reach 10,000 soon. Dun & Bradstreet 
industrial classifications are used to classify customers 
Salesman’s customer information, Chamber of Commerce 
ind ledger cards are the source of names. The list is kept 
up to date through salesmen’s contacts. Salesmen mak 
out a daily contact report which has space for recom 
mendations concerning the mailing lists. 

\ cross index file is kept to show industrial classifica 
tions divided into the Seattle, Alaska and Idaho-Montana 


Branches 


use similar lists and handle their own mailings. The 


territories (the last not covered by branches 


number of names in any industrial classification is casil 
btained by any manager for the purpose of ordering 
number of mailing pieces. 
mailing room is operated by two employees and 
equipped with an addressograph machine, plate files, 
folding machine, a Pitney-Bowes mail meter, Ditto 
1achine and Bruening whiteprinter. Plates are made by 
Multilith copying is also ordered from 


uitside. Some material is originated by the firm but 


utside service 


mfined mostly to dealer trade 

A record is kept of each mailing, including a sample, 
classifications used, total time spent on mailing, postag 

sts, and return cards. Return cards are tabulated a1 
compared to sales 

Star Machinery has a policy of not buying any mailing 
pieces from suppliers. The company will share imprinting 


osts. It does not send any mailing lists to suppliers 
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Habits of Success—Il 


First a Plan, Then the Interview 


By planning in advance, a salesman can carry through 


to interviews and presentations that pep buying 


By Richard S. Schultz, 


Industrial Relations Methods, Inc., 


Fae ALL THI suc HABI salesman may 
acquire, none outranks system or planning. For here’s 

here the salesman can get th t out of his hard 
vork, here’s where he puts erishable of all 
his assets—time—to the best use. Once the salesman has 


gotten the habit of bossing himself efficiently, the rest 
follows as a 


+} ’ } 
l 1} 


interviewing, making presentations, et 
matter of course 
Ihe salesman must be strongly If-disciplined. He 
set himself definite obj maintain regular 
hours, start feld work at specified hours, take limited 


nch periods, spend his business day selling 


lle must find time to keep f calls, determine 


how often to see customers, review I rl books and 
literature frequently. 
In finding and qualifying prospect, the salesman 
ild follow orderly steps prospect's 
to buy, who has authority buy, his credit 


salesman must organize hi 


wants to say, and how h vants te 
he mav fall into the bad habit of 


sales talk and presenta 
How to Use Interview Skills 


] ] 

lhe salesman’s interview with om or prospect 
I< tw ) peopl 
ypportunity to exchange infor tion and ideas. The 


man should, therefore, 


tually a “guided convers 


the on 


ition and that it ser 
ae 
cererm ine 
prospect s 


ible to 


inte! 
| ed 
ibility 
] 
4 


making 


New York 


the salesman can become acquainted with the prospect 
as an individual, discover his wants, likes, dislikes, and 
problems. ‘The salesman must, in short, be a good listenet 
as well as a skillful talker 
Salesmen interested in improving their interviewing 
skill should find out if they can answer frankly the follow 
ing questions with a big “yes” 
1. Do you have a sincere desire to get to know your 
prospect? 
\re you sympathetic to the prospect's observations? 
Do you put yourself in the prospect’s place and 
conduct the interview from his viewpoint? 
Are you genuinely willing to help the prospect with 
his problems? 
Can you be tactful and cordial, even cheerful, if 
the prospect does not buy? 
Do you talk concisely, clearly, and enthusiastically? 
Do you conduct the interview in a self-confident 


manner? 


Fortify the Presentation 


\ prospect must be helped and enticed to buy—and 
this means the salesman must fortify his presentation 
with elements that enable the prospect to visualize the 
benefits he will derive from the salesman’s product 

lhe forcefulness of the presentation will be heightened 
if the salesman appeals to two or more of the pros 
pect’s senses. Indeed, it should appeal to as many of 
the prospect's senses as possible. 

For example, in describing the merits of his proposi 
salesman appeals to the prospect's hearing. But 
product, he can stimu 


tion a 
if he demonstrates features of his 
late the prospect's sense of sight. By inviting the prospect 
ticipate im a demonstration, he can employ the 
spect’s sense of touch, and even taste or smell 
Obviously, however, a salesman not thoroughly familiar 
with his product and not prepared in advance for the 
interview cannot make a forceful, convincing presenta 
tion. Only with such knowledge and planning can he 
effectively dramatize his product’s features and advan 


tages 


Meeting Objections 
Next Month: and 
Getting Action 
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An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from July through December 1954 


SALES IDEAS FOR SALESMEN SALES IDEAS 


Secoine’s Gerrinc Toucner ALL Tut InouiRIES Mean Saves, Keep ‘TRACK O1 
lim July °5 [HEM \ug 
Georgia salesman cites five reasons why Sales leads get follow ups, in this New Jers« 
Pre-Tesrinc Proves Rear Prospeecrs o1% firm 
SALES July 54 84 r'\ \ New Disrrisuror Sates Toor. . Aug 
Seck opinions of ecti' I ys Washington Massachusetts distributor can reach 
sales manager weekly audience of 300,000 
Propucts & MARKETS July 54 94 lv's Onty A Marrer or Gerrinc To 
Aug. 54 110 GETHER Ox 


} 


Oct. '54 110 Here’s how distributors’ and manufac 
Nov. °54 110 vork together in St. Louis and Buftalo firms 
Dec. '54 110 Propuct Dara Is Servic Oct. 54 96 
Dors It Pay vo Prosprecr ror New Oregon distributor and a plastics manufacturer 
ACCOUNTS? Aug. °54 100 combined forces to mutual sales advantag 
(hree salesmen maintain it does—and offer proof How to Make “Service” Mean Somi 
/ Ways to Sect More Topay Sept. 54 105 rHING 
INTRODUCTION 106 Los Angeles industrial supply firm 
Propucts 108 in empty word 
CusTOMERS 112 How A Macuine Suop Pays Its Way IN 
ADVERTISING & Sates PROMOTION 116 SuppLy SALES . Nov 
Work PLANs 120 California firm uses shop as 3-way selling aid 
Yoursetr, Your Company, Your Hlow to Create A New TERRITORY Nov. °54 
STrocks 124 loledo supply company did—and realized 
MANUFACTURERS Alps 128 seen potentials 
PRESENTATION & DEMONSTRATION 132 Iv Att Apps up To Lone Rance SELLING. . Dex 
fue Payor 136 (hat’s the chief purpose of Chicago distrib 
Secuinc’s PLeEAsANt—lIr You Mak monthly product campaign 
Ir So Oct. 54 84 
Just keep learning is the credo of a North Carolina 


salesman 


i 


lake lv FROM THE CUSTOMER Nov. 54 82 
Give your products a chance, says plant superin 
hasan IDEAS FOR MANAGEMENT 
lake A Goop Loox ar Yourse! Nov. 54 84 
Albany salesman found out what s f his (ue TROUBLE SHOOTER . July “54 88 
attitudes are \ sales assistant performs this function for a Detroit 
Sect. CONFIDENCI It’s AN A-] Propucr. Nov. °54 104 company 
l'acoma salesman learns product knowledge is best INVENTORY ContTrROL Is AN ArtiruD! July °5 
selling basis Three distributors emphasize approach no 
Pur “Harp Sect” anp Your SALESMEN. .Dec. °5 S4 chanics 
Pittsburgh firm concentrates on working harder SALESMEN Ripe In RENTALS Aug 
digging deeper for sales \ Hartford and a Buffalo firm tell wh 
Rerax—anp You'tt Sect Mori 3 rented cars 
Providence sales manager advocates living a full li Continuous SALES PRromMoTION & Con 
Cue Buyer’s Sipe or tHe Desk . , rrot Can Be Simp. 


Washington P. A. says service, knowledge and ta Alabama distributor achieves economical 


? 
et hi ttenftior tive sales direction 
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MEETINGS? Wy Nor? 
HEY RE THE Bes’ Aug. 54 98 


Morninc 


Indianapolis supply compan resident states—and 
backs up—his opinion 
Dertiver THE Goons Bur WatcH 
rHE Cost Sept. 54 98 
Norfolk distnbutor does through direction and truck 
mileage control 
Monruty Two-Day Sates Merrines Oct. 54 90 
biectives as a goal 
Is Art Your Paperwork NECESSARY? Oct. 54 92 


New York City distributor eliminated some papel 


work and saved $150 monthly 


Louisiana company has six 


ReEPORTS THAT WorK FOR SALESMEN 
AND NIANAGEMENT 
st Lou Sales 


forms 


manage 


SALES ANALYSIS IN SMALI 
Hous! Dec. 54 87 


have pI ved WOTK- 


Here are details on systems that 
ible, one in Kalamazoo, the other in Evansville 
Get More ror tHe Money Ot O1 
Direct MalIL . Dec. 54 105 


Seattle firm coordinated departmental mailings 


GENERAL 
PLOTTING A PROFITABLE Cours! July °54 
Scatter charts show you where you stand 
Wuat Happens ro AN OrnpER—Part | Aug. 54 8S§ 
Part Il. .Sept. '54 100 
Parr IIL. Oct. 754 100 
GRAPHOLOGY SELLS INDUSTRIAL SUPPLIES. Oct. ’54 82 
Milwaukee sales manager shows how handwriting 
reveals character 
Have You Looxep ar Your BILts o1 
LADING LATELY? Oct 
Minneapolis supply firm revised bills, 
advantages 
Here Arr 
oF Your Jos as_ Disrripuror 


ADVANTAGES, DISADVANTAGES 
SALESMEN Oct. 54 95 
High schoo! student, a salesman’s son, writes what 
he thinks about selling 
MANAGEMENT UNDER THE MICROSCOPI Oct. 54 105 
Facts and recommendations derived from Small 
Business Management Series 
Wuo Says WomeEN AREN'T SALESMEN?. .Nov. 54. 88 
\ Californian and a Wisconsonite have met with 
success in a predominantly masculine field 
ArE You Gornc 10 Be Santa CLaus? Nov. °54 94 
A new answer to the old gift problem 
CLARKSON Sets ID Course 1x Motion. .Nov. 54 100 
36 students enroll in course leading to B.S. in 1.D 
Human Nature’s A Key Factor Nov. 754 103 
First in Habits of Success series—determine pros 
pects wants and appeal accordingh 
Wovutp You Betieve Ir? Nov. °54 106 
Cartoon treatment of objections offered to salesmen 


soliciting orders 


Frencn Distrrsurors ‘Tour Unrirer 


STATES Dec. "54 82 


impressed with the 


13 industry representatives 
American wa\ 

hinsr A PLAN, THEN THE INTERVIEW Dec. 54 105 

Second in Habits of Success series 


then carrv through 


’ 
pian in advance, 


PROMOTION 


\ Macuine Toor Direcrory July “54 84 
Los Angeles firm finds it aids salesmen and cus 
tomers 
Quickie ADVERTISING Aug. 54 93 
Denver industrial distributor puts scratch pads to 
work 
Here’s How vo Reacu tHe Men wuo 
Can't oR Won't SEE SALESMEN. .Nov. '54 90 
Memo pads and blotters are door openers for Eliza 
beth supplier 
Hicu-VoLrace Promorion Is Low-Cosr..Dec. "54 86 
Indiana firm lists hundreds of items in 16-page folder 
Disrrisurors ‘Tent P.A.s WHERE TO 
hinp In Dec. 54 98 
Lancaster Guide features cross-reference information 
(ry A TRADE Mark Contes! Dec. °54 104 


New Jersev firm found it created great interest 


MEETINGS 
i954 ConvENTION IN New York 
Part Il 
activities 
325 Arrenp Derrorr MEETING ON Bet 
rER MANAGEMENT Nov. °54 108 
lirst of three regional meetings held by National 


July 54 92 


Covering the “semi-official’” convention 


and American Associations 

J00 Arrenp CENTRAL States Meerinc...Dec. 54 100 

Distributors man booths at Chicago for 22nd annual 
convention 


LAYOUT AND DISPLAY 


IDENTIFICATION SysteEM Burtt on Coror. Aug. "54 97 

Brooklyn firm tags stock drawers in varied colors for 
better service and control 

New Buripincs Stitt Gore Up Aug. "54 102 

8-page section contains pictures of 1] new or reno- 


vated distributor facilities 


EDITORIALS 


Don’t Loox Now But July "54 8] 
Wuo Sap, Depression? Aug. '54 8] 
SALESMEN TeLtt You How To Seg! Sept. 54 97 
Whuy, On Why?.... Oct °54 8] 
Do You Have a Prima Donna? Nov. '54 8] 
You, Too, Can Be Santa CLaus Dec. '54 8] 
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SALES QUIZ: Test your knowledge of... 


Products and Markets 





1 Brushes are used extensively in industrial plants 


—from floor sweeping brushes to power driven 

wire wheel brushes. 

To brush up on your sales of power driven 
brushes, consider the following questions: 

A. Wheel brushes, as illustrated, are the most 
popular power driven brushes. Define “trim 
length”, and describe the advantages of 
short and long trim. 

B. Fill density is influenced to a great degree 
by the inside diameter—the larger the 
diameter, the larger is the area in which 
cutting ends of wire can be secured, 
thereby providing a more dense brushing 
face. Where are brushes with high density 
used? Where are low density brushes used? 

C. In addition to the wheel shape, there are two 
other principal shapes of power driven 
brushes, as illustrated. What are they 
called? Where are they used? 





~ Though drills satisfied early requirements in the 


production of holes, later advances in engineer- 
ing designs showed the need for additional 
machining operations. 

Counterbores and spotfacers were developed 
where it became necessary to enlarge part of a 
previously formed hole to accommodate a fitting 
part, or where the surface immediately around 
the hole needed to be machined to permit accu- 
rate seating of a mating piece. 

Now that we know the score on counterbores, 
check your score on the following questions: 
A. Give a brief description of a counterbore. 

B. If the counterbore portion is shallow— 
-in. or less—the operation is usually 
known as a'eteen 
C. Spotfacers are commonly used for ma- 
chining 
D. The pilot of a counterbore is. 





Timing belts are a recent development in the 
power transmission field. They combine the 
positive action of silent chain drives with the 
flexibility of a steel cable belt. 

Here are some questions to keep you con 
versant about this newcomer to the power trans- 
mission field. 

A. If one of your customer's maintenance men 
says, “! understand timing belts are ex- 
tremely flexible and light weight. If 
that’s so, can they be used at speeds up 
to 12,000 FPM?”, what would you reply? 

B. A purchasing agent advises, “We've got some 
installations in mind, but they’ve got fixed 
centers and no provision for take-up. 
What's the story on timing belts for such 
applications?” Do you think you're close 
to potential with this P. A.? Why? 

C. Suppose a customer asks, “Are timing belts 
highly efficient at high and low speeds?”, 
what would you reply? 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1954 


























It is unlikely, to say the least, that any industrial 
supply salesman will ever be confronted by the 
Frankenstein created by our cartoonist. But 
there is a reason behind this mad creation. 

Consider the fact that one of the characteris- 
tics of top salesmen is their ability to spot poten- 
tial whenever they get a chance to go through a 
customer's plant. This ability to ferret out plus 
business by keeping your eyes open is an asset 
that should be cultivated constantly. 

Bearing in mind that preventing accidents and 
protecting equipment is a paramount concern in 
all plants today, let’s return to the nightmare- 
like cartoon. 

Test your powers of observation by identifying 
12 items of safety equipment. 





o. 


You can lift your sales with chain slings, if you 

know where to sling your shots. 

The following questions will help refresh your 
memory on uses and markets of this materials 
handling item. 

A. If one of your customers needed chain where 
he was doing pickling in nitric acid, you 
should suggest chain made of which of the 
following materials: iron [], stainless 
steel (], bronze (], monel [}? 

B. Stainless steel [1], high- or low-carbon steel 
[], monel metal or bronze [1], chain 
should be recommended in sea atmospheres 
and around alkalis? 

C. Aboard ship, you will usually find which type 
of chain: bundling [], stud link [7], fire- 
welded loading []}, boom or rafting 
chain {7}? 

D. Match the following types of chain: 

[] high carbon steel 
[-] wrought iron 

[] low carbon steel 
[} alloy steel 

with the following uses: 

(a) general utility; not recommended for 
dangerous lifts. 

(b) slinging rock, etc; abrasion resistant, 
minimum weight. 

(¢) hazardous lifts; steam shovel, dredge, 
crane. 

(d) binding loads; light weight, long wear, 
high strength. 














6 Hand tools are very much in 
* evidence in machine shops to- 
day. Though machine tools do much 
































of the production work, there is still 
the need for final assembly, adjust- 
ment, maintenance and repairs. 

A skilled mechanic can use chisels 
to do almost anything a milling ma- 
chine can do, although admittedly 
expending more time and energy 
and with perhaps less accuracy. 


Simply stated chisels are struck 
with a hammer to chip metal from a 


piece. 

IIlustrated are four types of 
chisels. Can you identify them and 
describe thei general uses? 


ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





| A. Trim length is the length of fill material 


extending beyond brush back or face plates. 2. A: A counterbore is an end-cutting tool having 


A short trim makes a stiff, fast cutting 
brush. Flexibility, the characteristic of 
long trim, makes it possible for the brush 
to contact irregular surfaces. 

B. Brushes with high density are recommended 
to produce finer surface finishes, and also 
where fast cutting action is required—such 
as burr removing operations. The rela- 
tively high degree of freedom of wires in 
brushes of low density makes for quick and 
efficient removal of rust, scale and other 
incrustations. 

C. The cup shape can be used on high speed 
air and electric portable tools for such 
operations as removing weld scale, rust, 
old paint and corrosion. It also gives metal 
a good surface for painting. The end brush 
can also be used on portable air and elec- 
tric tools or in chucks on drill presses. End 
brushes are advantageous where it is neces- 
sary to get into corners and hard-to-reach 
places, for removing burrs, oxidation, sand, 
grease, etc. 


two or more cutting edges and usually hav- 
ing helical flutes or grooves adjacent 
thereto for the passage of cuttings or chips. 

B. If the counterbored portion is ‘-in. or less 
the operation is usually known as spot- 
facing. 

C. Spotfacers are commonly used for machining 
small flat spots such as the tops of bosses, 
or to produce flat seats for bolt heads. 

D. The pilot is a cylindrical surface, either fixed 
or interchangeable, on the entering end 
of the counterbore, to keep the counterbore 
in proper alignment with the hole being 
counterbored. 








. Not only can timing belts be used for this 
maintenance man who has inquired about 
12,000 FPM, but they are recommended at 
speeds up to 15,000 FPM. 

. You're hot on the trail of potential with this 
P.A. Due to wire cable construction, stretch 
is eliminated, therefore timing belts are 
ideal for fixed center applications without 
provision for take-up. 

. Timing belts have a high efficiency for either 
high or low speeds. At low speeds, how- 
ever, timing beits cannot compete with 
chain drives in terms of horsepower per inch 
of width. 


Our monster is wearing the following safety 
equipment items: 1. hard hat, 2. helmet, 3. gog- 
gles, 4. respirator, 5. work jacket, 6. work glove 
on right hand, 7. finger guards on left hand, 
8. work leggings, 9. work shoes. Other safety 
protective equipment shown in the cartoon in- 
clude: 10. fire extinguisher, 11. belt guard hous- 
ing, 12. window protection over grinding wheel. 








. Stainless steel is the best bet for the customer 
pickling in nitric acid. 

. Either monel metal or bronze for sea atmos- 
spheres or around alkalis. 

. Stud link chain is preferred on shipboard. 

. (a) Low carbon steel for general utility; (b) 
alloy steel chain for slinging rock and 
similar severe service; (c) wrought iron 
chain for hazardous lifts and (d) high car- 
bon steel for binding loads. 





























A. The cold chisel serves to cut rivets, split nuts, 
chip castings and forgings, and cut thin 
metal sheets. It is the type most commonly 
used. 

B. The cape chisel is used for such special jobs 
as cutting keyways, narrow grooves and 
square corners. 

C. The round nose chisel is used for semi-circular 
grooves and for chipping inside corners with 
a fillet. 

D. The diamond point chisel is used for cutting 
V-grooves and sharp corners. 
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A MESSAGE TO AMERICAN 


INDUSTRY ONE OF A SERIES 


Next Stens in Atomic Progress... 
A Challenge to American Industry 


The purpose of this editorial is to throw light 
on the significance for American industry of 
recent changes in the statutes that control the 


development of atomic energy. 


The need for clear light on the meaning of 
this new legislation is made more urgent by 
the political confusion and distortion that 
marked its course through Congress. The po- 
litically inspired charges of “giveaway” that 
delayed its passage — charges that were almost 
totally unrelated to the legislation itself — 
helped to obscure the vital importance of the 
step finally taken by Congress. 

In sober, post-Congressional fact, the prin- 
cipal significance of the new atomic legislation 
is that it extends to private enterprise respon- 
sibility for the development of peaceful uses of 
atomic energy, whereas heretofore this re- 
sponsibility has rested in a tight government 
monopoly. And this extension is made on 
terms that emphasize the responsibility 
far more than they open any opportunity 
for economic gain in fulfilling it. The re- 
vised Atomic Energy Act provides that: 

1. Industry may now own and operate its 
own nuclear reactors, under license from the 
Atomic Energy Commission. And it may build 
and sell nuclear reactors for export. 

2. Industry may use — but not own — nuclear 
materials at the discretion of the Atomic Energy 
Commission. 

3. The Atomic Energy Commission will 


make available to industry scientific knowledge 


that may be useful in developing peaceful ap- 
plications of nuclear energy. 

4. For the first time, industry will have the 
right to patent inventions in the field of non- 
military nuclear energy. However, “basic” dis- 
coveries must be made available to all compa- 
nies in the field for a period of five years, after 
which they, too, will revert to normal patent 


status. 


Two Kinds of Know-How 


These provisions, despite the imposed limi- 
tations, represent the first positive step toward 
development of nuclear energy for peaceful 
applications in the United States. Potentially 
useful knowledge, previously locked in the 
minds of government scientists, will now be 
available to all those who are willing and able 


to put it to work for the good of mankind. 


The advantages to be gained from enlisting 
the talents of American industry in the devel- 
opment of peaceful atomic applications are 
imposing. As The (London) Economist, Eu- 
rope’s leading economic journal, recently re- 
marked, “The atomic scientists are in a position 
to surmise how atomic energy can be applied... 
but they lack the specialized knowledge of en- 
gineering design and operating technique just 
as industry itself lacks atomic knowledge.” 
Now the engineers of private industry need no 
longer lack the atomic knowledge, and there is 
granted to them at least a restricted freedom 
to apply it to the solution of their engineering 


and operating problems. 





But the new opportunity for private 
industry to find constructive uses for the 
science of nucleonics carries with it a 
grave responsibility. These uses must be so 
developed that they will benefit the people of 
all the free nations. It is essential that the 
United States, which pioneered in developing 
lethal uses for atomic fission, demonstrate to 
the world our paramount interest in its peaceful 
application. It would be a moral set-back to the 
free world almost beyond calculation if the 
Communists should be able to offer to the 
poorer nations of the world the benefit of low 
cost atomic power — provided by Communist 
technicians — while we concentrate primarily 
on building our stockpile of atomic and hydro- 


gen bombs. 


Race For a Peaceful Victory 

Most of the experts are agreed that it may 
be many years — perhaps ten, fifteen or more 
—before the cost of electricity from atomic 


fission can be reduced to a level that will make 


it competitive with conventionally produced 


power in most regions of the United States. 
But most of the world is not nearly so fortunate 
as we are in power resources. Electricity, even 
at a cost far higher than the average that pre- 
vails in the United States, would be a blessing 
in many countries, and the nation that provides 
the technology to bring it into being will score 
a great moral victory. 

The useful potential of nuclear energy is not 
restricted to the generation of electric power — 
although twenty years from now this use will 
be highly important to the power industry of 
the United States. Even with the limited re- 
search that has been done in this field thus far, 
the use of radioisotopes — the radioactive prod- 
ucts of atomic reactors — is saving American 
industry an estimated $100 million a year. 
Commissioner Campbell of the AEC, who made 
this estimate, believes that these savings may 
well reach $1 billion a year within ten years. 
Radioisotopes are already at work in industries 


ranging all the way from paper manufacturing, 


where they measure paper thickness, to pipeline 
transportation, where they mark the dividing 
lines between shipments of different products 
(at an estimated saving of $500,000 a year). 
Medical applications of these same radioiso- 
topes hold promise of longer and more com- 
fortable lives for those who are stricken by 


cancer and other diseases. 


Above All a Challenge 


The new Atomic Energy Act is a crucial 
stride toward the day when all these benefits 
—and undoubtedly others not yet revealed by 
research — will be realized. But it is a step 
that is essentially permissive. It still leaves it 
to private industry for the most part to decide 
what is to be done and how soon. 

The new act is thus, above all, a chal- 
lenge. It confers on private industry the re- 
sponsibility to assume a leading role in the 
development of peaceful uses for nuclear 
energy, a step long urged by NUCLEONICS, 
a McGraw-Hill magazine devoted to atomic 
energy. To achieve a success in this task that 
will measure up to the requirement of the na- 
tional interest, this development must command 
all the resources and ingenuity that private 
enterprise can apply—and do so without 
promise of glittering prizes surely to be won. 
But now that the responsibility has been 
defined and the challenge offered, Amer- 
ican industry will, we believe, measure up 


to its grave and mighty import. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 

















THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD °e 


\ 
\ 
: 


“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Hecds machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


*LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise poadine Nome § 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


= 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Sapediy made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tap — 2 adieotins screws — 
Hexagon head style — to blue print 
speci tesa hexagon head hard; 
polished if specified — threads soft 
te close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head owe with oil holes and 
grooves o ilterent kinds, and flats 
accurately milled 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry pppates 
acorn nut, showing how cteel hexa- 
gon nut fits snugly into shell. 


j 
VI 
j 
/ 
a. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 
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Compared with Compared with Compared with 


August 1954 September 1953 First 9 Mos. 1953 
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Supply Sales Trend 


Final Figures For September 1954 
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September 1954 September 1954 First 9 Mos. 1954 
Compared with Compared with Compared with 
August 1954 September 1953 First 9 Mos. 1953 











NEW ENGLAND 


Connecticut 


a 4% | -17% | -13% 


New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


tay 3% | —20% | -20% 


Pennsylvania 


AST NORTH CENTRAL 


Illinois 


ch d% | -14% | -l 2% 


WEST NORTH CENTRAL 
Iowa 
Kansas 


tc t11% | - 3% | -11% 


North Dakota 
South Dakota 
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_ With ads 
like this... 


Builders of Coss Reducing 


The Featherweight Champ 


and pipe wols thar 
re id Operate It weighs 
5 Sex 
ponte ae = anally Sturdy and 
e Spot chreadi 
Available with eich 


Of air power 


Mg: its 


1€f gaso- 


3 CTA cen are FAST. | 


| RUGGED... DEPENDABLE 


- The Lightweight Ch 


e, the Lightweigh; 
*teel case thar is abso 


aranteed for the life of 


“SY (© move and easy 
We : 
"amp has an all-weided 


vind 


Your Oster Dis 


Wribvtor «. 
He offe 


ul pipe threading 


speedy deiivery end 


paca ' and he stands bed 1 the 


ne’ the products he sels 
sae ae "| know who he 
©, factual hookles 


MANUFACTURING c 


2054 East 6101 St., Cleveland 3, On ; 
» Ohic 


Threading Equipment since 1893 


pre-sells your customers 


Oster has you in mind when ads like this 
appear in publications read by your prospects 
and customers .. . pre-conditioning ... pre- 
selling them on the outstanding features that 


are built into Oster Threading Machines. 


Take these two NEW Oster Champs. A two- 
way profit combination to build your equip- 
ment sales . . . selling the advantages of not 


just one, but two great Oster machines... one 


THE 


for the shop and one for the truck. Put the two 
together and you have bigger sales . . . bigger 
profits. 


Here’s more proof that Oster has you in mind: 
every ad invites readers to see their Oster Dis- 
tributors. For complete facts or promotional 
literature on Oster Threading Machines, write 
us, and we'll be glad to help you in any way 
we can. 


MANUFACTURING CO. 


Main Office and Factory: 


2041 East 61st St., Cleveland 3, Ohio 


Builders of Cost Reducing Threading Equipment since 1893 
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SALES TRENDS (Cont’d.) 





September 1954 
Compared with 
August 1954 


September 1954 
Compared with 


September 1953 


First 9 Mos. 1954 
Compared with 
First 9 Mos. 1953 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 


Oregon 
Washington 





9% 


2% 


0% 


2% 


2% 





- 8% 


4% 


1% 


4% 


4% 





-10% 
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@ Industrial Distributors have 
sold more than a million Yarway 
Impulse Steam Traps since 1935. 


Today Yarways are selling at an 
ever-increasing rate .. . on the 
way toward the second million. 


Selected distributorships, 

fair pricing policies, aggressive 
advertising and sales 

promotion, modern packaging 

and good sales and engineering \ 
service are working together 

to set new sales records. 


For information on new 

distributorships, write .. . Y 
qq 
YARNALL-WARING COMPANY ~*~ 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse steam traps 
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Price Index for 19 Product Classes 


(1947-49—100) 
YJ Change 


Sept. Aug. Sept. From 
NAME OF PRODUCT CLASS D4 54 53 =Year Ago 

Abrasive Products 116.9 116.9 116.9 0 
Cutting Tools 123.4 121.6 121.5 
Fans and Blowers 143.7 143.7 140.6 
Fasteners 156.3 156.3 156.3 
Incandescent Lamps 136.9 136.9 136.9 
Industrial Rubber Products 131.6 127.6 127.1 
Lubricants 69.7 69.7 
Materials Handling Equipment 134.2 134.1 


Mechanics Hand Tools 142.3 140.4 


(Files, saw blades) 
Metalworking Accessories 127.8 127.8 
Motors 111.4 111.4 
Paint 112.8 112.8 
Portable Power Tools 120.0 118.6 
Power Transmission Equipment 133.1 133.1 
Precision Measuring Tools 118.3 118.3 
Pumps and Compressors 131.9 131.9 
Steel Products 144.6 1445 


(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 130.9 130.4 


Welding Machines 124.3 124.3 


(Equipment, rods) 
Total Index 129.2 128.7 


Source Rureaw 
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TWREAD 


MACHINE BOLTS 


STANDARDIZE ON “NATIONAL”’ = 
...for packaging eye-appeal THneaD 


National’s most complete line of fasteners is uniformly pack- 
aged—comes in snappy red and black boxes that stay new- 
looking. Dirt and finger marks don’t show on the glossy 
surface. Each sturdy box has an easy-to-read label . . . color- 
coded to make stock handling easier. The combination of 
eye-catching packaging and high-quality fasteners is one 
more reason why it pays you to standardize on National. 


THE NATIONAL SCREW & MFG. COMPANY Corvage Sele « Medine Sete © Log Beth 
ipe Plugs © Wood Screws * Cap Screws 


Cleveland 4, Ohio Machine Screws © Nuts * Tapping Screws 
Stove Bolts © Cotter Pins 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


Nati onal, Va. 
Fasteners _ / J. Hodeli Chains Chester Hoists 
*) ‘ 


ac 


’ ¢ 
fs 
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The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 


American industry has preliminary plans to spend 
about 5% less for new plants and equipment in 
1955 than in 1954. 

Manufacturing companies plan to spend $8.6 billion 

for new plants and equipment next year—7% less 

than in 1954. 

Capital spending by manufacturing companies may 

level off in 1955, ending the decline that started 

late in 1953. 

Industry is overwhelmingly optimistic about the out- 

look for sales in 1955. A strong majority of com- 

panies in almost every industry expects sales to in- 
crease next year. 

These are the key results of a preliminary survey of 
business plans for new plants and equipment, just com 
pleted by the McGraw-Hill Department of Economics. 
Plans reported in this survey are preliminary plans, be 
cause many companies do not complete their budget 
reviews until later in the year. But past experience has 
shown that these advance estimates are accurate indicators 
of the trends in capital spending by business. The more 
detailed annual McGraw-Hill survey of business’ capital 
spending plans will be made, as usual, early next year 


Capital Spending in Manufacturing 


Companies in most of the major manufacturing indus 
tries report plans for a somewhat lower level of capital 
investment in 1955. Increases are indicated for only two 
of the major categories of manufacturing — primarily 
metals, up 1%, and miscellaneous manufacturing, up 5%. 
Most of the declines expected in major manufacturing 
groups are small; textile companies plan to reduce capital 
spending by 1%, chemical processing firms by 2%, food 
and beverages by 10%. The only large decline expected 
is in the metalworking—17%. 

Chere are clear signs in the survey results that the post 
Korea boom in defense industries no longer has a major 
effect on their capital spending. Most of the manufac 
turing industries that expanded rapidly in connection with 
the defense expansion programs of 1951-1953 cut their 
capital expenditures fairly shiarply in 1954. Next year, 
most of them plan to reduce capital spending by less than 
the average for other, nondefense industries 


Plans in Other Industries 


"he petroleum industry is the only major nonmanu 
facturing industry fully covered by this survey that antici- 
pates a higher level of capital spending in 1955. Petrol 
eum companies report plans to spend about 1% more 
for new plants and equipment in 1955 than in 1954. This 
is because they expect to increase capital spending for 
crude oil production by 7%, to $3,473 million. Capital 
expenditures for refining and transportation of petroleum 
ind petroleum products are expected to decline 

Present plans call for a reduction of 18% in capital 
expenditures in mining. The decline is mainly in coal 
mining—planned investment is off 40%, to $121 million 

In nonferrous mining, where expenditures dropped 
sharply in 1954, 1955 plans call for spending 17% more 


Railroads, which cut capital spending sharply in 1954, 
expect to reduce it by another 10% in 1955, to $769 
million. Other transportation and communications in 
dustries — shipping, trucking, airlines, telephones — also 
expect a cut of 10%, to $2,640 million. The electric and 
gas utilities plan a small reduction of 2% in 1955 outlays. 

The McGraw-Hill survey does not regularly cover the 
majority of commercial establishments, which account 
for almost one quarter of business’ capital expenditures as 
reported by the United States Department of Commerce 
However, this year a limited sample of major chain and 
department stores was included on a trial basis. The 
result indicates that their capital expenditures will be 
substantially increased in 1955 over the 1954 level. Be 
cause the sample was small, this figure has not been in 
cluded in the overall statistics presented in this report 
But it can be regarded as a favorable element. 


End of Decline in Sight? 


Results of the survey indicate that capital spending by 
manufacturing companies may level off in 1955, ending 
the decline that started late in 1953. The majority of 
manufacturing companies—57%—now expect that they 
will spend about as much for new plants and equipment 
in 1956 as in 1955. The number of companies that 
expect to increase capital spending in 1956—21% —is 
about the same as the number that expect to cut it—22 

Plans for 1956 are, of course, highly tentative. But past 
surveys have indicated that companies are inclined to 
underestimate their capital spending for more than on¢ 
vear in advance, so the response to this survey is distinctly 
favorable to the prospect of capital spending by manu 
facturers at a level at least as high in 1956 as in 1955. 

A somewhat larger proportion of companies in non 
manufacturing industries currently expect to cut their 
capital spending in 1956. About 25% of companies in 
the mining business think that they will reduce capital 
spending in 1956, while 16% expect to increase it. About 
one-half the railroads and 57% of the other transporta 
tion and communications companies now think they will 
reduce capital spending in 1956. But as many. petroleum 
companies expect to increase as cut it. Taking all indu 
trv together, more than one-half—55%—of compan 
now expect to spend about as much for new plants and 
equipment in 1956 as in 1955, while 21% expect to in 
crease capital spending and 24% to cut it down 


Optimism on Sales 


Companies in almost all industries are optimistic about 
their sales prospects for next year. In manufacturing, a 
very large number of companics—66% —expect their sales 
to pick up in 1955; and only 8% think that they will 
decline. In the paper and rubber industries, more than 
90% of companies expect an increase in sales. Of all 


the major industries surveved, only in_ transportation 
f 


equipment, machinery and steel did less than one-half o 


the companies expect a sales pickup, and only in tran 
portation equipment did more than one-quarter (28% 
think that sales would decline next veat 
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VA 


hest ‘‘Filing System”’ 


smoot \ 


you can sell eee a“ 


simONOS ae 


, 


“RED TANGS, 


... for every 
type of work 


Simonds makes all types of standard 
machinists’ files . . . but Simonds only makes 

one quality: Grade A. And that quality is checked, 

safeguarded, assured by the Simonds “Prover Test”. . . 

in order to be sure that “Red Tangs” will cut instead 

of scrape...and that they unfailingly cut more 

smoothly, with less “elbow grease.” That’s why workers 

S | M ON DS like them ... why your customers will find they can 

| SAW AND STEEL CO. make your file dollars go farther. That’s why it pays to 
a —— sell Simonds “Red Tang” Files. 


Oregon. Canadian Factory in Montreal, Que 


0., Phila., Pa. and Arvida, Que., Canada 
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Their V-Belt Sales 


President 


ARTHUR YORKE 
Hansen & Yorke Co 
New York, New York 


Inc 


We like Dayton because of its 
selective distributor policy that 
protects us in our highly com- 


petitive market.” 


W. A. HASELTINE, President 
J. E. Haseltine & Company 
Portland, Oregon 

Dayton is a quality line 
backed by real sales help, not 


just promises.” 


+ ee 
4 


Sn | 
— 


X 


FRED SEELIG, President 
Sterling Rubber Co 
Dayton, Ohio 


We wok on the complete line 
1934, and 


of Dayton V-Belts in 
were one of the first 
distributors 
excellent partner ever since 


122 


w 


original 
Dayton has been an 


5. WARBURTON, Gen. Mgr 
Chicago Pulley & Shafting Co 
Chicago, Illinois 


“We've handled Dayton Belts 
for 25 years, and have found 
them to be a profitable line.” 


WALTER TARBOX, Manager 
Transmission Division 
Forquhar Company 
Mossachusetts 


Power 
Chondier ¢ 
Boston 
“The Dayton V-Belt line is tops! 
We like Dayton’s service, fair 
dealing and merchandising 


help. 


A. M. ROPER, JR. 
Bearing Chain and Supply Co 
Dallas 

‘When we took on the Dayton 
line of Thorobred V-Belts and 
Cog-Belts, we actually tripled 
our V-Belt drive volume in one 
year.” 


Texas 


RONALD R. JOHNSON 
Asst. Treas. & Manager 
W. J. Foss Company 
Springfield, Massachusetts 


“Dayton'’s Cog-Belt, in addition 
to the Dayton Thorobred, gives 
us a big selling advantage.” 


J. H. RUDDELL, President 
Central Rubber & Supply Co. 
Indianapolis, Indiana 


“I value the Dayton line because 
of its wide consumer acceptance 
which is a direct result of inten- 
sive advertising and quality V- 


Belts.” 


ROBERT G. CAMPBELL 
Vice-Pres. & Gen. Manager 
The Boyer Campbell Company 

Detroit, Michigan 


“The cooperation we get from 
sales division and factory is the 
biggest assist we could have in 


getting new customers.” 
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BUD L. BEHRING, President 
Behring’s Bearing Service, Inc 
Houston, Texas 


“We know we're selling the best 
V-Belt made whether we recom- 
mend the Dayton Cog-Belr, 
Thorobred, or Variable Speed 
Drive.” 


JOHN WILLIAMS, Co-Owner 
The Mau-Sherwood Supply Co 
Cleveland, Ohio 


“From every aspect — quality, 
service, price—Dayton is, with- 
out question, at the top of the 


V-Belt field.” 


ROBERT S. SCOTT, Sales Mgr. 
Theo. C. Ulmer, Inc 
Philadelphia, Pc 


“The top quality engineered into 
the entire Dayton line of V-Belr 
drives gives us a selling feature 
our customers recognize, appre- 
ciate and BUY!” 





WK 


W. E. LOWLES 
Gen. Sales Manager 
The Cleveland Tool & Supply Co 
Cleveland, Ohio 


‘Dayton’s exclusive Cog-Belt 
and Variable Speed Belt give us 
many plus advantages.” 


HOWARD WILLIAMS, Co-Owner 
The Mau-Sherwood Supply Co 
Cleveland, Ohio 


“Dayrton’s entire approach shows 
complete understanding of the 
distributor's problems.” 


AL (CAPT.) HATTENDORF 
President 
Memphis Bearing & Supply Co 
Memphis, Tennessee 


“We are enthusiastic because 
we can depend on Dayton fac- 
tory service to back us up. De- 
liveries are accurate.” 


awtam! 


These high volume V-Belt Distributors chose Dayton for 


the most quality, most merchandising help, most sales! 


FOR VOLUME GROWTH, for unmatched quality of product, for protected markets, 
and for continuous, active merchandising help, the leading distributors throughout 
the country are enthusiastically turning to Dayton. 


Already the largest V-Belt manufacturer in America, Dayton welcomes new franchise 
holders continuously on the basis of selective distributorships—a hard and fast policy 
of no over-distribution in any area. 


A franchise with high potential is the result, for every Dayton distributor. 

A product of leading quality puts every Dayton distributor at a competitive advantage 
An exclusive Dayton Cog-Belt* helps put Dayton distributors way ahead. 

Consistent, year-round advertising helps build a ready local market 


Expert factory sales help, when needed, gives Dayton distributors thorough backing 


and teamwork 


No wonder established Dayton distributors are growing—no wonder new distributors 


are highly enthusiastic! 


For complete details on Dayton Selective Franchise 
write to Industrial Division, Dept. 77 


Dayton hulbex 


World’s Largest Manufacturer of V-Belts 
Dayton Rubber Co., Industrial Division, Dayton 1, Ohio 


D. W. ANDREWS, Vice-Pres. 
Andrews Hardware and Metal Co 
Los Angeles Calif 


From personal experience, we 
can say that Dayton ‘really de- 
livers the goods’ in the indus- 
trial V-Belt market on the West 


Coast. too! 





Find out how the Dayton Twins will 
mean more profitable V-Belt sales for you. 
Write TODAY for complete details. 
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Buffalo Steel Division 
Sold by H. K. Porter 
Laclede-Christy Acquired 


H. K. Porter Co., Pittsburgh, has 
Division to 
Cc 


Steel 
Me tal 


old its Buffalo 
Rochester Iron & 
Rochester, N. ¥ 
The division, which was acquired 
by Porter in 1951, manufactures re 
inforcing bars, fence posts and other 
steel products at its Tonawanda, N. Y., 
plant. Porter officials said it required 
an outlay of some $5 million for plant 
modernization, and since Govern- 
ment permission for short tax amorti 


zation through Certificates of Neces- | 


sity had been delayed for some time, 
the decision was made to sell. Roch- 
ester Iron & Metal, they said, can 
supply some of Buffalo Steel’s mate- 
rials and has a need for the division’s 
products 

The Porter 
other divisions 

It is in the process of adding an- 
other, Laclede-Christy Co. of St. 
Louis, now 
lowing acquisition of a majority of 
stock. 


organization has nine 


under Porter control fol- | 


‘NEWS - 





MANUFACTURER 











Beals McCarthy & Rogers Names Evans President 


Paul W. Evans 


Paul W has been named 


Evans 


| president of Beals McCarthy & Rog 


ers, Inc., succeeding Eugene F. M« 
Carthy, who has resigned 

Charles Shipman, head of the New 
York City group that purchased the 


Buffalo, N. Y., industrial and steel 


Carborundum Unit Has 5,000th Visitor 


At Jamestown branch of Gierston 


son (center), 


Tool Co., 
Abrasive Workshop, a mobile unit, had 5,000th visitor aboard 
Art Metal Construction Co.., 


Elmira, N. Y., Carborundum Co.'s 
He was Paul E. Pear 
shown receiving prize of radio-clock from 





supply house last month, is now chai 
man of the board. 

Edward K. Hirsch 
vice-president and treasurer. George 
J. Weimert was elected secretary and 
will continue as purchasing agent for 
industrial supplies. 

Mr. Shipman is president of Co 
ordinated Financial Services, New York 
Citv, new owners of the Buffalo firm 

Named to the new board of di 
rectors of Beals McCarthy & Rogers 
were: Mr. Evans; William Daley, 
president, Otis & Co., Cleveland; 
David G. Baird, Baird & Co., New 
York City; William C. Mac Millen, 
Jr., Chesapeake Industries, Inc., New 
York City; George A. Newbury, presi 
dent, Manufacturers & Trade ‘Trust 
Co., Buffalo; and Carl W. Zies, of V 
D. Anderson, Cleveland 

Mr. Shipman, in a statement, said 
“We have re-afirmed the pension 
board of the company and re-elected 
former members of the pension board, 
with, of course, the exception of Mr 
McCarthy. We anticipate no further 
changes in personnel or management 
It is our primary intention to funnel 
idditional business into the company 
which will continue to be a prime 
factor in Buffalo on steel and 
trial supplies.” 

Mr. Evans joined Beals McCarthy 
& Rogers in 1937. Sales manager of 
the company for several years, he was 
elected secretary and a director in 
1945 and became vice-president last 


was re-elected 


indus 


vear. 

Mr. McCarthy becam« 
following the death of J. 
Rogers in May 1953. He 
with the firm since 1927 

He was president of the National 
Industrial Distributors’ Association in 
1945 and 1946 and in 1951 served in 
Washington as director of the Gen 
eral Components Division, National 
Production Authority. 


president 
] rede Tl I 


had beet 


Drake Steel Supply 
Opens New Building 
Drake Steel Supply Co., Los An 


geles, has moved to a new $1,000,000 
plant containing 145,000 sq. ft. of 


space. 
It contains a 15,000 sq. ft office and 
| 130,000 sq. ft. of warehouse facilities 


Milt Johnson, of Carborundum. Looking on are Jim Hindermeier, Carborundum: 
Bert Seifried, Gierston; A. Tad Murray, Carborundum; and Fred Gierspeck, president, 


wind Gordon Carlson, \ pre sident of Gierston 
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Aluminum Industries 
Elects Ash President 
After Stock Purchase 


Harrison QO. Ash was elected presi 
dent and general manager of Alumi 
num Industries, Inc., following the 
recent announcement that he and 
Walter E. Schott, Cincinnati indus 
trialist, had acquired a stock 
interest in the firm 

Mr. Ash succeeds John W 
resigned to become vice-president and 
general manager of the RCA-Victor 
Home Appliance Division of 
Corporation of America. 

Most of the present directors and 
ofcers of the corporation will retain 
their interests and no policy or pet 
sonnel changes are planned, Mr. Ash 
said. The new management plans ex 
pansion, however 

Mr. Ash was president and director 
of Columbia Axle Co. He has als 
headed Royal Vacuum Cleaner Co 
Heintz & Munchauser Co., and Bruce 
Macbeth Engine Co. He has 
vice-president and director of Farm 
l'ools, Inc.; U. S$. Air Compressor Co 
and Cleveland Pneumatic Tool Co 

Che purchase of Aluminum Indus 
tries stock was in the name of Cham 
pion Industries, owner of Continental 
Electric Co. in Toronto, ¢ ind 
owner and operator of Brownell Co 
Dayton, Ohio, stocker and boiler part 
manutacturer 

Aluminum Industries 
plants in Cincinnati making 
pistons and other parts as automotive 


ind ch l 


large 


raig 


Radi 


been 


in id 1, 


has three 


\ ilve s 


orginal equipment; engine 
for the automotive 
uminum 
ind industrial use: 


sis_ parts 
castings for alr 
forgings 
ilumi 


industry; 
craft 
screw machine products; 


ind 
ind 
curimg com 


num paints and concrete 


younds 


Harrison O. Ash 


Yet 


Case 


husband for a spin 





| J. M. Dyer has been named vice president 
and general manager of Perkins, Bassett & 
Wright, Inc., Keene, N. H. 


Perkins, Bassett & Wright, Inc., 
Keene, N. H., has appointed J. M. 
Dyer as vice-president and genera! 
manager, with John A. Biggie and 
Hayden C. Amidon as his assistants. 

E. L. Bassett, president and treas- 
urer, said the appointments bring to 
the company a background of paper 
mill experience that should enable the 
company to serve this important in- 
dustry more efficiently. 

Wilmot A. Smith will handle sales 
n Vermont from headquarters in 


Fred Benson, who sells belt fasteners for Flexible Steel Lacing Co 
yntique cars in his spare time, took three years to rejuvenate this 1914 Model 35 
Out of service since 1928, the venerable old timer had been serving as a haven 
for mice which entered the cylinders after spark plugs had been removed and made 
their homes under the number two. and three pistons 





ba 3 ~ 


Forty Years Ago, This Was the Life 


“ 


and collects 


Here Mrs. Benson yomns her 


Perkins,Bassett & Wright Reorganizes Sales Staff 


Other newcomers inspecting renovated 
storeroom, are Wilmot A. Smith, John A. 
Biggie, and Charles J. James 


Rutland. Charles J. James will cover 
Maine and part of New Hampshire, 
from his home in Yarmouth, Maine. 

George E. Putnam returned re- 
cently from Air Force duty to Wai 
pole, N. H., to take over his old 
territory. The Manchester area will 
be handled by Robert Hoit. M. Eliz- 
abeth Torrey continues as office man- 
ager. 

“I’m seventy,” says Mr. Bassett, 
“and it’s time for younger people to 
bring new life to our company.” 


FOR ADDITIONAL NEWS SEE NEXT PAGE —> 





Hardware Trade Honors Past Presidents 


Former presidents of the New York City manufacturer-distributor group were 


honored guests at special luncheon recently. 


Past-presidents of the Hardware 
l'rade Association of New York were 
in the spotlight recently at a luncheon 
in their honor 

All 15 of the group’s living former 
presidents and most of the member- 
ship attended one of the club’s largest 
gatherings in recent years. Gus Flam 
man, counsellor, made the presenta 
tion of commemorative plaques. 

Dave Stagg, of Patterson Brothers, 
New York City, current president, 
handled arrangements. 

(he past presidents honored were 
Merle Langel, Osborne Mfg. Co.; 
M. C. Harriman, American Steel & 
Wire Co.; Bob Deti, Igoe Bros., 
Brooklyn, N. Y.; Earl Clapp and Bill 
Hansen & Yorke Co. of 


edwards, 


Brown & Sharpe Names 


Earl P. Leeds 


Brown & Sharpe Mfg. Co. has 
named Earl P. Leeds director of in 
dustrial products sales 

Albert Anforth has been appointed 
in charge of the com 
assuming 


representative 


pany’s Los Angeles office 
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New Jersey; Flick Gilliam, Wood 
Shovel & Tool Co.; Gus Fischer, The 
Black & Decker Mfg. Co.; Jim Bos- 
ted, H. W. Mills & Co., Passaic, N. J.; 
Joe Walker, Buffalo Bolt Co.; John 
Ryan, Joseph C. Ryan & Sons, Yon- 
kers, N. Y.; Roy Schmidt, Stanley 
Tools; Syd Atkinson, R. J. Atkinson, 
Inc.,- Brooklyn, N. Y.; Hal Usher, 
J. K. Larkin; and Ed Dugan, Thos. 
W. Kilev & Co., Brooklyn. 

he membership observed a 
ment’s silence in memory of Ned 
Penman, of Neal & Brinker Co., New 
York City, and Fred Scholl, Long 
Island Hardware Co., Long Island 
City, N. Y., the two past presidents of 
the Hardware Trade Association who 
have died. 


mo- 


Sales Director 


Albert Anforth 


responsibility for the post December |. 

Mr. Leeds was formerly with the 
firm’s machine tool sales department. 
He will be responsible for sales of all 
small tool, cutter and general goods 
items. 





Republic Supply Names 


Plastic Pipe Specialist 
To Survey Industry 


Republic Supply Co. of California 
has appointed F. J. Young, Jr., as 
plastic pipe specialist on its sales force 

He will continue work begun two 
years ago by Robert E. Deshon, now 
assistant manager of Republic’s North- 
ern Division, Richard M. Chewning, 
the company’s industrial sales man- 
ager, announced. Mr. Deshon at the 
time made a survey of plastic materials 
and their uses in industry and agricul- 
ture throughout California and three 
other states. 

Mr. Young, a mechanical engineer 
from the University of California, 
joined Republic Supply in 1946 as a 
research engineer and except for two 
years of Navy duty, has worked in 
industrial sales since 1948. 


Continental Supply 
Names Division Head 


Guy W. Bigham has been ap 
pointed manager of the Used Equip 
ment Division of Continental Supply 
Co., Dallas, Texas. 

He has been sales representative for 
the Company's Arkansas, North Louis- 
iana, Mississippi and East Texas Di 
vision in Shreveport since 1948, and 
before that was store manager at 
Shreveport and Rodessa, La. He joined 
the company 31 years ago. 


Rose, Kimball & Baxter 
Names Two Executives 


Rose, Kimball & Baxter, Inc., 
Elmira, N. Y., has elected Rexford L. 
Baxter vice-president in charge of pur 
chasing and promoted Charles W 
Malcolm to assistant sales manager 

Mr. Baxter has been assistant treas 
urer since 1951. He joined the firm in 
1935 as a warehouseman. Mr. Mal 
colm has been with the company 
since 1937 when he went to work as 
a truck driver. 


Walker Machinery Branch 
Marks First Anniversary 


Walker Machinery Co., Charleston, 
W. Va., recently celebrated the first 
anniversary of its branch in Parkers- 
burg, W. Va. 

Some 500 guests and customers at- 
tended the open house, including 
representatives from Jaeger Mfg. Co., 
Thew Shovel Co., Athey Mfg. Co., 
Caterpillar Tractor Co. and Macwhyte 
Co. 
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Newark Distributor 
Leads Conferences 
On Executive Training 


Howard B. Begg, general manager 
of Squier, Schilling & Skiff, Inc., 
Newark, N. J., 
leader for a 
development conferences this season 
at Newark College of Engineering 

The program is designed to aid 
young managers progressing from sp¢ 
cialized to more general management 
responsibilities in industry. ‘Ten out 
side speakers have been 
including Ralph M. Johnson, 
president in charge of sales, Norton 
Co.; Edwin J. Schwanhausser, execu 
tive vice-president, Worthington Corp 
of Harrison, N. J.; Henry G. Riter, 
3rd, president of Thomas A. Edison, 
Inc., and others representing the top 
management level in various fields 

Mr. Begg also serves as a membet 
of the commit 
tec 

Programs are arranged so that speak 
ers’ presentations take about 45 
minutes, after which the membership 
divides into discussion groups of ten 
each, under appointed discussion 
leaders. ‘The groups re-assemble after 
in hour for a question-answer period 
with the guest speaker. 


is scrving as conference 


series of ten executive 


sc heduled, 


vice 


conferences’ advisory 


Howard B. Begg 


Cohen Machinery 
Names Sales Manager 


Paul J. Driscoll has joined Cohen 
Machinery Co., Manchester, N. H., as 
sales manager, Benjamin S. Cohen, 
president, announced. 

Formerly with Perkins 
Wright, Inc., 
had many years’ experience in the in 


dustrial suppl field 





Bassett & | 
Keene, N. H., he has | 


Carboloy Managers Map 1955 Sales Plans 


Heads of eight sales districts of Carboloy Department of General Electric Co. met in 
Detroit recently with home office executives. Group here includes R. D. Mach, H. H 


A. M. Thomson, L 


Jason, 


L. Decoster, C. W. Powell, J 


A. Muldoon, Frank ] 


Staroba (Carboloy manager of sales), E. R. Almdale, and J. D. Kennedy 


Mathias Klein Moves to New Plant in Skokie 


Chis one-story, 110,000 sq. ft. building now houses Chicago manufacturer 


Mathias Klein & Sons has moved 
from 3200 Belmont Ave., Chicago, to 
a new modern plant at 7200 McCor 
mick Road in Skokie, II], 

Che firm’s old buildings are being 
demolished to make room for the 
Northwest Superhighway. 

lhe new single-story plant has 110,- 
ft. of space. 

Established in 1857, the Chicago 
firm started business in a small forge 
shop not far from what is now Jackson 
& Dearborn Sts. Mathias A. Klein, 
president, is a grandson of the founder, 
Mathias Klein, who came from Ger 
many. The company first made line- 
men’s tools to serve the then rapidly 
expanding telegraph systems. 

[he company’s mailing address is 


7200 McCormick Road, Chicago 45. 


000 sq 


Mid-Continent Supply 
Names Representatives 


Fort 
l'exas, has promoted E. P 
Bowie, 


Mid Continent Supply Co., 
W orth, 
Brown from store 
Texas, to sales representative of the 
Wichita, Kan., district 

G. S$. Durbin, former Bowi 
salesman, has ramed 
store manager 

Mr. Brown joined Mid-Continent 
in 1949 at the Magnolia, Ark., store, 
later becoming field salesman and 
store manager there He became 
Bowie manager this April. 

Mr. Durbin went to work at the 
company’s Wichita Falls 


1950. 


manager at 


held 
Bow 


been 


store im 


FOR ADDITIONAL NEWS SEE NEXT PAGE ===> 





Guest is welcomed to Geo. Worthington Co.’s 125th anni- 
versary industrial show by Assistant Industrial Sales Manager 
J. H. Chapple 


Buffet spread was welcome sight to more than 1,200 guests 
who attended affair 


Cleveland’s Geo. Worthington Co., staged a two-day 
industrial open house late in October to mark the firm’s 
125th year in the supply business. Seventy-four manu- 
facturers cooperated in setting up display booths which 
occupied a full floor of one of Worthington’s buildings. 
Part of a second floor was given over to a buffet lounge 
for the more than 1,200 guests who attended the affair 

In the main foyer, J. W. Vickers, vice president of 
Worthington’s industrial sales, and assistant industrial 
sales manager J. H. Chapple, together with relays of 
outside salesmen, welcomed guests. After receiving a 


ADDITIONAL NEWS 


Vice-president of Worthington’s industrial sales, J. W. Vick 
ers, watches Black & Decker’s Robert Wightman demon 
strate tool at his display booth 


Relaxing after dinner: C. B. Christensen (Ready Tool Cx 
and George Charamonte Horton Chuck 


name badge and a commemorative gift (a six-foot tape 
measure stamped with the firm’s anniversary crest), guests 
were conducted by other sales personnel through Worth 
ington’s warehouses. 

In promoting the event, Worthington had the coop 
eration of several suppliers who prepared special mailing 
pieces incorporating tributes to the company’s 125 years 
in business. Suppliers stood the cost of setting up and 
transporting their displays, but Worthington picked up 
the tab on all other costs—including the hotel and food 


expenses of supplie rs’ representative s 


STARTS ON PAGE 205 








THE YALE SPUR GEARED HOIST 


-+. most efficient type of hand chain hoist available 


Your own experience will tell you that YALE quality and 
performance are valuable assets to the Industrial Dis- 
tributor. Hoist sales are surer...customers are happier... 
complaints and service calls are infrequent or non-exist- 
ent. And, you benefit from frequent YALE advertising in 
technical magazines which identifies you as the sole 
source of this superior Hoisting equipment. 


These YALE Hoists 
are swinging a 
54,000 Ib. propeller 
into position ata 
New York shipyard 





Descriptive Data about 
Yale Spur Geared 


4 P 
Chain Hoists 
Capacities & to 40 tons (other Yale VA 
Hoists available in capacities from ' 


4g to 40 tons) 


—— INDUSTRIAL LIFT 
Load sheave is mounted on ball 


bearings sealed against dirt TRUCKS 


Tough, heat-treated steel load chain 


Fracture-proof steel safety hooks At AND HOISTS 


top and bottom 
Continuous hand chain guide pre- ’ tp... 1) . : 
vents snagging and fouling of chain Reg. U.S. Pat, Off. 


Gas, Electric, Diesel & LP-Gas Industrial Trucks * Worksavers * Hand Trucks * Hand & Electric Hoists « Pul-Lifts 
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IDEAS: 


How you can... 


January Sth, 195) 


TO THE PEOPLE OF 10 EAST AVENUE: 





Por the most part, the manufacturer hears only the die- 
gruntled complaints from its distributors, We know our 
organization is at least as guilty as tne next, and so 
we want to be with the first to commend the A.B.C. team 
in New York, 

The courtesy, speed and spirit of your recent perform- 
ance is daily conversation here at Tiebout, Particularly 
noteworthy is the effort of Jim Jones and Pop White. 


With continued improvement we can't help but whip all 
competition in '54 and the “expert's recession" too,--—-- 


THE C. H, TIEBOUT’S 








... cement supplier relations 


I'his letter expresses a policy that a Brooklyn, N. Y., 
distributor has adopted to make relations pleasanter be 
tween his office and his suppliers. Whenever a supplier 
or his salesman renders a service that the C. H. Tiebout 
management considers especially helpful, or corrects a 
situation the distributor has complained of, he gets a 
letter of appreciation like this one. 

Like most distributors, Tiebout has a bone to pick with 
suppliers occasionally. But when one of them, like ABC 
Co. in this case, takes steps to make the distributor-manu 
facturer team more effective, he doesn’t go unthanked 

Tiebout’s management thinks a letter carries more 
weight than a casual pat on the back—it’s a memento a 
supplier will remember long after he has forgotten about 
Christmas cards and kind words 





get sales with smokes 


It wasn’t really an ulterior motive that led Erie’s H. P. 
Weller Supply Co to install a cigarette machine next to 
their retail and will-call counter. 

It was, as vice-president Donald E. Seyler, will testify, 
just a matter of providing a convenience. “Just because 
a customer’s out of cigarettes doesn’t mean he won’t buy 
anything. He'll do his business first, and buy his cigarettes 
outside later—unless someone gives him one in the mean- 
time.” Then, of course, there are the employees to think 
ibout—and a long story could be made out of how timc 
ind money are saved because emplovees no longer wander 
down to the corner to replenish their cigarette supply. 

\s far as Weller’s management is concerned, the dis 
penser just stands there as a convenience—and they think 
it’s worth it. 


... advertise your warehouse 


Grayson-List & Co., Secaucus, N. J., 
insures that all visitors to its new head- 
quarters appreciate the size and scope 
of its warehouse. 

On the second floor, where cus 
tomers and other guests are apt to con- 
gregate in reception areas and meeting 
rooms, interior windows are cut 
through that afford a panoramic view 
of the high-ceilinged stockroom to the 
rear. This view shows the room as 
signed to sales meetings and clinics 
Ihe window overlooks the stock 
shelves and serves to emphasize the 
company’s claims to service and stock. 
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Come on in... 
the selling’s fine! 


There’s a sure way to reach purchasing agents just when they’re ready to 
buy ... when they’re looking for a new supplier ... when they want product 
information. Advertise in the ‘yellow pages’ of the telephone directory. 

Purchasing Agents rely on the ‘yellow pages’ as a buying guide. Surveys 
prove it. And your ad in the ‘yellow pages’ carries your name, address, tele- 
phone number and product information into every purchasing office in your 
marketing area. 

Put an ad in the ‘yellow pages’ under every heading that can bring in 
important business for you. It will work for you every day, all day — when- 
ever a purchasing agent is looking for the products you sell. 


FOR FURTHER INFORMATION CALL YOUR LOCAL TELEPHONE BUSINESS OFFICE 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Pipe Cutter 


Six Rollers 
Prevent Spiraling 


A new heavy duty ¢ 
designed with six roll ) prevent 
piraling when used with power drive 
has been announced 

some 


luce 


la med in 


rolle inl 


~ the feature 
capacity 4-in. to 2-in., 
hook provicle true alignment for squar 

ut-oft 
proot, 
le ive practx illy 


mteed w irp 


wheels 


mark, frame gual 


cutter 


1! 
} 


high alloy 


no Ou’ 


(hreading Machine 


loledo Pipe 
0 Toledo 


Compressors 


New Designs And 
Operating Features 


A complete new line of air com 


bec ni innounced 


the 


pressors has 
Some of l 


features claimed lil 


cooling fins re-designed and 
enlarged; type valves of heat 
treated alloy stecl; two-bearing crank- 
haft ground 
ind pres 


clude 
dis 
drop-forged, precision 
counterbalanced 
lubrication system consisting of 
one moving part—the oil pick-up 
revolves on crankshaft; 
tanks specially welded 

available 
300 cub 


positive 
sure 
onl 
ring which 
4. S. M. } 

Ihe 
in sizes from } to 50 hp 
can be furnished 
horizontal, tank-mounted, 


new COTM PFessors are 


fom), and either 
crtical or 
or as a simple machine 
Co., Pneumatic Ma 


Louts 


base-mounted 
Curtis Mfg 


chinerv Div., St 


Steam Trap 
For Light 
Condensate Loads 


steam trap, the 
with 


condensat« 


\ new 4-in impulse 
20-A, especially 


handle 


designed low 
hight 
loads, has been introduced. 
Some of the features claimed 
the manufacturer include: will 
freeze or air bind on steam tracer linc 
service, small size, body and all working 
parts made of stainless steel, good for 
ill pressures to 400 psi 
Yarnall-Waring Company, 


delphia 


capacity to 


Phila 


Hack Saw Blade 


Shatterproof, 
Three Constructions 


\ new shatterproof hand hack saw 
blade, available in 18, 24 and 32 t 
per inch, has been announced. 


Made from a 


eed steel, the 


il-analysis high 


I'ruflex blac 


speci 


Lig 
] 
i€ 


} new 
said to have a hardened tooth edge 
eliminate stripping, 
soft, tough back to make it a non 


t 
combined with a 
shatterable safety blade. 

The Capewell \lanufacturing Com 
pany, Hartford 


Conveyor Belt 


Handles Packages On 
Inclines To 45 Deg. 


A new belt, 
known as Steepgrade, featuring rub 


package conveyor 
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TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR 


INDUSTRIAL DISTRIBUTORS 





ber cleats covered with tiny 
on the of the belt, has 
announced 

According 
paper 
cellophane-wrapped articles, and 
like, may carried up 
steep as 45 degrees without avalanch 
ing. 

As the 


cleats, arranged in staggered rows 


surface 


to the 


( irtons. 


manufactur 
board wooden 


be inclines 


belt flexes over pull th 


ut « 


WI! 


said to spread apart, throwing « 
ind_ other 
ised outdoors, the cover desig 
vater te 

Cleats are 5/32-in 


h-in long, 


foreign material 
run off easily on 
high, 
spac 
both 


ind ind are 


ional rows 4-in apart 


Onc 
contain 


wise and crosswise. 
of cover is said 
mately 960 cleats 

United States 
New York 


squ 


to 


Rubber 





Flow-Rack 


Mobilizes Inventory, 
Feeds Production Lines 


a new application called R 
Flow-Rack, has been 


Combining gravity 


~> =! 


innoun¢ 

] 
wheel track 
MaKCT S TaCk 


the 


mate 


components, tl 
rials handling 
to its front This is 

efficient selection with 
walking or hunting, 
imount r 


roit ry 
TC ld 


de \ 


uisle space 


shelving or bins, 


FOR AN INDEX 


; 


:; 
n order picking 


operations 
the 


be installed 


manufacture! 
by 
own 
I dismantled ind 
othe 


ign requires n 


ror use in 
Td yulding 


Rapids-Standard 


pids, Michigan 


Air Clutch 


Finger-Tip Control, 
Internal Ventilation 


pond ill 
throttle b« 


used in 


clutch, said to ré 
i touch of the 


ninimum of 


to 
~ rel is¢ 
lutch If 


itsell: 
nal equipment a\ 


said 


1 Au 
internal 


mechanical 


5 claimed lor 
rovision fo! 

, provision for 
it of clutch in 
juires minimum 
hanges with and 
Mani i clutches in 


all 
space 
can 


CdaSC 


iCl 


existing 


MANUFACTURERS’ 


employees, is easily 


i 


PRODUCTS, SEE PAGE 


installations, available in single and 
double plate models from 8.5 to 806 
100 rpm at $0 psi 

ge Manufacturing Corp., Mish 
Indiana 


hp pe 
Dod 


»waka 


Disc Grinders 


Heavy Duty 
Double End 


line of heavy duty 


l ied 
has been an 
noun 
some otf 
by the 
signed pedestal with an integral large 
IZ irm bar with a plain swivel 
table at the left, and a lever feed 
table at the right; adjustable stop col 
lars locking 
tables in fixed position or limiting os 
illating motion; spindle assembly pet 
fectly balanced; each side of machine 
is equipped with 30-in steel plate disc 
machined balanced; structural 
plate steel wheel guards of telescopic 


the features claimed 


manutacturer 


ncw 
include: red¢ 


TOCKCI 


on rocker arm allow for 


ind 


type compensate for wear on height 
f disc wheels 

The Standard Electrical 
Cincinnati 


Tool Co., 


Butane-Propane Hose 


Reinforced With 
Single Wire Braid 
G 
Butane-Propane, 


Wiretex L. P 


handling 


hose, a new hose 
for has 


been developed 

According to the manufacturer, the 
important difference between 

new and previously 

‘fered is reinforcement with a single 


Continued on page 137 
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Your Customer 


knows that he gets from his taps 


the accuracy and long life that 


the maker has designed and 


So of Course 


built into them. 


Easiest-to-sell taps are 


Winter Taps with 


All WINTER advertisements are advising 


your customers to 


WINTER DISTRIBUTOR” 


\ 
“CALL YOUR be 
iz, 


# 


-y) 


« 


9 


\ 


EXACT FLUTE SPACING 








UNIFORM 
FLUTE CONTOURS 





i 

ai 

ty 
E 


ID 


PRECISION CHIP 
DRIVER CONTOUR’ 





ma 


ACCURATE AND 


CONCENTRIC CHAMPERS 




















With the Cutting Edges that lower 
your customer’s cost-per-drilled-hole 


National Cutting Tools are skillfully designed, then manufactured 
See ee ons edges are famous for long 


YOU GET THE EDGE wher you stock and sell” 
drills, reamers, milling cutters, end milis, hobs, « 
end special tools. fs, 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal tities. Factory 
branches: New York # Detroit # Chicogo + Dallas © San Francisco # Los Angeles 


i Se ‘ 
it ; 4 Bh k> : 
Ty ——S 4 ay “ae a go 
Beil a eS a, ho Raed pe! 





CALL YOUR INDUSTRIAL 
SUPPLY DISTRIBUTOR 


£: 


4 








AIR BLEED-OFF VALVE 
AIR REGULATOR ey BOX 


ELIMINATES HAND GREASING 


—fills a real need! 


_ 


It’s fully automatic! Just flip a switch and the lubricator goes to 
work. Can lubricate over 4 miles of wheels without refilling 
Lubricant shots are accurately metered to .005 cubic inch. Con- 
veyor wear is cut, breakdowns fewer—plus big savings in power, 
downtime, man-hours, lubricant and product spoilage from over 
lubrication! 


A Complete Package Unit! Shipped complete. There are no inven- 
tory problems! Has its own section of 3, 4 or 6-inch track that fits 
right into existing overhead trolley-type systems. Lubricant 
reservoir and lubricator assemblies are mounted right on the 
Look for scenes like this! track. Handies wheels spaced irregularly or as close as 8 inches 


When you see a man teetering on a ladder like on centers 


this—courting a dangerous accident—pay Lubricates every wheel on both sides of the track 


attention! It can mean a fast sale for you. Tell without stopping the line! 


your customers the advantages and time and NO lubrication downtime! Requires NO floor space! Lengthens trolley life! 
Cuts maintenance COSTS! Eliminates safety hazards! Cuts lubricant waste! 
Reduces work spoilage! Adds time to conveyor line! 


~ [HESE ARE THE FEATURES THAT SELL! 


money savings effected by the Alemite Auto- 
matic Conveyor Trolley Wheel Lubricator. 
Lubricates both wheels as they go by at 
speeds up to 75 feet-per-minute—without stop- FREE! hcceccmesimacnminnenecens 
ping the line! f 

Gomptete information on the Alemite Automatic 
Conveyor Trolley Wheel Lubricator is yours for the 
asking. Use this coupon for your free copy! Write — 











# PRODUCT OF 


ALEMITE, Dept. H-124, 1850 Diversey Parkway, Chicago 14, Illinois 


ALEMI i 


Address 
City 
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Start 
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bile! 


arket Today 





fabric braids 
Che use of wire-braid is said to make 
light, strong and flexible 

The tube is of Reprene. In addi 
tion to the wire braid reinforcement. 


the hose has a textile braid between 


wire-braid instead of 


the hose 


the wire braid and cover. Incorporated 
into the textile braid are two static 


dissipating wires spiralled in opposite 
cirections. 

(he new red cover hose is available 
in lengths up to 60 ft ma full range 
of sizes from 4-in to 2-in inclusive 

Republic Rubber Division, Lee 
Rubber & Tire Corp., Youngstown, 


Ohio 





Pipe Cutter 
lolede Pipe 
chine Co 
Compressors 
Curtis Mfg. Cx 
Machinery Diy 
Steam ‘Trap 
Yarnall-Waring Cc 
Hack Saw Blade 
th Capewell Manufact 
.¢ ompany 
Conveyor Belt 
United States 
Flow-Rack 
Uhe Rapids-Standard Compan 
Air Clutch 
Dodge Manufacturing ¢ 
Disc Grinders 
Ihe Standard Electrical ‘1 
Co 3 
Butane-Propane Hose 
Republi Rubber 
Rubber & ‘Tire Cor 
Backstop Clutch 
The Formsprag Comy 
Clamps 
Hallwel 
rape 
Minnesota Mining and Ma 
facturing Ce 
Safety Guard 
DeWalt In Su Amer 
Machine & Foundry Ce 
Drill Press 
Delta Power Tool Di 
vell Mfg. Ce 
Sander 
Weller Ek 
Lubricator 
| nc In | ngil 
Starter 
Constr 
(encral 
Pipe Cutter 
IL he | 1 
Bar Rack 
rated 
Fasteners 
Gries Re 
Roller Chain 
Link Belt ¢ 
Abrasive Wheels 
Even Cut Abrasive Band ( 
pany 
l colholder 
Flash Carbide Tool 
Lathes 
Cir ti Lathe & To 


\ I ntla ‘ 


Threading Ma 


Rubber (¢ 





lool Ce 


mipan 





Index of Manufacturers’ Products 


Flow Regulators 
Bell & Gossett Company 
Hole Gage 
New Standard Div., U. S. Ex 
pansion Bolt Company 
White Gloves 
(he Charleston Rubber Com 
pany 
Carbide 
Firth-Sterling In 
Pliers 
Utica Drop Forge & lool Cor 
poration 
Electrode 
Marquette Manufacturing Com 
pany, Inc 
Cutting Wheels 
Schmidgall Mfg. Co 
Drill Presses 
Universal Gear Works, In 
Regulator 
QO. C. Keckley Company 
Electric Shear 
Skil Corp 
Pipe Machine Chuck 
Beaver Pipe Tools, In 
V-Belt Fasteners 
Flexible Steel Lacing Co 
Cam Clutches 
Morse Chain Company 
I'ransmission Belts 
Goodyear Tire & Rubber Com 
pany ne 
Cut-Off Tool 
H. D. Herder ‘Tool Specialties 
lake-Up Bearings 
I’. B. Wood’s Sons Company 
Idler 
Joy Manufacturing Company 
Soldering Tips 
Hexacon Ele tri ( 
Bartd Saw 
loolcraft Cory 
Gas Salamander 
Manufacturing Com 


mpany 
oration 


Ja ASON 
pany 
Hydraulic Pump 

Owatonna Tool Company 
Lathes 

Sheldon Machine Co., Inc 
Grinding Wheel 

Colonial Abrasive Products C 
Light Fixture 

Sylvania Electric Products In 
Copper Foil 

| nacel Tape Corporation 
Submersible Pump 

Byron Jackson Co 
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EASY 


selection, 
pricing 
and 


SALES 


with LelI’s 


COMPARATIVE 
NET PRICE 
SELECTOR 


the complete line of quality groun 


Get copies with your imprint 
in the hands of your customers 
now, and make it easy for 
them to buy more L&I stand- 
ard reamers from you. 


Get full details on the most 
complete reamer line and the 
most complete distributor sales 


story from: 


“lhe Reamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 





the “CHICAGO” line 
of threaded products 


is a good line to follow 
A Se er 





AY 
~~ 
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TK FES WREST ae 
» Less sales resistance becauvse— 
"Chicago" Threaded Preducts have been known as a qual- 
ity line for 82 years. 
* “Chicago” Threaded Products are preferred for original equipment assembly. 
* Your customers can economize on production costs becayse “Chicago” 
Threaded Products assemble faster with less “on the job” trouble. 
* Greater customer acceptance means larger and continuous repeat orders 
—more profits for you. 
It’s just plain good judgement to recognize that “‘Chicago”’ Threaded 
ucts offer you a better line to follow “all down the line’, and 
remember too, our long established policy of selling through service- 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “Chicago” Threaded Products, write for samples 
and full details today. 





story of the “Chicago” complete line of 
threaded products. Ask for your copy 


This new 36 page catalog tells the whole 
‘ today. 


All “Chicago” Screw Products come 
packed in strong, easier-to-see packages. 
Color coded labels mean faster selection, 
greater savings of time in your stock- 
rooms. 


~? 


HIGHLIGHTS OF THE ‘CHICAGO LINE: 

* High Carbon Heat Treated Cap Screws give added wearing 
qualities due to uniform hardness through entire thread struc- 
ture. Ideal for all heavy-duty equipment. 

* Larger size Hexagon Head Cap Screws than normally stocked 
are available for immediate shipment. 

* Anti-corrosive “Chicago” stainless steel and brass fasteners 

in a — range of sizes and styles 
available for immediate shipment. 


“xe CHICAGO tes 2 


——————————— 


14°44, 9*),,12:1, Be «42503 WASHINGTON BOULEVARD 


BELLWOOD, ILLINOIS 


“SAFETY PLUS” Socket Set Screws, alloy and stainless + Socket aye oe Seem. TN -- and stainless, Flat Head. alloy 


° anne one oven Ss Bolts + Socket Pipe Plugs + Square Head Dog Poi 


Screws « et Keys and Key Kits « 
Head Cap Screws, bright, heat treated, stainless and oo « Square Head and Headless Set Screws « 


Filter » on Flat Cap Screws + Milled Steel Studs + Hexagon Nuts, stee! and brass ¢ Castle Nuts + Taper Pins 
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Backstop Clutch 


Diameter Tolerance Held 
To Insure Proper Fit 


A new Series 50 backstop clutch, 
said to ofter all the features of the 
maker’s design, including full sprag 
complement, to the customer who can 
supply his own inner races, has been 
innounced. 

This assembly is recommended on 


gear reducing applications where back 


stop can be incorporated into a bear 
ng bore and an existing shaft exten 
sion can be used for an inner race 

Ihe outer diameter of the clutch 
is said to be basically the same as 
the outer diameter of a standard beat 
ing. Diameter tolerance is held to 
imsure proper fit (without pressing 
into a continuation of the adjacent 
bearing bore. 

The Formsprag Company, Van 
Dyke, Michigan. 


Clamps 


Fast Action, 
Two Models 


New clamps with holding pressures 
ranging from 1500 to 4000 Ibs have 
been announced. 

Clamping is said to be effected by 
the wedge-clamp action of an ellip 
tical which will not dip or bite into 






































WEW OSBORN DISC-CENTER, BRUSHES 
cutting, heavy-duty brushes tha 
efhicient in removing hard surf 
tions. An excellent opportunit 


brushes for heavy-duty cleaning 





t are 


igniy 

















you miss? 


OUR selective Osborn franchise puts you on the 

receiving end in a big way. The market for industrial 
brushes is enormous. You have the leading line 
backed up by Osborn’s intensive advertising and brand 
name acceptance. Here’s the key to a bigger yield at 
Yuletide and the other 364 days in the year. Best wishes! 
The Osborn Manufacturing Company, Dept. R-24, 5401 
Hamilton Avenue, Cleveland 14, Obio. 


Osbou Brus 








OSBORN MAINTENANCE, PAINT AND POWER BRUSHES + FOUNDRY MOLDING MACHINES 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1954 


139 





the plunger. The plunger is thrust 
; iainst the object, and desired pres 
Sensational NEW features sure is achieved by turning the han- 


Oh EE dle Full leverage is claimed to be 


iteohpaeel ay. obtained instantly by manual opera 


tion; wrenches are unnecessary. 


|e, «i a i H ¥ t Conventional C clamp design 
model with reinforced frame is avail- 
The Perfect Lighting Tool able in 3, 4, 6, 8, 10 and 12-in 


for Machine Assembly sizes. 
Inspection looling clamp, designed for heavy 


y or light duty use on milling machines 


~ , 
@ or drill presses, jigs and fixtures is 

fj made in standard thrust sizes from 
Nt . . - 
. ; 3 to 12-in. Recommended working 
wects 


Light MODEL 2-WX-700 pressure is about 3000 Ibs. 
Exactly Overall Length 31" a5 " Ai 
on Headed Hallwell Tool Co., Los Angeles 

Reflector—New bell ventilated shape with 5/2” 

orifice. Rotaces 460°. Accommodates 100 watt A-21 

or R.30 lamps. Also PAR-38, R-40, RS-40. Available 

with lens, if desired 

Arm Joints New patented tension disc design. 

Easy, smooth action with only one hand. Available 

with |, 2 or 3 arms 

Base—Universal for vertical or horizonal mount- 

ing. Also adaptable to outlet boxes. Collet revolves 

‘OO 

Wiring—Medium screw porcelain socket. ‘'T”’ rated 

toggle switch. 8 ft. POT-32 18-2 heavily insulated 

oil resistant wiring with molded plug 

Finish—Gray baked enamel. Reflector interior, high 

temperature White 


WRITE for complete catalog of 

Localice models for every indus- 

trial use. 

THE FOSTORIA PRESSED 

STEEL CORPORATION nell 

Fosterta, Site for Light ON the Job 

Localites available through a _- Tape 


wholesalers everyu bere For Marking, Labeling 
And Decorating Use 


A new pressure-sensitive film tape, 
said to possess unusual strength al- 
though 2-mils thick—has been an 
nounced. 

VAN Ad LE & Nhe KEE. y/ “Scotch” brand colored film tape 
’ C, ’ 11C. No. 850 is made with a polyester film 
backing. Made with red, black or 
PILERS OF > white color pigments in its adhesive, 
I, the tape is said to resist alkalies, 
TN DUSTRIAL L/h SAMY CS a naa Wo esters F and 
other common solvents, as well as 
ane ot | weather conditions. 

| Other properties claimed include: 
25 Ibs tensile strength per inch of 
width, 100% elongation, 35 ounces 
adhesion per inch of width, flexibility 
retained at very low temperatures, 
high dimensional stability despite heat 

and humidity changes. © 

l'ape No. 850 is available in } to 
23-inch standard widths on 72-yard 
rolls, and is also available as a trans- 
parent tape. Wider widths and longer 
roll sizes can be made on special order. 

Minnesota Mining and Manufac- 
turing Co., St. Paul, Minn. 


Safety Guard 


For “Power 
Shop” Machines 


a E fi N B EH G & M 4 F E , IN C ° | \ new safety guard for the maker’s 


ne of “Power Shop” radial arm type 
600 W. JACKSON BLVD. CHICAGO 6, ILLINOIS woodworking equipment, available in 
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9, 10 and 12-in. sizes, has been 
nounced. 

Designed as optional equipm« 
the new device features two circul 
rings, one on either sid« 
blade, suspended on the regulat 
type guard so that no matter h 
ting member may be positioned 
rings automatically adjust to th« 
while offering operator pi 
from the machine’s moving parts 

DeWalt Inc., Subsidiary Amer: 
Machine & Foundry Co., Lan 


Pa 


Drill Press 


Streamlined For 
Production Speed 


\ new 14-in. drill press which 
corporates the features of the c 
panys older 14-in. model plus add 
features, has been introduced 

Among its features ar 
streamlined full-length 
hinged at the rear and 
inced, enabling the 
swung out of the way 
cleaning and belt change 

A new pivoting motor 





‘more protits 
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Riggers, too, use Harrington Peerless Hoists 


Lowering heavy machinery from a multistoried building was 


greatly simplified when the riggers used a Peerless Model C Hoist 
on one leg of the sling. This unique arrangement permitted them 
to keep the load in balance during the entire operation, saved them 
much time and labor leveling and moving the equipment. There 
is a broad market for hoists, and when you sell Harrington 
Peerless Hoists you can satisfy most of the hoisting requirements 


of industry. For more information, write us. 


Peerless Peerless Bearcat Model D 
Packet Model C Electric |-Beam 
Horst . Hoist Hoist Trolley 


THE HARRINGTON company 


Makers of Hoists Since 1876 


Gravers Roap at tue TuRNPIKE, PLymoutu Meetine 11, Pa. 
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plate permits quick belt tension re- 
lease to facilitate speed changes and 
lengthen belt life by eliminating forc 
ing and stretching. 

Modified quill on the new machine 
allows 4%s-in. spindle travel as com 
pared with 4-in. on the older machine 
A quick-set depth gage can be set to 
zero when the drill contacts work, and 
give a direct reading. Scale on depth 
gage is magnified more than two and 
a half times for easy reading, and is 
calibrated down to in. 

A spindle return tension adjustment 
allows the operator an infinite choice 
of tensions within a given range, by 
merely making a simple screw turn. 

The new machine is also designed 
to accommodate a push button starte: 
in front where centralized, up-front 
controls are desired for easier opera 
tion. 

Delta Power Tool Div.. Rockwell 
Mfg. Co., Pittsburgh 


Sander 
Straight-Line, 


Positive Action 


\ new vibrator-type electric sander, 
designated Model 700, has been an 
nounced. 

Featuring 25 sq. inches of sanding 
irea, the low design is said to permit 
the sander to be operated under radia 
tors and other restricted places 

Other features include: rubber in 
sulators between plastic housing and 
motor, no lubrication needed, sanding 
dust does not affect operation, 8 foot 
power cord for freedom of operation 

Weller Electric Corporation, 
Easton, Pa 


Lubricator 
Mist Lubrication 
For Open Gears 
\ new spray control valve, said to 


operate automatically in conjunction 
with centralized lubrication systems t 











"More Power To Thom’ 


When your customers have to Cut, Ream or Thread Pipe 


provide controlled mist lubrication for 400A 2 gc t 
open gears, has been developed ower r we 
According to the maker, the valve 
mav be assembled to any lubricant in SPEED EHUCA 
jector in a centralized system, mounted with new 
either adjacent to, or remote from, —w— 
gears to be lubricated. As the injector , a ere al i . 
move ime 


begins to discharge lubricant, 
ment of the imector ‘ndicat 
permits the spray control 

ypen, allowing regulated air to pass 
spray nozzle which atomizes lubricant 
into a fine, uniform must of air and 
lubricant 

It is stated the lubricant can be in 
creased, as desired, by diverting th« 
lubricant from two or more injectors 
through lubricant line to the adjust 
ible spray nozzle 

Lincoln Engineering Company, I 
dustrial Div., St. Louis 


Starter 
Gives Longer Life 


To 40-Watt Lamps 


A new starter for regular 40-watt 


fluorescent lamps, featuring a glow Fast-Selling bargain in 


switch said to prevent voltage surges 


has been developed. 
The FS-400 Watch Dog irter efficiency 


switch is said to give longer 


life to the 40-watt lamp vel 
ing the voltage surges which ar chuck. It operates on a new principle of gripping pipe and rod, 


cient to cause instant starting of lea Guaranteed to hold any kind of pipe securely both ways, forward 


circuit lamps thus shortening lamp 
life 


The amazing new chuck on this 400A is not just another hammer 


or reverse. No slipping, even in driving geared tools. Extra easy to 

Construction Materials Div., Gen operate: close jaws on work with hand wheel, sock lightly —motor 
eral Electric, Bridgeport action makes it grip tighter; releases easily by turn of hand wheel. 
Thousands of these efficient, powerful, durable units in use every- 
where. It pays you to sell this “most-service-for-the-money”’ the 
new Ritaaim 400A. ...write us today! (No. 400 with lathe-type 


chuck also available.) 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO, U. S.A. 


Worx-Saver Pipe 
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HERE’S A MAN YOU 
SHOULD KNOW 








He’s one of hundreds of trav- 
eling MALL salesmen whose 
mobile tool “‘warehouses’’ are 
equipped with an unusually 
wide assortment of fast-selling 
MALL tools. Tell him of a 
difficult ON-THE-JOB 
DEMONSTRATION needed 
to clinch a sale. He’ll work 
with you all the way to help 
you get the order! Phone or 
write our Chicago home office 
or the MALL Service Ware- 
house nearest you (there are 
40 from coast to coast). You'll 
get FAST ACTION! 


THE BIGGEST ASSORTMENT 
OF POWER TOOLS OFFERED 
BY ANY MANUFACTURER 


Yes, Sir, the MALL line is the 
complete power tool line. You 
can give your customers the 
EXACT tool for every job 
requirement. The MALL line 
includes many styles and sizes 
of: small drills—heavy duty 
drills—portable saws—chain 
saws—bench grinders -— 
polisher-sanders—screwdrivers 
--impact wrenches—flexible 
shaft machines--and MANY 
OTHERS! 


MALL TOOL COMPANY 


PORTABLE POWER TOOLS 
Gasoline—Electric—Air 
7802 S. Chicago Ave., Chicago 19, Illinois 


Please have one of your traveling MALL 
salesmen call on me. 


Name 
Firm___ 


Address 


Pipe Cutter 
Unbreakable 
Steel Handle 


\ new heavy duty pipe cutter, with 
an unbreakable formed steel handle, 
has been added to the maker’s line 

Precision machining is said to guat 
antee accurate tracking of the cutter 
wheels. Another feature is quick-re 
lease pins allowing instantaneous 
changes of cutter wheels or changeover 
from cutter wheels to rollers. 


The Erie Tool Works, Erie, Pa 


Bar Rack 
Available Single 
And Double Face 


Ihe re-design of the maker’s rack 
for storage of bars, rods, pipes and 
miscellaneous long heavy parts has 
been announced. 

According to the maker, the up- 
right members have been changed 
to heavy steel Tees; carrying arms 
have been simplified for easier adjust 
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Reins 


BELMONT 


Service conditions are constantly be- 
coming more extreme. The success or 
failure of a piece of industrial equip- 
ment is many times dependent upon 
whether or not it can be properly 
sealed against loss of pressure, liquids 
or gases. Belmont for over sixty years 
has kept pace with the ever changing 
demands, offering a wide scope of 
packing materials to satisfactorily meet 
the toughest services. You can get them 
ALL from ONE SOURCE of SUPPLY. 
Get in touch with your nearest stocking 
Belmont distributor or mail us your 
specifications. Write for new con- 
densed catalog #54. 


Belmont “Teflon” 


For corrosive liquids—fur 

nished in sheets, gasket 

3s, tape plastic moia 

ed bars and sleeves, extruded rods, spiral 
shapes, blue asbestos and white asbestos 


suspensoid 


ee LA] + 
Belmont "0" Rings 
Made to ose tolerance 
from synthet 
rubber, “Teflon” 


r dynamic and static seal app 


¢ and notura 


working against 


Belmont 


are Rod Packings 


on 
Belmont 30), our many 
onstructions have special features de- 


pendent upon services—asbestos, rubber 


ond duck, plastic, metals, flox 


ton, ramie 


Belmont Gaskets 


Woven asbestos boiler 

manhole and handhole 

rubber ona synthet 
molded extruded die or lathe cut com 
pressed asbestos; vegetable fibre 


Belmont Leather Packing 


Cup. flance —_ 


hers 


“There’s a Belmont Packing for 
Every Service”. . . 


and the Belmont Distributor in your <=", 
locality is ready to serve you. @_ stimonr 
Write for his name and address. ~S 


sane 


The Belmoni Packing and Rubber Co. 
Butler and Sepviva Streets 
Philadelphia 37, Pennsylvania ; 

















ment; horizontal arms permit loading 


or removal of long pieces without 
requiring wide aisles; arms are now 
adjustable on 14-in centers to accom 
modate varying quantities; rack can be 
extended by adding three foot 
tions. 

Lvon Metal Products, Incorpe rated, 
Aurora, Illinois 


Fasteners 


Easy Grip, 
Eye Appeal 


Ne vy developed, dik Cast he 
head thumb nuts and screws ha 
innounced 

Designed with a wide head for 
of grip, and cast in zinc all 
fasteners are claimed to have 


— ad\ untages: neem, he ded ; ; 
calone} sigs in ominsns Hare's What Wood's “SURE-GRIP” 


be used without pro 
ilso available in all comme i of lj di ib 
shes; accurate threads; uniformit 
shes acconterheds «noon AG MONS TO aistripuTors .. . 
iailable in four basic variatio n 
ind closed end thumb nuts, thuml What you see directly above is Wood’s new 
screws with or without should n “Sure-Grip” interch ble Bushing. These Bush: 
standard thread sizes interchangeable with Wood’s ee eee 
Gries Reproducer Corporation, Net Grip” sheaves and “Sure-Grip” couplings. a result, you 
Rochelle, N. Y can now meet nearly all of your customers’ requirements 
and yet carry fewer pulley, sheave and coupling sizes in 
; stock. This means easier stocking and lower inventory 
Roller Chain value . . . and more profits. 
New Series, Wood’s pulleys, sheaves and couplings equipped with the 
Agricultural “Sure-Grip” interchangeable bushings are one of our top 
. goat sales features. They allow easier and quicker mounting 
ee 2 pane hain has and removal for speed changes or maintenance of connect- 
been added to the maker’ ’ ; j 
double-pitch chains, and are specif For further information about this line of Wood’s prod- 
= ee for farm imy nt ucts and our distributor policy, write or call us today. 
drive and conveyor applications 
The new chain intercouples 


SONS CO., CHAMBERSBURG - PA, 


Mechanical Powur Tronsmission Monutacturers Since 1857 
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"Tt’s no use, Mike. . 


Campbeil Chains!”’ 


There’s no substitute for safe, long-wearing 
CAMPBELL CHAIN for hundreds of jobs of hauling, 
holding or hoisting. Campbell makes chain for 
every purpose, in any size, grade or specification. 
And CAMPBELL CHAIN is inspected link-by-link to 


guarantee long-lasting service. Practically every 


business uses chain. Increase your profit-per-call 
by selling CAMPBELL CHAIN. Write for your copy 
of our complete catalog. 
<B 


CAMPBELL CHAIN Company 


= 8 some ee ee CAMPBELL 
CHAIN 


Main Office, York, Pa. + West Burlington, lowe 
Portland, Oregon + Sacramenio, California 


Makers of Famous CAMPBELL Lug-Reinforced TIRESCHAINS 


146 
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ASA double-pitch roller chain and op- 
erates over the same sprockets (cut 
tooth or cast tooth). 

The first chains in the new series 
are 14-in and 14-in pitch; several con- 
vevor attachments will be available for 
all sizes. 

Link Belt Company, Indianapolis 


In Sizes From 4 
To 6-in Diameters 


Rubber-cushioned abrasive-band 
wheels are now available in over 50 
sizes from 4-in. diameter x 4-in. width 
to 6-in. diameter x 2-in. width, accord- 
ing to an announcement from the 
manufacturer. 

Matching abrasive bands are avail- 
able in open, closed and spaced grain 
coatings in aluminum oxide, silicon 
carbide and garnet in grits from 24 
to 400. 

“Band Wheels” are furnished with 
4-in. or larger round shanks. Adapters 
are available for male or female 
threaded spindles. Wheels are also 
furnished for standard grinding head 
mounting. 

Even Cut Abrasive Band Company, 
Cleveland 


Toolholder 
Maximum Rigidity 
Maximum Strength 


A new type of toolholder designed 
for the ‘““Throw-Awav” length carbide 
insert, has been produced by the Flash 
Carbide Tool Co., Chicago. More 
rigid than even brazed tools, the 
holder is said to give at least 36 cut- 
ting edges, and in some cases, as many 
as 100 cutting edges 

Achieving full support from be 





neath through the use of a cam lock 
ing device, the holder adds to tool 
life. The locking device is also self 
adjusting in the event of wear. Shank 
parts and anvil are of hardened high 
alloy. 

According to the 
complete chip control can be gained 
by use of the standard chipbreaker 
by grinding the blank chipbreaker t 
desired width. Use of a mechanical 
chipbreaker aids insert life by reducing 
chip pressures and cutting tempera 
tures, and adds rigidity by supporting 
the carbide from above. 

Flash Carbide Tool Co., Chica 
Ill 


manufacturer! 


Lathes 
12 Spindle Speeds 
In Geometric Progression 


New, all-gearhead, ““T'ray-Top” lathes 
swinging 2]4-in and 26-in have been 
announced. 

Some of the features 
the maker include 
match, direct-reading shift 
ism; spindle, with long taper key drive 
nose, rigidly mounted in three pre 
cision anti-friction bearings; all head 
stock bearings pressure lubricated with 
filtered oil; 5 or 74 hp motor mounted 
on rear of headstock for easy mainte 
nance; tray tops on headstock and 
tailstock provide safe parking places 
for mikes, tools, etc.; 
in leveling jacks. 

Cincinnati Lathe & Tool Co 
cinnati 


claimed by 
3-level, 


mechan 


recessed, built 


Cin- 


Flow Regulators 


Automatic Control 
Of Flow Of Water 


A new valve for automatically con 
trolling the flow of water has been 
announced. 

Of brass construction, the new 
lator features a self cleaning tion 
while in operation, and is not easil 
clogged. ‘The new valves are availabk 
in 4-in and 3-in pipe sizes for 
ties from two to eight gpm. 

Bell & Gossett Company, Mort 
Grove, Illinois 


(Continued on page 150 


C ipac 


New SK/Z 
TWO-WAY Saw Blade 


Profit-Making Sensation! 


REVERSIBLE! Unique tooth de- 
sign cuts either way, gives twice 
the cutting edges! May be re- 
versed again and again! 


SELF-HONING! Trailing tooth- 
edges are honed while leading 
edges cut. Always a sharp cutting 
edge ready for instant use! 


DISPOSABLE! More than four 
times longer life! Saves on needless 
resharpening! Low cost makes dis- 
posal practical when worn out! 


Now, a saw blade that’s new from every angle 

new in tooth design, in performance, in 
economy, in buyer appeal! You'll show your 
customers how they save three ways: 


1. They get four times as many cuts! 

2. Three to four costly resharpenings 
are eliminated! 

3. Downtime is considerably reduced! 


Top quality throughout, SKIL Two-Way Blade 
is specially-treated alloy steel, 50% harder than 
ordinary blades. Teeth of patented design are 
precision-ground, uniformly-set. Special no-glare 
rust-resistant finish. Constant diameter main- 
tained throughout blade life for uniform cut- 
depth. Controlled cutting performance under 
toughest job conditions. Customers will go for 
savings and work features of this new SKIL 
Two-Way Blade! 

For SKIL Saws Only! Another Example of 
Your SKIL Tool Improvement through Improved 
SKIL Accessories! 


SKI. 


HOME SHOP TOOLS 


Made only by SKIL Corporation, 
formerly SKILSAW, inc. 
5033 Elstor Avenue, Chicago 30, IIlinors 


Factory Branches in All Leading Cities 


CONTACT YOUR SKIL FACTORY BRANCH OFFICE 


INDUSTRIAL DISTRIBUTION « 


DECEMBER, 1954 


147 





3601 Dundas Street West, Toronto 9, Ontario 


Industrial 











.A marketing and products guide for all distributor personnel 





Watch For Your Copy of INDUSTRIAL DISTRIBUTION’s 
Mid-December Marketing and Products Number Featuring — 


“THE INDUSTRIAL DISTRIBUTOR— PROSPECTS FOR GROWTH, 1955 TO 1970” 


A complete section of your Mid- @ A larger population and labor force 
December Marketing and Products ®@ Increased capital expenditures and 
Number, in the mails December more mechanization 

15th, will be devoted to the growth Greater output per man-hour 

prospects of the American econ- Bigger manufacturing capacity 

omy and what they will mean to the Ever-increasing Gross National Product 
industrial distributor. Some spectacular growth by some industries 
such as chemicals 

More industrial research leading to 

new products . . . new industries 


Barring unforseen catastrophies, 
there will be dynamic changes in 
America and the American econ- : 
omy in the next fifteen years. What Increased per capita income 


j A shorter w ek 
will these future developments shorter work we 


More leisure time 


mean to you and your company? Better standards of living 


See ‘‘The Industrial Distributor — Prospects For Growth, 1955 to 1970” 


Also in Your Mid-December Issue 


468 PAGES OF PRODUCT INFORMATION INCLUDING: 


@ Over 3,600 product classifications from @ Over 11,000 trade names used by these 
‘Abrasive Bands and Arbors” to manufacturers. 
‘Zine Sheets and Bars"’ and names of the = Complete company name and address 


manufacturers of these products. of all these manufacturers. 


Watch for your copy of the Mid-December Marketing and Prod- 
ucts Number. Read about the prospects for your future. Keep it 
handy as your everyday products reference guide throughout 1955. 


The McGraw-Hill publication 


a 
edited exclusively for Industrial Distributors 
and their salesmen. 
. = = @® 
I [ stri b UTI 0 n 330 WEST 42ND STREET, NEW YORK 36, N.Y. 





“SECRET” IS THIS TAPER 


Patent Applied For . 
PLUS... 
‘ THIS WASHER! 


cD10K / SOCKET CAP SCREWS 
LE oe _ at last you can use socket screws that 


“positive ‘ly will not loosen under any vibration! 


The new BLUE DEVIL LED-LOK CAP SCREWS are the answer to this 
problem, and they're also air-, water-, gas- al oil-tight. They're 
easy to use and require no assembly changes or modifications. 


Available in same sizes as standards. Better get the facts on LED-LOK 


CAP sCREws right away! 


HOW LED-LOK SCREWS WORK 

(Actual cutaway photo) 
STEP 1—Lep-LoK Screw drawn 
up to washer; 
step 2—Washer has started to 
extrude into cavity formed by 
screw taper; 
step 3—Screw is seated into 
final position; washer occupies 2 ‘ 
cavity, loc king in place and mak- ; : 
ing tight seal 

STEP 1 STEP 2 STEP 3 
Waite Topay on your letterhead 


for your sample Lt p-Lox Sc pews SOCKET SCREWS EXCLUSIVELY 
and testing block. No obligation! 


Carety Cocker Screw Company 


6500 AVONDALE AVENUE + CHICAGO 31, ILLINOIS 
SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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Hole Gage 


For Diameters 
.025 to .130-in 


A direct reading precision hole-gage, 
the No. 20 Kwik-Chek, with accuracy 
guaranteed to within 2/10,000-in, has 
been introduced. 

Features claimed by the manufac 
turer include: graduated in thou 
sandths; with built-in 24 power crystal 
magnifier, direct readings can be mad 
in half-thousandths; table of decimal 
equivalents of fractional and wire drill 
sizes stamped on gage; furnished com 
plete with leather case and steel set 
ting gage. Three additional gages of 
different ranges will be available soon 

New Standard Division, U. S. Ex 
pansion Bolt Company, York, Pennsyl 
vania 


White Gloves 


Sanitary, 
All-Neoprene 


A new white Neoprene glove, 
named Neo-Sol, with a red roll at cuff 
and red inner lining, has been an 
nounced. 

Ihe red inner lining is said to elim 
inate danger of contamination here- 
tofore thre: itened by reversing gloves. 
The new gloves are recommended by 
the maker for use by food manufac 
turers, processors and handlers, and 
handlers of chemicals 

Manufactured in several sizes, 
weights and lengths, it is claimed the 
new gloves will not discolor chemi- 
cals, liquids or fabrics. 

The Charleston Rubber Company, 
Charleston, South Carolina 








Carbide 


Designed For Steel 
Milling Applications 


A new grade of sintered 
I'XL, said to provide greater we 
combined with 


sistance ncreased 


shock 
tions, has been developed 

Said to have an approximate Rock 
well A hardness of 92 and strengths 
comparable to the stronger steel cut 


resistance in milling applica 


) 
ting grades, it is a general purpose mil 
ing grade 


Firth Sterling Inc., Pittsburgh 


Pliers 
“Cushion Throat” 
Safety Feature 
All types of the company’s diagona 
und side cutting pliers can now b 
Cushion ‘Throat 


according to the n 


equipped with the 
satety feature, 
ker’s announcement. 


Ihe “cushion” is said to be 


bonded 


tough, rubbery red Plastisol, 
beside the pliers cutting edges As 
the pliers close, the Plastisol cushion 
is said to grip the short end of the 
wire tightly, holding as the cut 
made. 

Pliers can be ordered by adding N 
to the number of the tool desire: 

Utica Drop Forge & Tool 
poration, Utica 


Electrode 
Self-Starting 
And Restarting 


\ new contact-type electrode fo 
high-speed production welding of mild 
and _ low-alloy 
veloped 

The new rod, Marg-Rod 12, is 
to be self-starting and restarting 
tually self-welding and _ self-cleaning 
with practically no spatter. It is avail 
able in #-in. as well as regular sizes 
up through 4-in. 

Marquette Manufacturing 
pany, Inc., Minneapolis 


steels has been d 


(Lom 


Now, right in your own shop, you can attach “Holedall”’ 


Couplings to any type of industrial hose...to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 
The “Mulcoram” ... the hydraulic press for making the coup-, 


ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL” 


HOSE COUPLING 


Attached quickly and easily by the hydrau- 
licailly-operated “Mulcoram”, this unique 
coupling is there to stay... virtually molded 
to the hose by a multiple gripping arrange-, 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling puiling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment. ..no 
\ buffing or cutting of the cover. 


“MULCONROY Siczda... 
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With the “Mulcoram” and “Hole- 
dall” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details. 


s 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically # can be 
operated ...in your own shop, with- 
out skilled labor... to provide coupled 
hose of any description, with coup- 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continuous flexing at connecting points. 


WHERE OTHERS 





Mite 


INDUSTRIAL 


Cutting Wheels 


Does Away With Clogging, 
Eliminates Wheel Dressing 


\ new design of cutting wheels 
for all non-ferrous metals, featuring 
thousands of small pits machined in 
the surface, is said to provide the 
same results as grinding or emory 

by... wheels with no clogging. 

ROCK ISLAND Made of high-grade steel, properly 
MILLWORK tempered, the new wheels are claimed 
COMPANY to cut fast with no load up. 

Wheels are reversible, and it is 
said reconditioning can be done at 
low cost. The new wheels are made 

% 30% HARDER THAN MAPLE ¥%& MUCH LOWER IN COST in all standard sizes and arbors, and 


for fine or coarse cutting 


% SMOOTH, SPLINTER PROOF Ye CORE OF KILN-DRIED PINE Schmideall Mie Ce. Peoria, III 
WON'T CHIP OR WARP PRACTICALLY NON-INFLAMMABLE 


¥& BONDED WITH WATER RESISTANT GLUE ¥%& WILL NOT PEEL Drill Presses 


Bench And 


for...NEW WORK BENCHES Floor Model 


4 new 1600 series of heavy duty 
for...REPLACEMENT BENCHES =) 9005.08) 
has been announced 
he presses have a capacity of 4-in, 
INDUSTRIAL DISTRIBUTOR: and standard equipment is a tilting 
table on all models and table raising 
mechanism on production models. 
Let us send you full information about Other features claimed include 
this revolutionary new work bench top. 


ShopTop and CrafTop 


Sold only through Selected Industrial Distributors 
Complete support includes monthly ads in the six lead- 
ing shop magazines illustrated below : ever 250,000 


circulation 


; 
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SALESMEN’S HELPS 


Colorful circulars, imprinted meiling pieces, catalog 
sheets, price lists, sample tops—for a complete program 
Write today . . . while territories are still open. 


Hh 


ISLAND MILLWORK COMPANY 


RESINWOOD DIVISION 
ESTABLISHED 1868 ROCK ISLAND 2, ILLINOIS 
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Give me three good reasons 


sf. 


\ » 

CVS 
It's Uniform Throwghout— NATIONAL 
Pipe is uniform in metallic struc 
ture, ductility, strength, corrosion 
resistance, surface finish, wall 
thickness and diameter—a uni 


formity that is rigidly maintained 
ot all times 


lS 
Coils and Bends Well — NATIONAL 
Pipe has that full measure of 
strength and ductility needed to 
meet the demands of smooth, 
uniform coils and bends. With 
NATIONAL yow can estimate 
closely without worrying about 
excessive loss of material, time 


and labor. 


why I should use NATIONAL Pipe 


F) 


Threads and Cuts Easily 
easily-made threads are possible 
becouse of the unvarying quality 
of the metal and the absence of 


Strong, 


slag inclusions, laminations and 
blisters. The steel cuts clean and 
retains its characteristic strength 
even in the lightest part of the 
smallest thread. 


SS 


TA Mr 


Rigidly Controlled. — From the raw 
material to the finished product, 
one organization has rigid control 
over the manufacturing steps that 
produce NATIONAL Steel Pipe 





Three good reasons? 


We can 
lo better 
than that! 


@ Basically 
NATIONAL Steel Pipe offers you the great 


and this is important 


est service per dollar of cost for all-around 
use in all types of building and industrial 
applications. When you buy NATIONAL 
you're getting the most for your money in 
strength, durability, and ease of installa 
and you're getting it at the right 
The fact that NATIONAL is the 


world’s largest selling pipe is pretty re 


tion 


price 


liable testimony to its quality 

But you want more specific reasons— 
just why is NATIONAL Steel Pipe so good? 
We'll tell you 


Makes Sound Joints. —For permanent 
soundness and tightness, the uni- 
formity and accuracy in manufac- 
turing have made unequalled 
pipe jointing records for NA- 
TIONAL Pipe whether welded 
or coupled 


Thoroughly Tested. — Tests and in- 
spections, the most peinstaking, 
most thorough and most conciu- 
sive that con be applied are 
maintained throughout National 
Tube Division plants. The result is 
@ product on which the user may 
safely rely. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Steel PIPE 
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push button motor switch built mto 
head; adjustable spindle return stop, 
quill lock handle, quick release motor 
base for changing speeds. 

Universal Gear Works, Inc., De- 
troit 


A century and a quearter's experience in 
producing to highest quality standards goes ; Branch Stocks: 
into every foot of Wall Manila Rope. Re- / Baltimore 
sult. . . rope thet takes the toughest job Boston 
in its stride, turns in consistently good —- 
performance } Cleveland 

, : Elisworth, Me 
Wall is now available packaged in the Houston 
popular sizes, in compact handy-dispensing : Jacksonville 
cartons which keep the rope clean and sche Ale 
ready for sale. These cartons occupy mini- New Orleans 


mum floor space and are attractive dis- ' ens 
”" “ 7 ssa, ex 
plays for “impulse” buying. Philadelphia 
Pittsburgh 
Portland, Me 
San Francisco 





WALL ROPE WORKS, INC. 
48 South Street, New York 5, N.Y 
Factory Beverty, NJ. 








Regulator 
Rate of Pressure 


MANILA ny ROPE Modulation Adjustable 


A new Type PTM modulating pres- 
sure-temperature regulator has been 
added to the maker’s line of steam and 
liquid contro] equipment. 

As temperature tends to vary, the 
thermostatic control unit acts upon 
the pressure regulator to reduce or 
increase steam pressure. Pressure will 
modulate smoothly and rapidly be 
tween the initial setting and zero, 
. thereby preventing overrun, according 

Thi Sais to the company. 

_ with o CLEMENTS -CADILLAC es i aneane ‘ The body is bronze or semi-steel 
ai at RS a Pilot valve, main valve and seat are 
stainless steel. All wearing parts are 
renewable. Available in six tempera 
ture ranges, sizes are 4-in to 2-in with 
’ screwed “ends and 24-in to 6-in with 

reduce repairs, ; flanged ends. 
| publications, — O. C. Keckley Company, Chicago 


replacement, 





MACHINERY 


Save your equipment. Remove 
dirt, dust, grit, filings from every 
erack and crevice before they 
damage your machinery, de- 


crease its efficiency. You'll 


down-time. 


Electric Shear 
Powerful, 


Ask your mill supply Versatile 


dealer for a demonstra- sue nina r tine : : 
tion, or write us for ? havea | A new high-powered, fast-cutting 
information. portable electric 12-gage shear, Model 
f , ’ 231, features a new handle design 
= ~ = ' with a contour grip. 
Most Useful “Tool in the Plant WRITE FOR | The position of the handle, it is 
FULL DETAILS, said, allows the operator to “push the 


eaaennets 080. C8 . que. nena 28. MA. shear” through the work with in- 
— creased ease. An aux'liary side handle, 


> i , << E 
} SEO BY BUSINESS AND: INDUSTRY FOR MORE THAN 44 YeaRs | ODA interchangeable for either right 
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| to 


RUST 


COLD GALVANIZE WITH 


ZRC 


. the new protective coating designed to give complete protection against corro- 
sion; save you many dollars in replacement costs. Easy to apply — brush or spray — 
ZRC gives lasting protection to iron and steel . . . at coverage costs low as 12¢ 
per sq. ft. 

DISTRIBUTORS — SOME TERRITORIES OPEN 
THE SEALUBE COMPANY © WAKEFIELD, MASS. 


ZRC SAMPLE... literature, coverage cost facts and figures, prices, and test panel available, write Dept. B 
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CHICAGO 


— Men 


SH ELDON = op 
U.S. A. . 
| aa k 


Zero Precision 
: Taper Roller Bearings 
j me Double V-Belts 
' to spindle 


‘ deliver more 
power to 
point of 


work 


Heavy 
Soddle has 
Scientific distribution of mass extra bearing 
gives bed extreme rigidity on bed 


Each Sheldon lathe 
must poss 18 tests 
for extreme occur 
acy before leaving 
factory 


Rohe up to t - Efficient 4-step (8-speed) 
aan V Belt Underneath Motor 

rater Drives carries thru stondord J 
bed no cut-away or 
split” beds 


\ 


(t 
X 


y 





TS 568 
1114" Swing, 56” Bed 


These feutures increase sales 
for Sheldon Distributors 


Sheldon Lathes have the modern features industrial users look for 
today ... not only the mechanical features and extreme accuracy 
but the convenience and safety features as well. 


These features with Sheldon’s extra capacity for size and moder- 
ate prices make it easy to close sales. The completeness of the 
Sheldon Line (both belt driven or gear-head lathes; swings from 
10” to 24") open to new and profitable markets for Sheldon dis- 


tributors. 


Write for catalog 


SHELDON MACHINE CO., Inc. 


4232 N. Knox Ave. Chicago 41, Ill. 
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left hand use, makes for easy handling 
in any cutting position. 

Model 231 has a cutting speed of 
2,500 strokes per minute, and is de- 
signed for cutting a variety of sheet 
metals. 

The shear has a two-piece foot de- 
sign to minimize replacement costs 
in event of foot breakage, and mini- 
mize curling edges on material being 
cut. Moving and stationary blades are 
freely accessible for adjustment, which 
does not require shims. 

Skil Corp., Chicago. 


Pipe Machine Chuck 


Tightens By 
Machine Power 


A new wrenchless power grip type 
4-in to 2-in pipe machine chuck which 
can be “sized” by a handwheel, has 
been introduced. 

When power is turned on, roller 
grip jaws tighten themselves according 
to the need, remaining tight and 
secure throughout entire operation, 
claims the manufacturer. It is stated 
the chuck can’t lock, slip, crush pipe 
or tubing, mar soft material or skin 
knuckles. 

Other features claimed include: 
free running with no drag, forward 
or reverse accomplished with equal 
speed and gripping power; roller grip 
jaws easily inserted without disman- 
tling chucks; replacement parts easily 
installed. 

Beaver Pipe Tools, Inc., Warren, 
Ohio 


V-Belt Fasteners 


Nylon Bushing 
Reduces Weight 


Recent improvements in the man 
ufacturer’s line of Alligator V-Belt 





N 0 W IN CHICAGO 


A PARKER-KALON WAREHOUSE 


Modern, convenient Supply Center at 4331 West Lake St. 





serves increasing needs of Midwest for 


P-K SOCKET SCREWS 





"ay PARKER-KALON 


SELF TAPPING SCREWS - SOCKET SCREWS ana OTHER FASTENERS 


“FACTORY STOCKS” of P-K Socket Screws — standard 
types and sizes in package or production quantities — are 
now promptly available from this P-K Chicago Warehouse. 





P-K SOCKET SCREW DISTRIBUTORS in the Midwest area 
will use these stocks to supplement their capacity to meet 
customers’ needs. Orders which cannot be filled directly 
from their shelf stocks will be filled and shipped promptly 
from P-K Warehouse stocks. Distributor’s stock replenish- 
ment orders will continue to be filled and shipped from 
New York. 


FOR MIDWEST BUYERS and P-K Distributors, the P-K 
Warehouse has been planned to provide a local equivalent 
of Parker-Kalon’s eastern plant — in complete stocks, 
order-handling capacity, and service facilities. 


P-K ASSEMBLY ENGINEERS in this area, with the new P-K 

Warehouse as headquarters, are now even better prepared 

to serve customers, and build sales for P-K Distributors. 

Now, with Socket Screws that offer more sales features plus 

guaranteed P-K quality . . . and with warehouse stocks 

immediately available . . . more than ever “You're O.K. 

eee —. 2 with P-K.” Parker-Kalon Division, General American 

comm wee | Psat: Transportation Corporation, 200 Varick St., New York 14. 
= 2.2.2 ae 

‘ on =e *2.¢ Pe See: 
we eet Pel ces.” 
oP Be 











FLAT HEAD BUTTON HEAD SHOULDER PIPE PLUG 


SOLD ONLY THROUGH AUTHORIZED 
P-K SOCKET SCREW DISTRIBUTORS 
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fasteners include the substitution of 


, a nylon bushing for the steel bushing. 
GREA TER PROFITS It is claimed this not only reduces 
weight of the fastener, but helps ab 


sorb shocks. 
The fasteners are furnished in sizes 


for A, B, C, and D belts. 
Introductory V-Belt drive units, 


containing everything to make end 
less V-Belts quickly, are also offered 
by the company. 


v Constant Consumer Demand Flexible Steel Lacing Co., Chicago 
) WNo Factory Sales to Users 
SSS Nationally Advertised 
SN v Firm Resale Price Policy 
v Highest Uniform Quality 


ee 


SLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 


a TeX Cam Clutches 
eh ~ For Stepped Shafts 
5 Nl A Aa om In Machinery Drives 
i ___ Lest 

oe 


/ 


A new line of cam clutches for 
indexing applications in a variety of 
machinery drives has been introduced. 

Designed Series HT, the new line 
of self-contained units includes a single 
row ball bearing that helps maintain 
concentricity of the inner and outer 
races. 

l'ypical applications mentioned by 
the manufacturer include feed rolls 
spring coilers, metal forming equip 
ment, dual drives, and two-speed ap 
plications. The new indexing clutches 
are said to be adaptable to general 
duty over-running and backstop op 
erations. 

Morse Chain Company, Detroit 


Transmission Belts 


Less Stretch, 
More Flexible 


A new line of the company’s Com- 
pass transmission belts, featuring a 
3-T processing technique for synthetic 
filaments said to stabilize the stretch 
characteristic of man-made fibers, has 
been announced. 
Addition of 3-T cord to their Com- 
pass H D transmission belts is said 
YORK, PENNA. to provide a product that is thinner, 
more flexible and capable of carrying 
greater loads than its predecessor. 
Goodyear Tire & Rubber Company, 


Akron 


Standard Ottemiller products are sold thru Mill Supply 
Houses. Send prints, specifications and other information 
direct to W. H. O. far quotations on your ‘special’ jobs 
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Do YOUR customers 


ever plan to 


move any machinery 9 


Baa) 


If so, here is 
an idea that will 
save them money, 
and will 
increase your sales 
This machine — 


moved 350 feet, yet out of 
- production only five minutes — 


prov CS. 


MOBILE MACHINERY CUTS COSTS 


Are you interested Leveling Barrymounts let you 


: H install machines anywhere, without 
in handling JJ . » any ' 
fastening them to the floor. This 


this product? means you gain machine mobility. 


Your product costs can be cut because 


if so—phone, mobile machinery gives you flexible 
° ine ¢ production layouts, Machine mainte- 
wire or write fo 10) nance and reject costs are cut because 
damaging external shocks are isolated. 
Installation costs are cut because re- 
ii o lagging = oo nting be quirements for expensive foundations 
cause the resilient mount iso- <= 
, : are eliminated — no lag bolts to set 
lates vibration and shock in all , : : 
; - or shims to drive, yet machines will 
directions — machines won't tk . 
walk. not walk. 


Leveling is simple and fast — W rue today for your free COPY 
Pe) d on just turn the cap screw and of LOOK — NO LAGGING and 
ur ads appear regularly in: tighten the lock nut — no shim- learn how you can save money with 
Piant Engineering , 
Product Engineering 
Mill & Factory 
Design News 

Steel 


Machine Design ‘: 1950 PLEASANT STREET 
American Machinist THE CORP. 
Metalworking WATERTOWN 72, MASS. 


Maintenance 
Tool Engineer 


ming is necessary. Barrymounts. 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 





cM COMET® 





% to 2 ton capacities. Portable, 
compact and rugged electric 
chain hoist. Available in push 
button and pendant rope con 
trol models. Plug in on 110, 
220 or 440 volt power lines 


CM PULLER® 





%, 1%, 3 and 6 ton capacities 
Lifts and pulls at any angle 
For 1,001 jobs. Low cost. Safe 
and easy to operate 





HIGH 
QUALITY 


CM Hoists represent the 
best there is in experi- 
ence, engineering, ma- 
terials and manufacture. 
Ask any CM Hoist user. 





€- 
CM METEOR® 


% to 5 ton capacities on™ 
Fast, low headroom 
heavy duty wire rope 
electric hoist. Single 
and two speed models 
Many exclusive fea 
tures. 


es 


CM CYCLONE® 
> 


% to 10 ton capacities. 
Light weight and effi- 
cient. Rugged alumi- 
num alloy construction 
for heavy duty and 
long life 


Sena, & 





ae PLUS ...CM Trolleys and Traveling Cranes 


Wide Acceptance . . . 


CM Hoists are known and re- 
spected throughout industry for 
their durability and efficiency. 
Regular advertising in leading 
industrial magazines continually 
promotes the CM reputation. 


Handsome Profits / 


CM Hoist acceptance en- 
ables distributors to do a 
maximum volume of busi- 
ness per dollar of sales 
costs. Practically every plant 
is a CM Hoist prospect. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 


REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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Cut-Off Tool 


Will Not Gouge 
Or Hog Into Work 


A new cut-off tool, said to elimi 
nate chatter and hogging, has been in 
troduced. 

The Northrop 2000 consists of a 
high-speed steel blade, a spring loaded 
blade holder, and a steel shank. The 
blade holder arm rides on top of work 

the tool acts as its own follower 
rest. According to the company, 
the tool face is always at work center 

H. D. Herder Tool Specialties, Kal 
amazoo, Michigan 


Take-up Bearings 
For Horizontal, 
And Wall Mountings 


New permanently lubricated take 
up bearings have been announced. 

Style “P” bearing is of protected 
screw design for horizontal applica 
tion. Made of welded structural steel 
it can be loaded in tension or com 
pression and bearing is self aligning 

Stvle “T” is designed for wall 
mounting. Both bearings units are 





THIS 


MUSHROOMING DEMAND 
For Rubber-Cushioned 


Brightboy? 


MORE AND MORE PRODUCTION MEN INCLUD- 
ING YOUR CUSTOMERS are realizing keenly that 
there are many finishing jobs rubber-cushioned Brightboy 
jobs that ONLY 


wheels do best and many more 


of accessory products: 
sticks, rods and blocks for 


Also made in a full range 


wheels, 


machine and manual opera- 


Brigzhtboy can do! 
fons. 


nationally recognized, nationally 


sell themselves for you! 


Versatile Brightboy abrasive wheels 
advertised, NATIONALLY DEMANDED will 
Let your customers know that you are stocking and sponsoring this leader 
and pioneer in rubber-cushioned abrasives. 

Brightboy’s adaptability is amazing. It goes far beyond other methods. 
It brings a wider and entirely new concept to finishing all metals, plastics. 


laminated materials. More: You get quick delivery! 


Brightboy “stock” abrasives 
“matched” to your customer's 
finishing requirements! 


yen! 


Without delay, you can now take right off your shelf the exact 


abrasive your customers need for faster, finer, finishing—for the 
greater adaptability that includes regular plus special uses 
BURRING, FINISHING, CLEANING, POLISHING, in one operation! 


EITHER SILICON CARBIDE OR ALUMINUM OXIDE GRAINS EACH 
IN COMBINATIONS OF DEPENDABLY UNIFORM TEXTURES 
AND GRAIN SIZES RANGING FROM EXTRA FINE TO EXTRA 
COARSE, IN SOFT, FIRM AND TOUGH RUBBER BINDERS 


- 


WELDON 3,” ROBERTS 


GREATER SALES OPPORTUNITIES 
GRATIFYING TURNOVER AND “REPEATS” 
EXECUTIVES AND SALES. 


the facts NOW on Brightboy 
Find out how profit- 


DISTRIBUTORS’ 
MEN: Get all 
rubber-cushioned finishing. 
ably Brightboy rounds out your abrasive service 
to customers; how you can sell it for new uses 
PLUS conventional applications and tie-up sales 
with cutting tools. Your request for information, 


prices and samples will receive our prompt 


attention. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
$5 North 13th Street . Newark 7, N. J. 





— Brketo ID@s7 


RUBBER CUSHIONED ABRASIVES | 
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America’s Pioneer Manufacturer of Rubber-Bonded Adhesives 
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STAINLESS STEEL 
FASTENINGS 
by Anti-Corrosive 


heca” 


i, > LOWER PRICE! Superior produc- 


\ f 


tion capacity and know-how means 
, a | 


lower costs — consistent top quality 


eliminates rejection headaches! 


AVAILABILITY! IN STOCK in- 
| ventory of more than 9,000 varieties 
and sizes of 


means immediate delivery of your 


stainless fastenings 


needs! Streamlined service on spe- 


cial orders, too! 


\ «> \SERVICE! Anti-Corrosive give you 
. needed information, quotations and 
shipments faster! The right product 

at the right time for the right price 


—a combination that means more 


sales for you! 


Write for FREE Catalog 54L, 
the one complete reference 
handbook to stainless steel 
Ask for the BIG PROFIT 


FACTS about selling Anti-Corrosive fas- 
tenings! 


fastenings! 


ANTI-CORROSIVE 
METAL PRODUCTS CO., INC. 


Cactiat 


Mud 





New York 


162 


| said to be equipped with standard 
200 mre ball bearings with 
wide inner-ring, deep ball race groove, 
close curvature type providing maxi- 
mum load carrying capacity with no 
sacrifice of radial shaft 
adaptor sleeve 

Shaft rotation is sax! to 
locking action 

r. B. Wood's Sons Company, 
| Chambersburg, Pennsylvania 


SCTICS 


space for 


increase 





Idler 


Cable-Suspension 
For Belt Conveyors 


\ new flexible, 2-bearing belt con 
vevor idler, said to cushion and shape 
itself to the load, has been announced. 

Known as Limberoller, it uses two 
bearings, and carries the belt on re 
silient, pressure-molded _ neoprene 
discs of all the same size 
at same peripheral speed. 
molded to a neoprene-sheathed, flex- 
ible steel cable, freely suspended 
from the bearings 

In continuous contact with the 
loaded belt, the discs are said to ex 
ert a slight gripping action that holds 
slippage to a minimum, and tends 
to keep belt aligned. 

I'he Limberoller permits conveyor 
heights from 134-in to 15}-in, and 
is available for belt widths of 24, 30 
and 36-in 

Joy Manufacturing Company, Pitts 
burgh 


revolving 
Discs are 


Soldering Tips 


lron Alloy Coating 
Over Copper Base 


\ new line of Hexclad soldering 
iron tips, featuring a durable coating 
of iron alloy over copper base on all 
exposed surfaces, has been introduced 

Inserted part of the plug tips also 
have a coating (to protect against 


» =a 











INDUSTRIAL DISTRIBUTION © DECEMBER, 1954 


Buty of i Ba 


its versatility for industry ... 
its saleability for you 





Because one 
machinist 
may prefer to 
strike work with 
a rawhide ham- 
mer — another 
with a softer com- 
position . . . still 
others with plastic, 
copper or babbitt, you can 
get all the business with 
BASA “replaceable face” 
Hammers. No room for dif- 
ferences of opinion on this 
point, Mr. Distributor: The 
replaceable faces of his 
choice slip inte the split 
head of a BASA Hammer 
in a flash. It’s as easy as 
changing a razor blade 
and holds like a vise. 
Stock up with BASA Ham- 
mers and refills of all 5 
mating interchangeable 
faces. Multiplies sales op- 
portunity 5 times! 


ar 


Write for Bulletin BE-20. 


GREENE, TWEED & CO. 





THIS “SELLING-PACKAGE” 
MEANS MORE SALES 
FOR YOU 


Advertising: Ads like this, ap- 
pearing consistently in numerous 
business magazines, pre-sell your 
customers on the American 
Pulley line. 


Delivery: Fast deliveries are 
more than just a claim. Over 
900% of standard items are de- 
livered from stock. 


Technical Service: On-the-spot 
engineering aid when you need 
it, is available to help you solve 
customers’ transmission 
problems . and make extra 


sales 


Full Product Line: American 
Pulley’s broad line of power 
transmission equipment offers 
one source of supply for your 
customers’ needs. 








s split tapered Wedg 


nto piace by six 
high-tensile bolts 

r locks onto machine 

fension and 


rome Sileslialehi mmo ibs 


Now—by American Pulley—a complete 
line of steel conveyor pulleys with split 
tapered, clamp-type hubs at no extra cost 


For the first time, you can buy conveyor ard—crown or straight face—in sizes from ¢ 
pulleys with split tapered hubs in all sizes through 60” diameter, 12” through 66” face, 
down to 6” diameter x 12” face! Moreover, and for shaft sizes through 10” diameter. 
this new line, Type “HD”, is designed and Larger sizes are built to specification. 

For applications where lagged pulleys are 


built to take the extreme loads of today’s wider, 
larger-capacity, more rugged belt conveyors. required, be sure to investigate American 
Heart of the “HD” pulley is the “WT” Pulley’s exclusive Griplex Spiralagging. This 
(Wedg-Tite) hub. This massive, split tapered unique, inexpensive, top-quality covering can 
hub squeezes its shaft with a bulldog clamp- easily be repaired or replaced. 
grip to prevent hub wear, bell-mouthing and Two other pulleys, Type “L’’—for light 
pulleys from “walking” on their shafts—makes duty applications—and Type “O”—where 
pulleys easier to install or remove from shafts. split construction is required—are also avail- 
Keys now become necessary only on drive able. See your local distributor or write today 
pulleys for full information. The American Pulley 
American Type “HD” Conveyor Pulleys Company, 4216 Wissahickon Avenue, Phila- 


with split tapered hubs are available as stand- delphia 29, Pa. 







At the Profit End of the Machine 
Power Transmission by 


MERICAN 


PULLEY COMPANY 


\ t ' 





———————— 











OTC 50 Ten Hydroviic Rem puiling drawing gear on paper 
sheoring machine 


HYDRAULIC PULLERS 


You'll make more money—win more satisfied customers when 
you seli the right tools . . . tools that do the job faster and 
at a savings. 

OTC Hydraulic Pullers do every imaginable pulling job up 
to 95% faster, saving costly parts and tools. One sale leads 
to another. And one of the outstanding features is the ease 
with which the Power Twin unit adapts to OTC Grip-O-Matic 
sets already in use in thousands of shops. 


Sell the conversion set—get your customers started—then 
they'll want the 30, 50, or 100 Ton sets. These tools are real 
money makers for you and profit makers for your customers. 


OTC Rem and push- = A - OTC Ram and Grip- 
puller removing cy!- . t O-Matic removing 
inder sleeve ‘ bull pinion shoft 


OTC Rem and push- 
OTC 17% Ten Rem on Peort- puller pulling spline 
able Press for shop usc shaft bearing 


OWATONNA TOOL COMPANY 


373 Cedar Street Owatonna, Minn. 


164 INDUSTRIAL DIS\RIBUTION © DECEM3ER, 1954 


oxidation of the copper), said to be 
sufficiently thin so that good heat 
transfer to tip is maintained. 

The new line of tips is said to sup- 
plement but not replace the maker’s 
standard Tellurium copper corrosion 
resistant tips. 

Hexacon Electric Company, Roselle 


Park, N. J. 


Band Saw 


Tilting Mechanism 
Counter-Balanced 


A new Darra-James tilting arbor 
band saw has been announced. 

Features claimed by the maker in 
clude: blade tension and blade guides 
remain in proper adjustment through 
ali angles of tilt, and table stays flat; 
tilting mechanism locks at any angle 
with T handle locking screw; angle 
of cut can be changed while saw is 
in Operation. 

Model No. 512 has a throat of 12- 
in at regular 90 deg. angle of cut, 15- 
in at 45 deg. angle, and cuts material 
over 9-in thick. 

loolcraft Corporation, Springfield, 


Mass. 


Gas Salamander 


No Fumes, 
Instant Heat 


A new portable indoor or outdoor 
L/P gas-fired salamander, Mode] 500 
(Jet), has been introduced. 

Features claimed by the manufac- 
turer include: dual purpose shield 
which deflects heat along floor, in- 
side baffle for maximum efficiency in 
flow of heat, port hole for easy light- 
ing, packed one to the carton as 
knocked down unit for space-saving 
storage. 

rhe new gas salamander is equipped 
with low pressure regulator and seven 
foot neoprene hose with fittings. No 
additional parts are required for op- 
eration. 

Jackson Manufacturing Company, 
Harrisburg, Pennsylvania 





Hydraulic Pump 


For Operating 
Power-Twin Rams 


A new electrically driven hydraulic 
pump for operating the company’s 
Power-Twin rams has been an 
nounced. 

The new pump is equipped with 
a G. E. 4 hp motor with capacitor 
start and induction run. A singk 
piston reciprocating type, the belt 
driven pump is said to be capable 
of delivering 10,000 psi in intermit 
tant service and 6000 psi for con 
tinuous service. 

The pump will operate all four of 
the maker’s Power Twin rams of 174, 
30, 50 and 100 ton capacity faster 
and with greater efficiency than any 
hand-operated pump. ‘The company 
also states motors with different cha 
acteristics may be supplied for special 
requirements. 

Owatonna 
tonna, Minn. 


Tool Company, Owa 


Lathes 


New Pedestal For 
10, 11 and 13-in. Swing 


A new heavy cast iron pedestal tha 
fully encloses the motor and drive 
has been announced as a feature of 
the company’s 1955 lathes. 

The tailstock leg provides storag 
space for tools and accessories. 

Other improvements claimed in- 
clude: double neoprene cog V-belts 
to spindle; safety type switch; special 
formica end gears. 

Sheldon Machine Co., Inc., Chi 


cago 


+ 


Browning 


Bushings 


FOR SIMPLIFIED 
ASSEMBLY 


Mounting and removing the Browning bushing is so easy you 
actually can do it blindfolded! When in place, however, this split taper 
compression bushing exerts powerful clamping force on the shaft, will 
not loosen under the most punishing loads. Made of “unbreakabie” 
malleable iron, practically indestructible. No special tools required, Inter- 
changeable in Browning single and multiple groove sheaves, Poly-V 
sheaves, roller chain sprockets, paper pulleys and rigid, flexible and chain 
couplings. Browning distributors offer thousands of size and bore combinations— 
off the shelf, ready to use. Ask for Catalog GCIOI. 


INDUSTRIAL DISTRIBUTION ¢ 


External key guides bushing into place, absolutely 
prevents incorrect mounting 


Tapered bushing and bore provide tremen- 
dous clamping pressure, assure true running. 


Hardened cop screws in- 
—_ sert easily, are tightened 
with ordinary open end wrench, 

locking bushing in bore 


Barrel is double split to 

permit positive locking 

clamp fit. Flange is sclid to 
maintain true accurate bore for fast mounting 
on shaft. No distortion. 


Bushing is keyed to shaft for added driving strength. 


Cap screws, when inserted in these topped push-out 
holes, easily release the compression ond permit 
fast simple disassembly. 


MANUFACTURING COMPANY — 


MAYSVILLE, KENTUCKY 
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Novrag 


INDUSTRIAL 


BRUSHES «xo BROOMS 


They Work to Your 
Sales Advantage 


The complete satisfaction CAPITAL 
equipment gives in daily performance 
brings customers back for more. Plant 
men responsible for efficiency in main- 
tenance want the finest and longest 
lasting equipment their money will buy 
—to a man they choose CAPITAL. Dis- 
tributors can’t miss when they sell 
CAPITAL. 


* We urge users to buy thru their 
local distributor + 


INDIANAPOLIS 
BRUSH & BROOM 
MFG. CO. 


Corner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA 
Est. 1890 











Heres a quality line with real profit possibilities. To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine eubscribers will read 
about the Channellock line every month . . . they are being told 
and sold. Use display boards, stock the full line . . . for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line 


THE PLIER OESIGN THAT OBSOLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 











| 
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Grinding Wheel 


Grind-Away 
Safety Rings 


Grinding wheels with safety rings 
reinforcing the wheel in the usable 
portion of the wheel have been de- 
veloped. 

According to the manufacturer, the 
rings have greater tensile strength than 
steel, but will abrade away during nor- 
mal cutting of the wheel without 
interference to the grinding action. 

This safety feature has been ex 
tended to straight wheels, and type 
5, 6, and 11 cups for portable grinders 

Colonial Abrasive Products Co., 


Conshohocken, Pa. 


Light Fixture 


One and Two-Lamp Units, 
Designed for Corridor Use 


A new Corridor Light, featuring 
a one-piece easily-removable plastic 
shield, has been announced. 

Made of 20-gage cold rolled steel, 
knockouts are provided for either 
pendant or surface mounting of the 
new fixture. End tear-outs for con 
tinuous row mounting create a con 
tinuous wire-way the entire length 
of the installation. 

Sylvania Electric Products Inc 
Salem, Mass. 





Copper Foil - 
Adhesive Coated, For 
Printed Circuit Work 


ce ANOTHER ADVERTISEMENT 


in trade magazines to 
on U-W quality. 





now appearing 
help sell your customers 


Upson-Walton shack 

les are drop forged 
from special bar qual 
ity forging steel for 
maximum strength 


and safety 








. = ENGINEERED 
Submersible Pump . To) my Vite 


Non-Mechanical Oil 
Pressurizing System 


Tecate” « gu smndianied Upson-Walton shackles are made with 
| pressurizing system for submersible round or screw pin, in anchor or chain 
pumps, is featured in the maker’s new types, hot galvanized or green 
Subette pump. enameled. Strengths and complete 
The new feature is said to provi dimensions are shown in free 
iutomatic sealing pressure to oil in , catalog. Your distributor carries 
motor with mechanical device 
the Pressurmatic tank keeps the 
sump and motor off the sediment 
ttom of the well. 
The Subette pump is packaged f 


el requirements ranging from 3 THE UPSON-WALTON COMPANY 


to 260 GPM from wells 6 and 8-in 12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 
I. D. and larger. Available mot } New York + Chicago + Pittsburgh 
range from 5 to 35 hp 


Byron Jackson Co., Los Angeles MANUFACTURERS OF WIRE ROPE + FITTINGS + TACKLE BLOCKS—ESTABLISHED 187/ 


a wide selection for your con- 


venience. ‘ 
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Sales Helps tf 


rom Manufacturers 





and F 


vith ‘I 


Marsena 
) M ille \ 


Butts 
Ma 


M. Parker 


Cambridg om 


Butts 


ot 


seated), Butts & 
Rust-Oleum, study 


Ordway Company 


mail campaign 


Tie-In for Rust-Oleum Mailing 


mail 


\ direct 


to bring participating distributors live 


impaign, designed 


leads on seven nationally famous prod 
uct lines, has been originated by Rust 
Oleum Corp., Evanston, III 

More than 100 manufacturers have 
joined Rust-Oleum, to enable the sup 
plier to offer distributors what the 
firm describes as “a new type of sales 
manship.” Here is how it works 

\ list of more than 100 products, 
manufacturers from all 
submitted to 
From 


representing 
over the United States, is 
the participating distributor 
these, he 
Rust-Oleum mailing 
ubmits these items, 
date mailing list (a 


ind specin 


included in 
He then 
with an up-to 


SC lects ux fo be 


his 

ne 
minimum of 250 
the date he wants 


Rust-Oleum 


names 
the campaign to begin 
does the 

l’irst 
type letter plugging 
the six other 
lected. Included is a bus pl 
card addressed to the distributor. On 
th check 
oft needed on his rust 
problems ilso check off 
the six other 
products the dist wv is featuring 


rest 
consists of a Jumbo 
Rust-Oleum 


manufacturers 


mailing 
ind 


CIs 


ness rep 


reply card, the prospect can 
information 
ind he can 
information desir 


168 
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Thus the distributor has the 
tunity to receive live leads on not one, 
but seven products 

Approximately three weeks later, a 
broadside out, fol 
lowed by another Jumbo letter and 
then a final All contain 
business reply cards directed to the 
distributor. Rust-Oleum sends all dis 
tributor salesmen a special letter ad 
them time a mailing is 
sent to their customers and prospects 

Rust-Oleum 
printing, addressing, mailing, handling 
Cost per name to the 
estimated at less than 
hirst class postage 
If the distributor to find 
other products that he wishes to 


Oppo! 


self-mailing goes 


broadside 


vising each 


handles printing, im 
ind postage 


distributor is 


is unabl 
SIX 
publicize in the prepared list, he may 
complete his items offered by choosing 
special Rust-Oleum subjects o1 
by designating one or two other prod 


Soli 


ucts, and submitting a line drawing 


ind a paragraph of descriptive copy, at 

in additional charge 

Che Rust-Oleum factory representa 
will also help the distributor check 
stock to make certain there is a 

proper inventory of samples and sale 
ible goods during the campaign 


tive 


his 
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Thor Film Shows 
Tool Application 


4 new 20-minute color motion pix 
ture titled “Tooling Up for Profits” 
has been produced by Thor Power 
lool Co., Aurora, Ill. It has been re- 
leased to Thor branches throughout 
the country for showing to distributors 
ind tool users. 

Uhird in a 
produced by the company, the current 
film covers the case history of the ap 
plication of Thor electric tools in the 
assembly of oil burner units at the 
Columbus, O. plant of the Armstrong 
Furnace Co 


series of movies to be 


Pai sw rons? 


youet OT tee 


New York Belting 
Offers Packing Calculator 


New York Belting & Packing Co 
New York, is offering a packing 
lector especially designed, according to 
the firm, for use by 
can't afford services of a packing sp« 
cialist. A cardboard disc six inches in 
diameter, the 1utomatically 
picks the most economical packing for 
a particular purpose. 

Shown on the face 
are packing styles and pressure and 
temperature readings for the four 
types of packing application: gaskets, 
valve stems, centrifugal and recipro 
cating pumps. Alongside 
the second and smaller disc is printed 
the material being handled: water, 
steam, brine, ammonia. The 
side of the selector gives the sizes in 
the 
i\ uilable 


small users wh 


“selector” 


of the selecto: 


1 window in 


revers 


which recommended packing 





Literature ¢ Training Courses 
Displays « Packaging ¢ Films 





H. K. Porter Issues Firth Sterling Training Series Starts 
Engineering Color Chart 
H.K. Porter Co., Quaker Rub 


ber Div., Philadelphia, has issued 
1 new color chart showing 

ing data for standard conv 
constructions. The chart and 
companying data sheet shows thes« 
characteristics for eight of the most 
popular ply and material combination 
theoretical ultimate strength, actual 
ultimate strength, fastener strength, 
operating strength with fasten 
erating strength with splice, trou 


index 


Lavallee & Ide Bring Out 
Net Price Selector 


Lavallee & Ide, In Chicoy 
Mass. has published a “compara 
net price selector” featuring an at 
rangement of its line of reamers b FIRTH STERLING has inaugurated a series of training courses for distributor sales 
to men. Ata three-day session held at the company’s Pittsburgh headquarters 13 dis 
3.0000 in. ributor salesmen from the midwest area were schooled in the manufacture of sintered 

irbides, high speed tool bits, drill rod and ground flat stock, etc. Besides films, the 
[he pubication, says the compan remand | ‘I : 1 lect wh thods 
bes been devieed to clinsinate the com rm employed plant tours and lectures to acquaint salesmen with proc ucts, methoc 
and 

fusion of the usual catalog and pric 
list combinations Illustrations D be converted into a counter display 
reamers are employed to head up tabl Six of the levels are individually pack 
columns iged in plastic sleeves and packed in a 
red-and-gray carton. A 4x9-in. display 
card, lying flat on the levels when the 
box is closed, is placed upright at the 
end of the box when it is opened. ‘The 
ird serves as a “billboard” for the 
contents. Shipping weight of th 

lete carton is two pounds 





decimal equivalents from \4 


i] 5 polic ics 





Threadwell Publishes 
New Type of Price List 


rhreadwell Tap & Die Co., Green 
field, Mass., has issued a new type of 
: , A-* industrial consumer net price list, 
Columbian Vise Converts ; featuring descriptions of its line of 


—_— : : Pa ii taps, dies, counterbores and keyway 
Shipping Box into Display ' Li ale boandine all plotted in graphic form 
Columbian Vise & Mfg. Co., ¢ ee against the range of product sizes. 
land, has designed a shipping b , There are three individual price 
its no. 339 “Torpedo” level which car lists, one each for taps, dies, and 








i 
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GREATER DISTRIBUTOR PROFITS 








RS 


Fibre screw anchor for 
use with wood or lag 
screws Only universal 
enchor that can be used 
in any moterial 

Weod screw sizes 

#6 to #20 
leg screw sizes 


2% to 2% 


RAWLANC RORS 


Heavy duty masonry 
anchor of ‘‘confined 
lead type’ for holding 
bolts. Meade in one 
piece—double encded— 
cannot be misapplied 
Bolt sizes 4" to 1” 


aes 


Three point easy-to- 
sharpen masonry drills 
for hand and power 
drilling For Potary 
drilling—vuse Raw! Car- 
bide tipped drills 


The improved machine 
screw onchor. The taper 
permits use in under 
sized holes, resulting in 
saving of drill costs 
Mochine screw sizes— 
6x2 32 te %& « 1! 


Only expension bolt 
combining anchor and 
bolt in one piece. Simple 
te vse, easy to instal! 
Drives tike nail inte 
dritied hele. Tremen- 
devs holding power 
Sizes 3/16" to %” 


Rw HAMMER. SETS 


Newest type of heovy 
duty mochine bolt oan 
chor MNoammer is only 
tool needed to set it 
permanently in the 
motonry 

Bolt sizes—3/16" to %" 


—— 
For simplicity of insta! 
lation ond security of 
enchoring any fixture or 
wtility in hollow walls 
or ceilings. 


RO 46 ScaEW SHIELDS 


ideal for all masonry 
fastening especially 
where ‘‘problem mo 
sonry “* is encountered 
Hove tremendous biting 
power Rustproof 





DIMENSIONAL CHART 
of above products 








3 WAYS 
COMPLETE LINE 


meets ALL anchoring needs 


The Rawliplug Line meets every anchoring 
need on every job, with lowest installation 
cost and maximum holding power. Continu- 
ous research and engineering keep products 


improved to meet all modern requirements. 


WIDELY ADVERTISED 


fo customers and prospects 


Constant and effective advertising in nine 


national trade magazines including: — 
Engineering Construction and Maintenance, 
and the Sheet 


Metal Worker tells the Rawiplug story to pros- 


Industrial Equipment News, 


pective buyers. This builds up and keeps up 


demand, which builds more business for you. 


ORIGINAL-GENUINE 
not an “imitation” 

Beware the “‘just as good" product. The suc- 
cess of genuine Rawl products has brought 
cause dissatisfied 


on imitators. Imitations 


customers. Play safe —recommend the 


genuine, complete Rawliplug line. 


SOLD ONLY THROUGH DISTRIBUTORS 


Lisl; 


RAWLPLUG Co., Inc. 


271 Church St., New York 13, N. Y. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1954 


counterbores and keyway broaches. 
The price lists have been designed, 
says the company, to help buyers, de- 
signers, and production men in setting 
up production plans. 


SERIES 500 


.. TROLLEY” 


Link-Belt Issues Book 
On Ball-Bearing Trolley 


A new line of ball-bearing trolley 
for overhead conveyors is covered in 
1 20-page book (no. 2536) issued by 
Link-Belt Co., Chicago. The book 
describes and illustrates many features 
of the new product, including appli 
cation and. maintenance information 
ind attachment data. There are 12 
illustrations of typical overhead trolle\ 
installations. 


DIE SETS—Lempco Products, Inc., 
Bedford, O., has published a 192-page 
catalog of its anti-friction die sets, 
guide post assemblies, and accessories 
I'he book is divided into seven sec 
tions with each section tab-indexed 
Over 300 sizes of the die sets are 
listed, together with a wealth of othe1 
information. 


PIPE—Babcock & Wilcox Co., Tubu 
lar Products Div., Beaver Falls, Pa 
has issued a bulletin outlining meth 
ods of bending and joining stainless 
steel pipe. The publication also dis 
cusses the problem of light-wall vs 
heavy-wall pipe. 

ALLOY Carboloy Dept., General 
Electric Co., Detroit, has released a 
technical sheet (HV4) covering the 
latest information on the machin- 
ability and other physical properties of 
“Hevimet,” a high-tungsten alloy pro- 
duced by powder metallurgy 


LATHES—Cincinnati Lathe & Tool 
Co., Cincinnati, has published a new 
service manual and parts list for its 
tray-top 214” to 26” lathe model 








Packing Types meet 95% of all packing needs 











* 


High speed rotary compressors like this one u hic h supplies 
pneumatic tools with 230 cubic feet of actual free air per 
minute—compressing it from atmosphere to 100 lbs. gage— 


TYPE 3 give top performance with R/M Packing No. 920, a pack 


ing included in Type 3 of R/M’s Big Packing Types. 


R/M gives you better sales arguments 


Arm yourself with R/M’s Big 7 Packing Types tive rather than costly corrective maintenance 
and youll find vou have the answer to almost If you would like to increase your packing 
any packing problem. With them you can show profits, plan to sell R/M’s Big 7 Packing Types. 
a plant how to reduce inventories, how to lower Raybestos-Manhattan will provide you with all 

cut downtime, how the selling aids you need including sales train 
ing for your salesmen—and support you month 
after month with hard-selling ads in the leading 
trade and business publications read by your 











maintenance costs, how 
to facilitate ordering. R/M’s Big 7 Packing Types 
are engineered to give custom-built performance 
in all but the very rarest applications. By stand 


ardizing on them, a plant can practice preven customers and prospects. 


R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC., PacKING DIVISION, MANHEIM, PA. 
#8 i G * FACTORIES: Bridgeport, Conn. ; Manheim, 
Pa.; No. Charleston, S.C.; Passaic, NJ.; 
Neenah, Wis.; Crawfordsville, Ind.; Peter- 
borough, Ontario, Canada. 


RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles « Industrial Rubber, Engineered Plastic, and Sintered Metal Products + Abrasive and 
Diamond Wheels +» Rubber Covered Equipment + Brake Linings * Brake Blocks * Clutch Facings « Fan Belts + Radiator Hose + Bowling Balls 
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OW CONVERT YOUR STEEL HAMMER TO A 


HAMMERHEADS 


with COPPER, LEAD or PLASTIC INSERTS 


PATENT NOS 251543 AND 2499807 


THER PATS PEND 


Strong steel cup with a soft metal or plastic insert which 
can be quickly fitted to your present hammer and held 
firmly in place by taut steel coil-spring as shown. 
Write ter cotelogve 
STEVENS WALDEN 


Inc. 


F woR FAMOUS HAND TO Mise] Mela | YEAR 





1342 W. Vernor Highway 


CARBIDE TIPPED 
Work Support Blades 
for Centerless Grinders 


WILLEYs 


TUNGSTEN CARBIDE 


TOOLS 
we 
5 
Se) 


WILLEY’S CARBIDE TOOL CO. 


WRITE FOR CATALOG 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged — re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy 
For prompt quotes, send prints - or sample of blade 
you are now using, and specify material to be machined. 


WIZTITEYS Wiel 


Detroit 1, 


VOLE MAKERS f 


Michigan 
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SCALES-—Martin-Decker Corp., Long 
Beach, Calif., has released a bulletin 
(no. M-25) describing the firm’s “SU- 
20 Sensater,” a friction-free hydraulic 
hook scale made in models up to 
20,000 Ibs. 


TRANSMISSION — T. B. Wood's 
Sons Co., Chambersburg, Pa., has is- 
sued a bulletin (no. 497) on its new 
variable speed drive showing how to 
design and select drives for one to 
20 hp. motors. Dimensions and list 


prices are covered. 


fg TQURNE ay 
tit a 


4 oy, 


LeTourneau Brings Out 
Electric Hoist Folder 


The construction and 
features of a new line of 
hoists are illustrated and explained 
in a six-page folder issued by R. G 
LeTourneau, Inc., Longview, Tex. 
Capacities of four to 15 tons are coy 
ered. Line drawings show two of 
the hoist features: the combination 
motor-load brake and the gear reduc 
tion design. Typical applications are 
shown. 


opel ition 
electric 


TOOL PRICES—A price revision, in 
cluding a 6% average increase on its 
standard tools, standard blanks and 
special blanks and a price decrease 
on large carbide pieces for die appli 
cations, has been put into effect by 
Carboloy Dept., General Electric Co., 
Detroit. 


Eriez Manufactur 
1 new 
non 


SEPARATORS 
ing Co., Erie, Pa., has issued 

16-page general.catalog on its 
electric magnetic separators for the 
removal of unwanted iron. The cata 
log provides complete information on 
the installation, technical data, speci 
fications, and available sizes of various 
components of its equipment. 


HARDNESS TESTER—Gnies Indus 








tnes, Inc., Testing Machines Dvwv., 
New Rochelle, N. Y., has published 
a bulletin on the “Wilpert-Gries” ma- 
chine for standard rockwel! hardness 
tests. The new publication also 
gives information on standard equip 
ment of each machine, optional ex 
tras, bench space requirements, and 
weights. Another division of the 
company, Gries Mfg. Co., has issued 
i catalog describing its line of zin 
fasteners. 


GRINDING WHEELS 

rundum Co., Niagara Falls, N 

has published a brochure describing 
the use of its ““V40” tool room wheel: 
in the conservation of tools. Included 
is a chart spelling out recommenda 
tions for grinding high-speed tool and 
cdi steels 

BRUSHES- Milwaukee Brush Manu 
facturing Co., Milwaukee, has issued 
1 new general catalog (no. 36-R-54 
describing and illustrating the firm’s 
line of industrial brushes for produc 
tion and maintenance purposes 


WELDING H 

Union, N. J., has issued 

brochure presenting several examples 
of the application of the firm’s weld 
ment products in industr\ 


Champion Offers 
Lighting Calculator 


Champion Lamp Works 
Mass., has developed a pocket 
calculator to assist plant men 
lighting problems. According 
company, the calculator en 
to work out general lighting problem 


with high degree of accura 


SE PARATOR ABA Tool & 
Man he ( 


KENNED 


gives you the answers 
to your Valve questions en 


with the 
New 


KENNEDY 


VALVE Check Charts... 


show you at a glance Hacu, When, Where 


to use the correct valve to fit the job! 


Designed for fast, easy reference, con- 


Now you can tell at a glance the cor- 
rect KENNEDY Valve to use on a speci- 
fic job . . . and why! These new valve 
Check-Charts show you the important 
features of the various types of KEN- 
NEDY Valves and explain their proper 
installation and use. Show you which 
valves go where . . . list specific Figure 
Numbers for accurate selection 
describe why that valve should be used 

. and even suggest additional uses 


for Kennedy Valves. 

One chart describes Kennedy Bronze 
Valves and its companion chart lists 
uses and conditions for lron-Body Valves. 


tains the answers to most of your valve 
questions. Large enough (16%” wide x 
25” deep) for easy reading and hangs 
right on your wall in your office or shop. 


Here are long-needed valve Check 
Charts that give you quick, correct in- 
formation and show you how and why 
certain valves are built for specific jobs. 
Get your Kennedy Valve Check-Charts 


KENNEDY VALVE MFG. CO. sus 


1621 E. WATER ST. 


ELMIRA, NEW YORK 


illustrated leafl * scribing its mew * VALVES « PIPE FITTINGS «+ FIRE HYDRANTS 
“Nutmeg” sheet pe OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO - SALES REPRESENTATIVES IN PRINCIPAL CITIES 


permanent magne 
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MILLERS FALLS COMPANY 
Dept. ID-6, Greenfield, Mass. 


Performance 
Millers Falls 
“BLU-MOL”Z 


more cuts 
per blade 


What keeps your customers coming back for more of 
the products you sell? Performance on the job! Yes, 
performance is the key to customer satisfaction . . . 
and to greater sales for you. 

That's why it will pay you to stock and sell Millers 
Falls “Blu-Mol” hack saw blades. In actual perform- 
ance tests, even on the toughest sawing jobs, “Blu-Mol” 
delivers up to 50% more cuts per blade. 

Machined from a specially-selected high-speed steel, 
“Blu-Mol” blades are precision heat-treated by an ex- 
clusive Millers Falls process. The result is a blade of 
extreme tooth hardness and toughness, with a stub- 
born, long-lasting resistance to abrasion on any 
machinable material. 

Write for full details on the profit-making possibili- 
ties of “Blu-Mol” power and hand Hack Saw Blades, 
and “Blu-Mol” high-speed, welded-edge Hole Saws. 
All combine the same unique qualities that are setting 
records for performance and economy in thousands 
of plants. 


The world’s broadest, 


most highly-developed 
line of metalcutting saws 


MILLERS FALLS 
TOOLS 


SINCE 
1868 ° 


Shee Ma h of Syperiorily 
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device which automatically separates 
stacked steel sheets or strips. 


CHAIN-Risdon Mfg. Co., Nauga- 
tuck, Conn., has issued a 16-page 
catalog presenting the firm’s “Russell” 
line of chain and related items. A 
feature of the publication is the ac- 
tual-size illustrations of the various 
chain types: sash chain, sash chain 
attachments, furnace chain, double- 
loop coil chain, ball chain, etc 


VALVE ACTUATORS—Pantex Mfg. 
Co., Pawtucket, R. I., has released a 
two-color eight-page illustrated bulle- 
tin covering its new line of plug valve 
ictuators Illustrated with photo 
graphs of typical installations and de- 
tailed line drawings, the bulletin gives 
engineering data and ordering infor- 
mation. 


Davrus Boring Set 
in New Display 


4 new merchandising carton con 
taining six plastic packages of boring 
tools has been developed for counter 
use by Davrus Corp., Joliet, Ill. A 
feature of the unit is a box printed on 
the carton’s front containing the re- 
sults of University of Illinois tests on 
the firm’s products 


FOOLS—Porter-Cable Machine Co., 
Svracuse, N. Y., has issued a new 
catalog (no. 101) on its electric tools 
for building, woodworking ind 
maintenance 


SOLENOID CONTACTORS 

Guardian Electric Mfg. Co., Chicago, 
has issued a bulletin illustrating and 
describing a wide range of its sealed 


ind enclosed solenoid contactors 


BEARINGS-—Bound Brook Oil-less 
Bearing Co., Bound Brook, N. J., has 


issued a new stock list (no. 4 n- 





taining the firm’s most popular stock 


sizes of porous bronze bearings. Ap 
plication, installation, lubrication, and why COLIUMBIAN VISES 
machining information is also given 


Special Screw Brings Out 
New Tube Fitting Catalog 
Special Screw Products ¢ 

ford () has rel ised i 

italog covering its line of “Kon 
trik”’ stainless steel flared tube f 
Included are application, install 
nd performance data, as well 
formation covering stainless wel 


nectors, bulkhead unions 


ler fittings, and lap joint stul 


cee" STANDARD KENURLED JAW FACES of heat-treated tool steel are 
BEARINGS—A new catalog f ; 

854) describes the “Tru-Rol fastened securely and will not come loose in use, but may be re- 

cvlindrical roller bearings manufa placed if the original jaw surface is worn. New vises may be ordered 

tured by Rollway Bearing Ci VI: with SMOOTH JAW FACES of hard- 

eo LS : ) Phe — eve . ened steel to protect soft materials and 

at one a ae | ! finished surfaces... or with COPPER 

an INSERT JAW FACES if non-sparking 

or non-magnetic material is required. 

SPECIAL JAW FACES, designed and 

machined out to fit irregular shaped 

pieces, can be used for production work. 


Columbian Distributor Service Saves Time t; 
In addition to Columbian Vises, your local distributor 
stocks thousands of other items essential to your daily 
operations. You make one phone call... get one invoice 
.+. pay with one check... streamline your purchasing 
and accounting. acces 





CLEVELAND 4, OHED 


Jansson Co. Brings Out Vit The Columbian Vise & Mfg. Co. 


Gage Block Catalog 
Jansson Gage Co., Detre has . SLEDGE TESTED 
publishe 1 new catalog <« verin t GUARANTEED UNBREAKABLE 


line of e block sets 


Sold only throngh industrial distributors! 
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WHICH V-BELT 
Should You 





% In this way V-Belts can be made up 
in any length wo fi any drive the fast 
economical way V-Belts that per- 
form exceptionally well. Don't dis- 
appoint customers—help them avoid 


costly delays. 


In contrast to link-type belts these 
ALLIGATOR fastened V-Belts have 
just ome strong joint... stretch and 
follow-up maintenance are reduced to 


@ rrienieniuem 


ALLIGATOR INTRODUCTORY V-BELT 
| DRIVE UNITS 

contain V-Belt- 

ing, Fasteners and 

Tools — every- 

thing you need in 

one compact 

package to make 

up V-Belts quick- 

—“ly. Available in 

sizes A, B, C & D. 


Ask for Bulletins V-215 and V-216 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 


ALLIGATOR 
V-BELT FASTENERS 


FLOORING -—Tile-Tite Corp., Cleve- 
land, has issued a four-page circular 
describing its “Duopax’’ floor patch- 
ing compound. Applications methods 


ire described. 


GAS ANALYZERS~— Mine Safety Ap 
pliances Co., Pittsburgh, has issued a 
20-page brochure describing its line 
of combustible gas analyzers and 
alarms 


SOFY, FLEXIBEE 
CRINDING WILL 





Merit Products Offers 
New “Grind-O-Flex” Display 


Merit Products, Inc., Culver Cit 
Calif.. is now offering an attractive 
unter display for their new flexible 
grinding wheel known as the “Grind 
()-F lex.’ Made from heavy clap 
id, the display is held upright by 
iserting one of the 6” grinding 
wheels in the cut-out in the base. ‘The 
id stands 14” high and is 10” wide 


FASTENERS-~— Standard Pressed Steel 


( Jenkintown, Pa., has prepared 


2-page catalog describing in pi 
ind text the 


m threaded fasteners 


company’s “Un 


socket screw prod 
quar¢ head set screws, Dry 
thread pressur plugs, dowel 


ocket screw keys. Als 


product 


] 

rawing 
LEVELS—Columbian Vise & Mfg 
Co., Cleveland, has published two 
new bulletins, one covering its alu 
minum levels and the other its car 
penters’ wood levels. Fully illustrated, 
the bulletins contains specifications 
for each level Emphasis is placed 
in two recent additions to the Co 
line: the No. 339 Alu 
minum ‘Torpedo Level,” and_ the 
brass-bound carpenters’ and masons’ 


lumbian 


levels 
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SALES POINTS 


that help you SELL 


GRINDERS 


|. BALDOR Grinders have totally enclosed, splash - 
proof motors protected against dust, dirt, grit 
and metal particles. (less servicing) 


. Motors are dynamically balanced for smooth op- 
eration. (wide clearance between wheels and mo- 
tor frame for fast, precision grinding) 

. Large ball-bearings, lubricated for life. 

. Wide range; '4 to 3 hp., 6” to 12” individually 
balanced wheels. Bench & Pedestal types for 
shops and industry. 

. Sturdy-built for heavy-duty and fully guaranteed 
by Baldor—a basic manufacturer of grinders for 
more than 30 years. 


- Competitively priced—a better value considering 
initial cost and years of service. 


BALDOR ELECTRIC CoO. 


4364 Duncan Ave ST. LOUIS 10, MO 


ASK 
FOR 
BULLETIN 


ABOVE: Baldor Bench Grinder, No. 8200 series 
% hp. motor, 8” wheels, List 94° 





Arbor Spacers and Shims 


For milling, slitting and gang- 
saw. setups, shimming gears 
and bearings. Sets in 20 diam- 
19 gradu- 


ated thicknesses .001” to .125”, 


eters %” to 4”... 


specials over .125". Spacers 
with. keyways, shims without 
IN lelitealelibaelch 2 -taiti-te Mm lmiaelel— 


popers. 


EDES|A> DETROIT STAMPING COMPANY 
"332 Midland Ave. © Detroit 3, Mich 








10 REMEBER ALL-BRASS ? 
"Rnencan Soviet of Mechanic En ff ALI-IRON ? 


gineers, Commerci im 





adelphia. 

Ly 5—Automotive Wa 
tributors Association ( 
Conrad Hilton Hotel, Ch 

Dec. 29-Jan. 2—International Aut 
mation Exposition, 244th Regiment 
Armory, New York Cit 

1955 

Jan. 12-15—Annual Mid-\ 
ing, Southern Indust1 
tor Association, in 
Meeting of Southern an 
Associations, Edgewat 
tel, Biloxi, Miss 

Jan. 23-27—36th Annual M 
Associated Equipment Distr 
Conrad Hilton Hotel, Chi 

Jan. 24-27—Plant Maintenance ¢ 
gineering Show, Internation 
yhitheatre, Chicago 

Feb. 28-March 1—Region 
National Industrial Dist 
sociation and America 
Machinery Manufactur 
tion, Warwick Hotel, Phila 

March 14-18 Western Indu 
position, Shrine Audit 
Exposition Hall, Los Angel 

Mar. 28-April 1—Western Meta 
position, American  Societ 
Metals, Pan-Pacific Audit 
Ange les 


ae 
ve wont! This True Ball Joint Makes the Diff 
Supph Convention. Clk il Is rue a oin a es e | erence 
a a . ee ee 
June 19-23—36th Anni ? 
tenet Cost Conferencs ' Part malleable iron, part bronze alloy, Darts have the advantages of all-brass 
Seenristion of Cost A miei unions, without the disadvantage of stretching. They have the advantages 
Waldorf-Astoria Hot of all-iron unions without the disadvantage of rusted or pitted seats. They're 
Cit easy and fast to install, give a drop-tight fit, and can be taken off and used 
over and over again. You can’t buy more for your union money! 
1956 


—— QUICK FACTS 


Lipit i 
mn, \tl int f . 
iY Leakproof because precision- Va Bronze alloy seats are extra 
machined to a true ball joint wide, resist pitting and cor- 








and spherically ground rosion 


Y Shoulders are heavy — : 
POSITIVE IDENTIFICATION withstand abuse Practically indestruct- 
ible Nut and Body ... of 
Kindergarten pupils in a Connecti ~ Each Dart is individually Y air-refined, high-test 
cut town wear name tags now in or vacuum-tested Dy malleable iron 


der to tell the driver where they live b> yy vy 
{ 


according to Bus Transportation, 
McGraw-Hill publication. The driver 
used to spend two hours getting the 
youngsters home because they wouldn't 
tell him who got off where, the 
UNIONS 


DART UNION COMPANY ~. PROVIDENCE 5, RHODE ISLAND 
The Fairbanks Co. — Distributors: Boston » New York + Pittsburgh - Rome, Ga. 


magazine says. 
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Book Reviews 





\ HANDBOOK OF SMALL BUSI Watch excessive inventory invest 
NESS FINANCE, by Ralph B. ment; and Don't let the turnover of 
lower, Small Business Management ict working capital fall too low. 
Series No. 15. Small Business Admin Not too detailed, the booklet would 
istration, Washington, D. C., 30 helpful as a primer for a manag: 
Vis 70-page booklet is one of S.B.A ment tvro, or a checklist for a seasoned 
latest in the series designed to help ——— 
nall firms h lp themselves. Though BETTER SALES THROUGH 
lanted for manufacturers, it contains CREDIT. by Joseph L Wood, 
much that is fundamental for all , untage Press, Inc.. New York City, 
types of enterprise Ch ipter headings $3.00—Designed for college business 
include: Financial Statements; Finan 1dministration courses. this short 
ial Management: Ratios and Turn 163 page book covers most ph ses of 
over Rates; Banking Relationships; credit management and theory with 
l'erm Loans, Accounts Receivable and uit delving too deep. Its style is 
Inventory Financing; Some Current ntended to be readable and slightly 
Sources of Financial Assistance fot inspirational, the message being that 
Small Manufacturers; The Small credit and sales are a partnership 
Business Administration's Lending Headings are Principles, Organiza- 
Program; and The Cash Budget tion: The Credit Guide. The Ac 
he book stresses ind explains Se\ counts-Receivable Ledgers; rhe Credit 
eral Don'ts that distributors will find Investigation; Revisions of Credit 
it profitable to heed. Among them Files; Financial Statement Analysis; 
Don’t over-invest in fixed assets; Che Importance of the Annual Audit; 
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STEEL SHELVING 


The smart materials handling house carries a 
diversified line of steel shelving—to suit 
the varied requirements of al] customers. We 
believe that Estey Steel Shelving fits these needs. 


If interested in Dealer Representation, please write for complete details 
& our fully illustrated catalog. 


ESTEY METAL PRODUCTS, INC. 


ONE CATHERINE STREET * RED BANK, N. J. 
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Credit Decisions on Orders; Cash Dis- 
count; Collection; Financial Conter- 
ences and Seminars; The Commercial 
Fraud; Attorneys and Collection Agen- 
cies; Developing the Customer; S« 
cured Credit Extensions; The Credit 
Sales Partnership; and The Business 
Extension Department. 

Besides brief explanations of thes¢ 
fundamentals, the author presents 
some fresh ideas and arguments 
his own. Among them: that cash 
discounts are for the most part a 
nuisance and a deception, and might 
is well be eliminated; most stereo 
typed collection letters today serv 
principally to make customers angry, 
ither than hasten payments; too 
many managements entertain a short 
sighted, obsolete idea of the credit 
function, which is often performed bi 
1 combination watch-dog and truant 
officer rather than a “financial con 
sultant” and builder of sales 


BUSINESS MANAGEMENT, EFFI 
CIENCY SURVEYS AND  SYS- 
rEMS, by John A. Shubin, Barnes © 
Noble, Inc., 105 5th Ave., New York 
3, N. Y., $1.75—This 372-page pape 
bound is an attempt to include at 
least brief descriptions of all phase 
of business management between tw 
covers. As a study book (either in 
termediate or advanced) it should 
have considerable value; while many 
of the systems and techniques de 
scribed are not applicable to tie 
supply house, most or all are in daily 
use by vour manufacturing customers 
Salesmen’s familiarity with such mat 
ters as cost-control in manufactur« 
and the organizational structure of 
large plants can be useful at times 
Sections of the book also include In 
ventory Control, Job Evaluation, Ma 
terials Handling, Plant Maintenance 
Techniques, Budgeting and Finance 
and Sales Management—in all, it’s 
a fairly well documented checklist on 
scientific management. 


FUNDAMENTALS OF SELLING, 
by R. G. Walters and John W. Win- 
gate, South-Western Publishing Co., 
Cincinnati 2, Ohio—A sixth edition, 
with changes and additions, this high 
school or business course textbook 
covers what a sales trainee should 
know in any field. Novices in the 
business who do not fear that they 
will demean themselves by reading a 
school text may profit by looking over 
the chapters on The Seller (Person- 
ality, Attitude, etc.) and The Sales 
l'ransaction (from Preparing to Meet 
Customers to Closing the Sale). 
Fundamentals are much the same no 
matter where or who you are 


V.N.P 








Relax—And You'll Sell More 


Starts on page 93 





has learned the iver shares. He 


should use this judiciously, and thus 
provide the buver wit breath of 
fresh air, of hum iteres pleasant 
change of pace for 1 yuvers who 
re weary of canned le talks, idle 

sip, and the dr f pros iles 
Hic 

Rather than sh product knov 
edge down a salesman’s throat, \ 


] 
4 


[1 
Cncourges Hci tO Us ¢ pub 


rustec 


machmer 
canned 

ndustrial sal 

men who h 
who read extensive 
ictive part in comn 
Jones has observed, are not 
thev are less prone to n 
downs in the mid-forties, and are free 
of the fear of retirement s prey ilent 
in those who have devoted their entire 
time and energy to nothing but th« 
iob 


Practices What He Preaches 


Mr. Jones is a prime example of his 
own philosophy: he reads extensively, 
paints in oils, raises trout, writes, and 
runs a farm. In their forties, he and 
Mrs. Jones enrolled in Brown Uni 
versity for courses in philosophy and 
psvchology, and “it has enriched our 
lives since.” 

Most of his sales instruction and 
guidance, he advises, is accomplished 
while riding around with the salesmen. 

When I’m in their cars, riding be 
tween calls, I don’t stick to business 
I discuss life’s problems, their aims, 
ambitions, and desires. I’ve learned 
that the more complete a man’s life 
is, the better able he is to sell 

I believe that if vou engender the 
proper spirit in your sales force, it gen 
erates a spontaneous approach to get 
ting fun out of work, and accomplish 
ing more.” 

This observation was graphi ily 
illustrated when business declined 
early in the year. Four of Mr. Jones’ 
salesmen came into his office with 
idea for stimulating sales 

As a four-man team, the 
lenged four other Congdon sal 


Coffing Service Protects 
Hoist Life—and 
Your Customers’ 
Good Will 


At the Coffing factory, 
hoists are expertly serviced 
by the men who know 
them best... 


. . thoroughly checked— 
and tested at 100 percent 
overlood... 


THE importance of good factory service 
increases as production equipment is called 
upon to meet ever-growing demands — 
both in performance and length of life. 
That’s why your best bet is to stock and 
sell Coffing Hoists. 


These hoists are not only built to take 
extra punishment, they are backed by the 
kind of prompt, efficient service that holds 
down-time to a minimum — even after 
years of hard use. Units are expertly re- 
paired at the factory and returned without 
delay. Or if you are equipped to handle 
your own repair work, immediate ship- 
ment of replacement parts eliminates the 
need to carry large stocks of spares. 


Remember: Apologies don’t relieve a 
bottleneck. Protect your customers’ good 
will by carrying Coffing factory-backed 
hoists. For full information on the com- 
plete Coffing portable line — and the serv- 
ice that backs it — write Dept. A-12. 
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. . » then rushed back to 
active duty in your cus- 
tomer's plant, 


SAFETY-PU 
LEVER HO 


MIGHTY 


® BEAM TROLLEY 


COFFING 
HOIST 
COMPANY 


anv 





in a contest to run through the four 
following months. Last year’s business 
(a top year) for each salesman over the 
same four-month period would be the 
yardstick. The team that finished with 
the best record, in comparison to the 
comparable period’s attainment, would 
be the winning team. 

(he four challengers called them- 
selves ‘““lhe Steakeaters” and said that, 
if they won, the losers would have to 
cook and serve steaks to the winners 
and their families and clean up after 
the clambake was over. The affair 
would be held at Mr. Jones’ farm, and 
he agreed to provide the steaks. 

“When times get tough, when sales 
men need a lift,”” Mr. Jones observes, 
“it’s gratifying to have them come up 
with a team-spirit idea like this. It 
beats all the pressure, needling, and 
money incentives so often abused .. . 
or so it seems to me.” 

Leaning back in his chair, Mr, Jones 
adds philosophically, “Modern life is 
getting more and more complex, peo- 
ple are getting tenser; the drive to 
make more money, to gain security, 
seems to lead more and more to frus 
tration. Maybe I’m wrong, but it 
seems to me, if salesmen are encour 
aged to live fuller lives, they will relax 
and sell sell more . and last 


longer.’ 


The Buyer Looks 


| 


at Business 


Composite opinion of purchasing 
‘@]: IALITY! agents who comprise the N.A.P.A 
. Business Survey Committee 
Pickup Continues 


The normal, seasonal, industrial 


pickup reported by purchasing agents 

5 : in September was not a flash in the 

an [} . pan. It is confirmed by the October 

P . reports. Order increases are recorded 
" 


»y 46 of the members reporting, 


ind production up is reported by 


T e) O [ S 41%. Both outbalance the reported 
declines for the month by better than Ber Guster inlesmetion 
t-to-1, compared to the 3-to-l ratio : 
write 160 Canal Street 


in the September survey. Prices arc 
stronger and being well maintained 


Sellers are pushing hard and, appar a x < 
ALBERTSON & CO., INC. ently, esting markets Inventories ire | CLARK ROS OLT 0 
SIOUX _CITY, IOWA down again and leveling out, with MILLDALE. CONN 
U.S.A 


satisfactory turnover rates being ob- 
tained. Employment is reported up 
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by 30% of the Survey Committee 
members against 15% down. There is 
more full-time employment, but little 
overtime. Buying policy runs 90 days 
and under, with 30-to-60 days pre 
dominating 

he statistics are optimist pal 
ticularly when compared with a year 
ago However, there is nothing spec 
tacular in the present movement. It 
still has all of the characteristics of a 
normal, seasonal pickup and a stead) 
gradual, reversal from a recess! 
period. Purchasing executives 
this trend to continue for the 
f the vear 


More Strength in Prices 


Industrial commodity prices for put 
chased materials show just a_ little 
more strength this month. The over 
all picture is one of stabilit With 
the general improvement in business, 
it is quite apparent that producers 
fabricated items are very actively tes 
} 


ing the markets to find a buying level 


Purchasing reception rooms are busy 
ind repetitive calls are more numer 
us. Most price advances have b 
small. Buyers, viewing the ve 
ited price reductions that wer 
during the 1953-1954 industri 

+] 


l 


traction, believe there is lit 
+} 
' 


for recovery to be made in 
ynpetitive market 


Inventories Continue Down 


Inventories of industrial p 
material continue to drop, thougl 
majority have reached their mini 
safe operating level, with some 
idditions to stocks to 
creased production schedules 
the heavy liquidation of finish 
ind reduction of in-process inventor 
have had the effect of partially freez 


ing unworked materials, there has been 


Ing 


enough production demand, coupled 
vith stock reduction, materially 

crease turnover rates, a 

much to be desired. Conse 
purchasing agents is that lo 

tories will be maintained 

time unless there is a sustaine 

ening in procurement lead tin 


Employment Up 


Employment in industry is 
October. Some 30% report add 
pay rolls, compared to 15% 1 
declines. We have to go back t 


1953, to find another 2-to-] 
] 


Some of both the ups and downs is 


ittributed to seasonal changes. By and 
large, there is little overtime, but mor« 
full time. New car and applian 
models account for much of th 
hiring 

Buyers Still Conservative 


Buyers are still within a 


Indifference — whether it’s under 
the “big top” or on the 
production line —is inexcusable 
and often fatal. You simply can’t 
afford to take chances with a 
hard won reputation for quality 
performance. That's why we 

say it’s a pretty good rule to stick 
to a solder you know and trust 
... time-proved Kester Solder, 
constant in solder alloy and 
always a consistent flux formula. 


For the right Solder . . . the exact Solder you require choose 
KESTER, the job-engineered Solder — 8 Fluxes in Core Solder, available in 
5 core openings. Also remember: Kester Solid Wire 


and Bar Solder, Kester “Solderforms” and separate Fluxes. 


KESTER 


CORE 


SOLDER COMPANY 


4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY; BRANTFORD, CANADA 
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You can probably put up a pretty 
sharp sales argument. But when it 
comes to pressure gauges, you don't 
have to go on the defensive. Not if 
you recommend MARSH! 

We couldn't say this if the Marsh 
line hadn't already done its OWN 
talking . . . on the job. Practically 
all che big developments in pressure 
gauges and dial thermometers were 
pioneered by Jas. P. Marsh... 
and now look at those current 
developments—the Conoweld tube, 
the Marshalloy case, and the ad- 
vanced movement. All this and the 
“Recalibrator™ too! 

Advertisements like that above are 
telling the story of Marsh leadership 
in publications read by your cus- 
tomers. There is a Marsh gauge or 
dial thermometer for every need — 
each the best of its kind. Just say 
MARSH and end all arguments! Ask 
for latest information 


MARSH INSTRUMENT CO. 
Seles affiliate of Jos. P. Marsh Corporotion 
DEPT. C., SKOKIE, ILL 


with the “a 
REC ALIBRATOR 


‘ ond 
_— quickes 
aud that hoe. Ning 
s 
diustment — the fin! 
out of oclh, gauge: 


o superiotive 


GAUGES + VALVES + TRAPS 
DIAL THERMOMETERS 
MWEATING SPECIALTIES 





tive commitment range of 90 days 
and under, with the accent on 30-to- 
60 days. About the same number are 
in the cautious group of “hand-to 
mouth” as are in the longer column 
f 90 days. It is not expected that 
this policy will change unless deliver 
ies become extended, which might o« 
cur item by item, rather than a general 


push up 


Specific Commodity Changes 


For the third month there are more 
materials on the up side than on the 
down. The changes either way have 
been moderate. 

Reported up: Deoxidizing alumi 
num and screen cloth, brass scrap and 
ingot, cans, foreign copper, lamps, 
ferrosilicon, fuel oil, lead, lumber, 
vegetable oils, pole line hardware, re 
fractories, rosins, rubber goods, steel 
scrap, textiles, copper wire, zinc. 

Down wer Autos, casein, coal, 
sugar, eggs, shortening, coffee, cocoa, 
gasoline (some areas 

Hard-to-get: Copper, 
nickel, selenium, galvanized _ steel 
sheets, cement, lumber (but easing). 


Inercury, 


Canada Also on Up-Trend 


Canadian members of the N.A.P.A. 
Business Survey Committee report a 
continuation of the brisk production 
pickup of September, with order books 
well maintained, though not advanc 
ing as much as in the United States. 
Prices are not as strong but are on an 
even keel. Inventories are building up, 
a seasonal feature of the Canadian 
reports. Employment is a little better 
than in the States. Buying policy over- 
ill has been cut back from the Sep- 
tember range, but still takes a longer 
view than is followed by United States 
purchasing agents. Business is good 
in Canada 





FILL ‘ER UP 


A giant model of a gasoline pump, 
nearly 16 ft. high and 7.6 ft. wide at 
the base, has been erected by a gaso- 
line distributor in Lancaster, Pa., Na- 
tional Petroleum News, McGraw-Hill 
publication, reports. The giant pump, 
actually the station's office and stor- 
age room, is given at least portial 
credit for the station’s success; the 
unusual building has motorists on 
heavily-travelled Route 22 craning 
their necks as soon as they spot it 
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power-belt and gravity 


CONVEYORS 


are profit makers 


FOR YOU 


Heres Proof 
They are presold for you by 
hard -selling ads in Flow, 
Modern Materials Handling, 
Chain Store Age, Business 
A A ee 
ness publications. They pro- 
duce red hot inquiries—help 
make Farquhar a more profit- 
able line for you to handle. 
Write for. franchise details 
today! 


WRITE TO 
THE OLIVER CORPORATION 


A. B. FARQUHAR DIVISION 
Conveyor Dept. D-46, York, Pa. 











Anaidtogreater 
sales volume 


MORE POWER 
PULLER 


Here is a strong, durable utility tool for 
heavy duty work. Its every day uses 
are myriad. A number of trucking com 
panies carry a More Power Puller on 
each of their trucks. They find it an eco 
nomical, time saving unit for handling 
heavy crates and packages. 
Because of its wide adaptability — its 
light weight and one man operation, it 
is easily carried by distributors’ sales- 
men. They can give on-the-spot demon 
strations and prove its wide utility range. 
Distributors’ salesmen will find this con 
venient device an aid to greater sales 
volume—will provide more profits for 
them and for the house they represent. 
The More Power Puller comes 
equipped with 20, 30 or 40 feet of 
cable 
List Price $22.75 to $33.80 
F.0.B. Factory 
Distributor and 
Dealer openings 


Write, Wire or Phone 


The Wyeth 
Scott Co. 


NEWARK, OHIO 
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Obituaries 





Dawson Jabez Burns. 
Ward Leonard Electric 


Dawson Jabez Burns, 
president of Ward Leonard E] 
Co., died November 7 in Nev 

it 

Mr. Burns had been with th 
52 vears and was general consult 
the corporation at the time 
death. He became its vice-president 
1909, president in 1944, and chairn 
of the executive committee in 1945 

In 1907 he was particularly acti 
work to decrease the hazards of ope 
wire lighting and starter systems for 
uutomobiles and played an important 
part in developing lighting and start 
ing systems from 1910 to 1917. He 
ilso specialized in stage lighting con 
)] 

He was at one time consultant to 
Sperry Corp. and later president of < 
subsidiary, Wheeler Wire Corp 

Mr. Burns was a graduate of Colum 
bia University and was a member « 
the Electric Power Club, Nationa 
Electric Manufacturers Association 
Columbia University Club and §S 
wanov Country Club 

Surviving are his wife, Mrs. Jun 
Adams Burns; a son, Dawson Jabez 
Burns, Jr.; a brother, Kenneth Burns 
his mother, Mrs. Davis Burns and 
three grandchildren. 


tre 


H. Bruce Hobart. 
Pfarr & Hobart Co. 


H. Bruce Hobart, 73, presiden 
Pfarr & Hobart Co., Akron, Oh 
October 11 at his home. 

Mr. Hobart came to Akron 
to organize the business in part 
with the late George Pfarr. | 
first on East Market St.. th 
moved nine years later to it 
building at 446 East Exchang t 

Active in civic affairs over th 

irs, he participated in pl 

Strucnhion of a number 


mportant publ 


Allister C. Kater. 
Houston Distributor 


Allister C. Kater, 41, princi 
ner of Houston Industrial Suppl 
Co., Houston, Texas, died October 2 
t his home 

\ native of Grand Rapids, Mich 


had lived in Houston most of hi 


vu“ 


























COMPLETE 
LINE 


OVER 
FOR QUICK DELIVERY 


A QUARTER 


CENTURY OF SERVICE PLUS SPECIAL BLOCKS 


You can stock and feature MADESCO Blocks with con- 
fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 
experience. 

Satisfied users reorder MADESCO Blocks by name! 
Madesco advertising helps to create new customers. 


Check your MADESCO stock. A balanced inventory 
is your best assurance against lost sales. 


7 
ENGINEERING 
SERVICES 
AVAILABLE FOR 
YOUR SPECIALIZED 
NEEDS 
6 





MADESCO TACKLE BLOCK CO. 
EASTON, PA. 


“v7 


HAE -M69-354 
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MORE. RUGGED! 


OL UGALL 


WINCH HOIST. 


NEW MODELS 


...plus new, 


LARGER 
DISCOUNTS 


Now, Lug-All, the leading portable winch- 
hoist, introduces newly designed, job 
tested models—huskier than ever! Not a 
“warmed-over” design, but THE really 
new portable winch-hoist 


3 CAPACITIES 


All improvements are included on every 
model without any increase in price—on 
the Ie ton, the i\% ton and the % ton 
Lug Alls. 


MARINE MODELS OPEN 
NEW SALES OPPORTUNITIES 


All three capacities also available in rust 
resistant, corrosion resistant models that 
have passed severe salt-spray tests. Open 
up new hoist accounts with mines, chem 
ical plants, ship owners wherever 
corrosion is a problem. 
Some territories still open 
sive, established distributors. 


WRITE TODAY... 
THE LUG-ALL COMPANY 


WYNNEWOOD 11 PENNA. 


for aggres 


ing shared with others 
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Have You Heard This? 





What Causes Failures 


Many small 
place financial questions near the top 
f their list of management problems 
Similarly, many friends of small-busi 
owners claim that if the right 
ombinations of short-term and equity 
ipital were as available as they should 


business operators 


Hcss 


be, managing a small business would 
be vastly easier and much more profit 
ible. ‘The reasoning is probably true 
But financing is only one of the many 


ispects of management and financing 


ofte li 
ving from 


management in handling inventories, 


complicated by problems de 
inept or inexperienced 
xtending credit, buying raw materials, 
timating markets and so forth. The 
id records of small business failures 
that inexperienced manage 
much damaging than 
ick of financial Wendell 
B. Barnes, Small Business Administra 
tor, “A Handbook of Small Business,’ 
Smal \dministration, Sept 
1954 


ndicate 
nent more 


resources” 


Business 


Something Better Than Golf 


All I can behalf of 
cholarship is that, once the taste for 
roused, it gives a 


plead on 
it has been sense 
of largeness even to one’s small quests, 

fullness even to the 
to problems large ot 


ind a sense of 
mall answers 
mall which it yields, a 


in never in any other way be 


sense which 
ittained 
which no other source of human 
itihcation 
satisfying substitute, 
tead of loses in quality 
incl in pleasure-vielding capacity by b« 
ind which, un 
like golf, improves with age’’—Jacob 
Viner. A Modest Proposal for Some 
Stress on Scholarship in Graduate 


l raining 


can, to the addict, be a 
which 


ind quantity 


gains In 


What Price Harmony? 


We must not obscure the essential 
uniqueness of the individual by pet 
mitting the composite of the many to 
become a standard. There 
danger of 
loo many of out 
have a tendency to 
in terms of staffs, build 
budgets loo 
appears to 


1S evidence 
doing so 
establish 
mecasul\c 


that we are in 
rese irch 
ments 
their stature 
equipment and 
much of our legislation 

riminate against and to discourage 
individual accomplishment. Too many 
f our schools seem to be teaching us 
that man’s highest pedestal can be 
through harmonious con 


ings, 


Teac hed 
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formity rather than original personal 
ichievement 

“We cannot afford to make a dis 
placed person out of the Man with 
the Big Idea’’—Crawford H. Greene- 
walt, president, E. I. du Pont de 
Nemours & Co., speaking before the 
National Safety Council. 


Upward, with Some Pitfalls 


“No matter what fluctuations time 
may bring in the level of business, the 
rate of technological advance makes 
it inevitable that our long term growth 
trend will be sharply upward, poten 
tially than has 
been the case in this or any 
nation. For the next decade it is ex 
tremely unlikely that we shall experi 
ence more than one or two ‘deep rc 


before 
other 


more so evel 


cessions’ or ‘little depressions.’ We 
need not fear another long defla 
tion ; 

“Nevertheless, it will be well to base 
our planning on the probability that 
we will experience fairly deep reces 
sions from time to time and that, even 
if we were to be successful in produc 
ing a slump-proof economy, it would 
still be a good bet that in the course 
of the next decade almost every major 
industry would at one time or an 
other experience its own little depres 
sion” —Murray Shields, vice-president 
ind economist, Bank of the Manhat 
tan Co., before the Annual Life Con 
vention 


Needed: Products, not Production 


[his country’s next great economic 
ulvance must depend not so much on 
mass production as on new products 
developed by our research laboratories 
Today as before the future of 
Amcrica is being molded in our labor 
tories We are beginning to feel 
the hot breath of other nations on our 
necks. Other nations are catching up 
with us on mass produc tion and invad 
ing more and more of the world mat 
kets’—Roy C. Ingersoll, president, 
Borg-Warner Corp., speaking before 
the Industrial Research Institute 


never 


Pressure Is On 


“Since the war, manufacturers 
greatly enlarged their productive ca 
pacity and the pressure is on for mass 
distribution. The present generation 
of executives must have the resource- 
fulness and inventiveness for moving 
merchandise in large quantities. Top 
management today must think in 
terms of the business as an integrated 





“You see Powell Valves everywhere. Naturally, since... 


. engineers specify Powell Valves because they’re dependable and economical. 


Engineers also know Powell has a complete line of valves.” 


FAMOUS . ) 

for dependable flow control i) 
Powell Valves have a record of dependable flow control ' 
a ave ¢ Cc pe Cc r " 


since 1846. And Powell can supply just the valve you 
need—for Powell probably makes more kinds of valves CONTROLS FOR THE LIFE LINES OF INDUSTRY 





and has solved more valve problems than any other 
Organization in the world 

Available through distributors in principal cities. 
Made 4%” to 30° and for 125 pounds to 2500 pounds 
W.S.P. Bronze, iron, steel and corrosion resistant metals 
and alloys. On problems, write direct to The Wm. Powell 





Company, Cincinnati 22, Ohio. 


as (05 th 
owell Valves |; 


PS. This is just one of many ads appearing in trading magayimes that halp you sell POWELL VALVES! 
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whole if he is to make a proht. He 
must know how to set objectives and 
to organize for attaining them. . He 
must set up controls and not trust to 
luck”~Adolph Ullman, president of 
Northeastern Distributors, Inc., before 
1 meeting of the board of governors, 
National Association of Electrical Dis 


tributors 


Long Live Salesmen 


Sales organizations in general | 
would say are 20 years ahead of the 
urchasing Organizations in their cqn 
cpt of their function and their devel 
opment of techniques of doing a bet 
ter job of communication”’—B. D. 
Henderson, Westinghouse Electric 
Corp., “A New Concept of Purchas- 
ing,” The Chicago Purchasor, Oct 


1954 


How to Beat Personality Tests 


You will find that you will come 
closer to a high score (on ‘personality’ 
tests) if you observe two rules 

1. When asked for word associa- 
tions Or comments about the world, 
give the most conventional, run-of-the 
mill, pedestrian answer possible. 

When in doubt about the most 


beneficial answer to any question, ré- 
peat to yourself: 

I loved my father and my mother, 
but my father a little bit more. 

1 was a happy, normal American 
boy and everybody liked me. 

I like thing gs pretty much the way 
they are. 

I never worry about anything. 

[ love my wife and children. 

I don’t let them get in the way of 
company work. 

I don’t care for 
much.” 


books or MmuSIC 
—William H. 
“The Fallacies of 
ality’ Testing,” 
Sept. 1954. 


Whyte, Jr., 
‘Person 
Fortune, 


Production Still the Problem 


“Still we hear the familiar com 
plaints of faulty distribution. People 
say that the country’s capacity to pro 
duce has outrun its capacity to dis 
tribute and consume—that 
have solved the problem of produc 
tion, we have yet to solve that of 
distribution.’ It is true that the coun 
try’s factories have the capacity to turn 
out more goods of most types than 
could be sold at remunerative prices. 
[his situation, however, is not new 


‘while we 





TO HELP YOU 
in sellin 
VIKING ROTARY PUMPS 


Advertising Appears Monthly in these 
Publications 


Business Week 


Butane Propane 
News 


Chemical 
Engineering 


Chemical Processing 
Diesel Power 

Food Engineering 
Fuel Oil & Oil Heat 


Industrial Equipment 
News 


Machine Design 
Machinery 

Marine Engineering 
Milk Dealer 
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Milk Products 
Journal 

Mill and Factory 

Modern Railroads 

National Cleaner & 
Dyer 

National Petroleum 
News 

National Provisioner 

New Equipment 
Digest 

Oil & Gas Journal 

Plant Engineering 

Power 

Product Engineering 

Wall Street Journal 

Western Industry 


PUMP COMPANY 


CEDAR FALLS, IOWA 


pIES 
a 
roduc 


4.1L, Ano GAS 


ANAS 





1954 


but has existed over fhe years except 
in periods of abnormal demand such 
as Wartime. ... 

“The real problem is not that the 
system of distribution as suc. is inadc 
quate, but lies rather in the kind of 
goods and services produced and thei 
terms of exchange. Producers must 
turn out the goods that people want 
and this means ingenuity in develop 
ing new and better products when de 
mands for the old are satiated. 

“Also, prices must be such that con 
sumers can afford and be willing to 
pay. 

“Given these there is 
no reason why the people of this coun 
try cannot distribute and consume sub 
stantially all they can produce. . . . 

‘Thus the problem at last comes 
back to one of production”—The Na 
tional City Bank of New York, 
Monthly Letter on Business and Eco 
Conditions, Nov. 1954. 


conditions, 


nomic 


The Trend Is to Unit Loads 


“In distribution, more and more 
shipments are being designed around 
‘out-size’ pacakages, usually containing 
some sort of pallet-type base to facili 
tate movement by fork truck. In a few 
cases, this unit load is establishing 
itself as the standard selling quantity, 
instead of a dozen, a gross, or a hun 
items. The economies of han 
loads are so significant, 
that it 


ind stock 


dred 
dling in unit 


instances, pays to 


In S$oOine 
change selling 
sales managers may be forced to con 
sider this some day’’—James R. Bright, 
‘New Potentials of Materials Han 
dling,” Harvard Business Review, July 


Aug. 1954 


practice, and 


Cheaper by the Rub 


“Reports have it that a chronic alco 
requires Only -half the alcohol 


bring on a 


holic 
previously required to 
1 fact that one fellow be 
drunk imbibing shots of 
nationally known soft 


jiggers rubbed 


stupor. It's 
came ‘dead’ 
1 water-diluted, 
drink contained in 
around the edge with the bartender’s 
finger dipped in bourbon. Like so 
many other things, they say it’s only 
in the mind’— Ray Holtman, The 


Hoosier Purchasor, Sept. 1954 


The Big Misconception 

“Critics, generally, misconceive the 
nature and the functioning of one of 
the most distinguishing features of 
modern society—the business corpo- 
ration ; From this beginning, 
it is not surprising that they often 
reach conclusions which must sound 
bizarre to practical experienced peo- 
ple’—J. D. Glover, The Attack on 
Big Business, Harvard Business School, 








NEW LINES RUGGED 
taken on by 


DISTRIBUTORS ALTERCUT 
UD ;=, _ Bio 


been appointed exclusive distributor 
in western New York for Lindberg 


Air & Hydraulic Division, Lindbers 
Engineering Co 
Reid Brothers Co. has appointed th« 


following firms to handle its line 


—— ALL OTHER 
@ Moore Brothers Machin¢ 


Montreal | | R oo A M E R 5 


lransitier Truck Co. has appoi 
the following companies to |] 
its fork trucks on an exclusive | A really rugged application for any reamer is the illustrated 
® Hallidie Machinery & Equipment 
Co 
Portland, Ore reaming operation is particularly tough on reamers because they 
e { \ ACHINCT 0 . es . + 
: — lachinery ( often encounter insufficient stock to cut at highest efficiency and 
® Roll-Rite Corp 
Oakland, Calif 





clearance reaming of cast iron burners for pilot generators. This 


sometimes only rub. 


Under these adverse conditions, ordinary reamers would soon dull 

e : qed Supp'y ee 4 | i and need resharpening. Yet, this west coast manufacturer reports 
Republic Rubber D the 1” diameter Altercut reamers, which are operated at 75 S.F.P.M., 

Rubber & Tire Corp consistently provide between 2500 and 3000 holes per grind to 
Woodbury & Co.. Portland outperform all other reamers matched against them. 


een appointed distributo 
eo 


York Beltin The double cutting action of Altercut reamers produces accurate 


holes having exceptionally fine finish. Also, because each cutting 
edge is preceded and followed by an edge which cuts at a differ- 
ent angle to the axis of the hole, there is no chattering and reamer 


strain is greatly reduced. 


+} — io = aa , F P . . —— : 

eh erling In The above typical application is indicative of the unusual results 

rollowing firms to hand t 

ek. C. Blackstone (¢ 
Memphis, Tenn Whitman & Barnes line. For, each reamer type is designed and 


you will obtain when using any reamer selected from the complete 
® Kalamazoo Mill Supp! ’ ; : j 

ieee Sie manufactured to provide best possible results on specific applica- 
e Athos Steel Servic« tions. There is a Whitman & Barnes reamer for your job—try it 


y ] 
Philadelphia today for better results and reduced costs. 
@ The Farquhar Machin 


Jacksonville, Fla 


YOUR INDUSTRIAL DISTRIBUTOR 
Can Give You Quick Service 
1.5 MILLION PARTS On Whitman & Barnes Tools. 
Nike missile and control systems Contact Him Today! A a> 
have more than 1.5 million individual 
parts produced by several hundred . Ww + | | iN n | 4 8 f Me n . \ 


contractors in more than 20 states 





40010 Plymouth Road * Plymouth, Michigan 


’ 


according to Electronics, McGraw-Hill 


publication 
Nf wy 
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Brighton Screw men Norman Dahly and William Monte: This trio includes Larry Weeks and W. S. Woodworth (Yale 
how interest in what E. J. McOsker, I. D., has to say & Towne) and R. D. McGee, Schlafer Supply Co., Appleton 


All smiles are Alfred Riecken, (center) Orr Iron Co., Evans r time out are Carl Deisher, Richard Dietz and 
R. W.. Lake and A. D. Deardorff (Cleveland Cap Screw ool ietz Industrial Supply Co., Aurora 


Booths Featured at Central States 


( W. Helstror Globe Machinery & Supply ( morning meeting, D. M. Edgerly, Jr., Inter 
d 


Des Moines. was cted pre sident of the Central States state rv & Supply Co., Omaha, discussed th« 


Industrial Distributors’ Association last month when the ( for public relations in the industrial supply field 


group held its 22nd annual convention in the Edgewate ig difference between you and your competi 


Beach Hotel, Chicago tors is public relations, Mr. Edgerly declared. He also 


Elected with Mr, Helstrom wer usson, pointed out that evervone in a distributor organization 


} 


negut Hardware Co., Indianapolh pres! must be considered a public relations ofhcer 
Niep, Great Lakes Supply Corp., surer, and W. C. Teare, Sterling Products Co., Chicago, and the 


t 
Harvey Stangel, |. ]. Stangel lwat : n’s legal counsel, Harold T. Halfpenny, spoke on 


Wis.. secretary he being made by discount houses. Mr. ‘Teare 


Contact booths, manned by stributors, again \ said if ; safe to assume that discount houses were doing 
} 


utstanding feature of the two<lay event which was ; from $3 to $4 million annually. Their activities, he sai 


tended by more than 900 distributors and manufacturers iffect the industrial distributor. Mr. Halfpenny discussed 


Ihe booths were opened for three sessions: two hours, ral aspects of discount houses 


Sunday afternoon, Oct. 31: two hours, Monday morning, Miles I. Stray, Charles A. Templeton Co., W iterbury, 


Nov. |: and three hours the same afternoon Conn.. urged distributors to make known their feelings 


Also on the program were a Sunday afternoon “fellow on matters affecting them. He cited cases to show that 


hin”? “Ser yer ae 
ship” hour: a Monday morning meeting for distnbutors manufacturers receive only a handful of responses when 


mnly; a luncheon at which Robert A. Whitney, president hev change prices, reduce margins, increase margins, 


of National Sales Executive, Inc., spoke; a cocktail party idvertise in behalf of distributors, etc If you do nothing 


Monday evening and a closi 


, . , ] ‘ | ' 
banquet at which Edward more, ray pleaded, nd a] ird cong 


ng 


\. McF aul, autho- and lecturer, was th« pcake iting or criticising the mmpany. 
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Sure, other people 
make sledges, 


but... 


Put a Warren-Teed Sledge next 
to any other sledge and compare 
them point by point. Right down the 
line, Warren-Teed Sledges pack a bigger 
sales punch. 

Check that bright, distinctive Dutch-Blue lacquer; 
the shining faces; and note the smooth radius that gives 
Warren-Teed Sledges greater balance and greater ac- 

curacy regardless of whether they strike high or low. 
But you can't see everything. Take the steel — it's special open 
hearth steel forged as only the"World’S“laxgest exclusive maker of 
heavy hand tools can forge it. See the number? / That's a heat number 
verifying tH@~exact.content of the steel, You.eari't see heat treating either, 
but it’s there . . . deep and even in the places where it's most important. 
And finally, to cut your handling costs and boost your sales, these famous 
sledges are packed in tough, attractive cartons that make eye-catching display 








pieces. 
Get the complete story on Warren-Teed Sledges. Clip the coupon and send 
it to us. You'll be on your way to new sales and repeat sales to even the 





most demanding customer. 











Sales Manager 
Warren Tool Corporation 
Warren, Ohio 


® O. K. We want the complete Warren Tool story. 
W A R R E N ae I E E D (1) Have your salesman call 
trade mark () Send us Catalog No. 853 

NAME 


WARREN TOOL CORPORATION TITLE 
COMPANY. 
STREET. 
General Offices . . . Warren, Ohio CITY 











Manufacturers of Warren-Teed and Devil railway track tools 








Export Division . - 30 Church St., New York 7, N. Y. 
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New ... 


STERLING 


Tool & Cutter Grinder 
6“= 


“Let's not kid ourselves, our industry “Discount houses are doing an annual 
needs the right kind of public rela business of 3-4 billion dollars and they'll 
tions D. M. Edgerly, Interstate Ma affect our business.” W. C. Teare, 
chinery & Supply Co., Omaha Sterling Products Co., Chicago 


Speakers At Central States Meeting 


Bigger 
Capacity at about 
Y2 the cost of a 


Universal Grinder 


Up to 22” cutters on workhead, 11” swing 
between centers, grinds all types of tools 
The ideal grinder where only tool and cutter 
grinding facilities are required. Priced under 
$2000.00. Write for full details on the 
STERLING Model “RK-2” 


STERLING UNIVERSAL 
Tool & Cutter Grinder 





“There are increasing signs that dis “Too often we fail to let manufacturers 
count houses are here to stay,”’—Harold know that we are aware of their ac 
r. Halfpenny, Halfpenny & Hahn, tions Miles I. Stray, Charles A. Tem 
ounsel for Central States Association pleton Co., Waterbury, Conn 


A completely 
eniversal grind. 
er for shops 
wanting a ver. 
satile machine, 
STERLING 
6.2" 


Sharpen ',” to 
d drilis or one 
Low Cost Grind 


Write TODAY for full information on : 7 . 
Profitable STERLING GRINDERS here § remendous How Confused Can We Get” was the 


M DON H MF for salesmen and sales « itives iN topic of Edward A. McFaul, author and 
C . . helds Robert me pres it turer, who was the speaker at the 


15735 Galloway Eau Claire, Wisc National Sa osing banquet on Mondav evening 
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Pump room at State Teachers College in Fredonia, N.Y. “Featherweight” 85% Magnesia Insulation was installed on heating equipment 


and K&M Duplex Pipe Ir 


Insulation tractor E. J. Eddy, In Buffalo, N.Y 


lation was used on cold water lines. Plumbing and heating contractor 
Owner: State of New York 


Sans Corporation, Jamestown, N. Y. 
Architect: Cornelius J. White, State Architect 


“FEATHERWEIGHT” 85% MAGNESIA 
keeps your inventory to a minimum 


Every size and thickness of “Featherweight” 85% 
Magnesia fits into or over another size and thickness. 
This feature makes it easier for you to stock, handle 
and sell this top-quality insulation. 

And—to make a more effective insulation—you simply 
add another layer. It’s easy to see how “‘Featherweight” 
85% Magnesia keeps your inventory at a minimum, 
cuts down on the number of special factory orders and 
enables you to fill many unusual requirements out 
of stock. 

What a top-notch product ‘“‘Featherweight” 85% 
Magnesia is! Made of 85% basic 
Magnesia and asbestos fiber, it effectively insulates 


carbonate of 


=, 


piping and equipment with temperatures up to 600°F. 

K&M Duplex Pipe Insulation has a universal liner of 
saturated felt impregnated with a special water-proofing 
compound. It is adaptable to hot or cold water pipes 
and is effective for temperatures between 40° and 212°F. 

New and now available is ‘‘Featherweight” Water- 
Resistant Magnesia insulation for temperatures up to 
450°F. It is used underground where severe water expo- 
sure may damage the insulation or on indoor steam 
heated lines and equipment where high humidity and 
moisture are present. 

For an exceptionally outstanding line of low pressure 
insulations, write us today for complete information. 


KEASBEY & MATTISON company « AMBLER « PENNSYLVANIA 


No‘ture mode asbestos 


. . Keosbey & Mattison hos mude it serve monkind since 1873 
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CENTRAL STATES CONVENTION (CONT’D.) 


| OPDOP avowcavvers 


help you profit from the big 
swing to aluminum indus- 
trial ladders and staging! 


Enerossed in conversation were H. W. Axe Ingersoll Steel Div., Borg-W amner nd 
Dale Shreve, M & M Supply Co., Muncie; and Don Weist, M & M Supply, an 
Arthur Peterson (Ingersoll Steel Di 


Easier to sell because they're 
built of tough, tempered 
aircraft quality aluminum, 
Werner Alumiladders are 
half the weight of wood... 
so light they can be handled 
easily by only one man! Yet 
so strong they'll stand up 
for years in even toughest 
service! Werner Alumi- 
ladders won't crack or rust. 
Non-sparking. Can be steri- 
lized for use in food plants. 
Realistic prices... value 
you'll proudly recommend 
to your customers! And 
each sale gives you three 
4 times the profit! Complete 
\iiline of single ladders, ex- 
| Stensions, platform ladders 
% and stepladders. Write to- . ; 
day for catalog and full ther’s company were Sam (¢ lark, Jr., Samuel Harris & Ce 
information. _ hor Republic Steel); William Hoel Gary Screw) and Da 
& Ward 


ot point of 

s goined by 

© reinforced 

ed rung con- 
Exceeds 4600 inch 
st. Here's reol 

s dependobility! 


- ea a ak a 
Semple ame tien 8 


WERNER ALUMINUM SWING STAGE 


R. D. WERNER CO., INC., Dept. 127 
Soles Office; 295 Fifth Ave., New York 14. N.Y. 


' =. taibe 
Gathered together for a quiet talk were Harold Skirvin and Harold Ped rsen, Ind 


molete line of ATUMINUM TA : N NI 
; trial Engineering Equipment (¢ Davenport, and M. S. I i [ 


SCAFBOLDING. ROLLING TOWERS. SECTIONA 
ADDERS, CUSTOM MADE EQUIPMENT Kevstone Lubricat 
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Sales tools for Bristol distributors 


can get all they want, when they want 
them. 

Don't forget — Bristol's factory- 
trained salesmen are located in 31 key 
cities to supply fast service for 
distributors. AA2 


© These eye-catching window display 
stands are just two of the many sales 
aids we supply to our distributors. 

They re part of our carefully worked- 
out distributor policy which builds 
business for the distributor through 
Bristol's national advertising and direct 
mail. As a matter of fact, this is down 
in black and white in our distributor 
contract: “... it is part of our respon- 
sibility to be constantly widening mar- 
kets and building turnover into our 
product.” 

Only Bristol makes full lines of hex 
socket screws and exclusive Bristol 


multiple-spline socket screws (for con- 
ditions of severe vibration). This com- 
bination provides a splendid source of 
profit for Bristol distributors. And we've 
recently increased our capacity for pro- 
ducing cap screws, so that customers 


Bristol helps distributors make more sales, bigger profits with: 


© direct mail 

© bulletins, price and sheets 
discount sheets 

¢ local and national 


advertising 


® engineering data 


smartly-packaged 
samples 


© shows and displays 


® copy and cuts service 


envelope stuffers 


© advertising novelties 


© publicity releases 


BRISTOLS SOCKET SCREWS 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn. 
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Hex and Multiple-Spline 
Socket Screws. Cap and Set 





CENTRAL STATES CONVENTION (CONT’D.) 


Fred Helms (National Twist Drill) pauses to chat with group including 
George Steinmetz and Rossiter Holt (S. W. Card Mfg.) and C. F. Duff 
Mor I'wist Drill 


Whatever the security job—there’s a Master 
Padlock to fit providing maximum pro 
tection at the lowest possible price! 


COMBINATION PADLOCKS—Strong, double 
wall construction; 3 number dialing; self 
locking tumblers; virtually unlimited combina 
tions. Also available with key-control 
one company-owned key opens al! locks 


LAMINATED PADLOCKS—Stronger than a Norman Luecke (center), Shadbolt & Boyd Co., Milwaukee, is flanked by Standard 
solid steel block; hardened tool shackles; pin Pressed Steel men L. C, Fuqua, W. H. Brown, George Gade and T. A. Breen 
tumbler mechonism; codmium  rust-proofed 

throughout strongest padlock construction 

known 


Special service on moster-keyed 
and keyed-alike sets. 


Sales Tip — Check the number of years 
your customers’ podiocks have been in 
use. Old installations are dangerous 
and should be replaced . . . NOW! Per- 
sonnel! turnover, lost keys, etc. might 
permit access by vunovthorized persons. 


FREE! 


Catalog of 
complete Master 
line. Write 
for itt 


Master Jock Company. Milwaukee 45, Wis Exchanging in chit chat were E. P. Stark, Standard Equipment & Supply, Hammond, 
World s Leading Padlock Manufacturers Charles Broome, Sligo, St. Louis, Carl Hedner and Ralph Worsey (Yale & Towne 
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THIS NEW 


LIGHT HEAUVVWEIGHT 
COMBINATION 


20” Light- 
Heavyweight 


Standard 
Table 


Sections 


“As the photos and drawing indicate, you From your current line of LIGHT-HEAVY- 
combine any number of Table Sections to ac- | WEIGHTS . . . scheduled to expand to 22 in the 
commodate just the right number of 20” LIGHT- future . . . you’re sure to have just the machine 
HEAVYWEIGHT Drill Press Spindles for the job to meet your customers’ needs. A well rounded 
at hand.” line of woodworking and metalworking LIGHT- 

—that’s just the beginning of the sales advan- | HEAVYWEIGHTS, plus solid protection to the fully 
tages you can tell to your customers about franchised distributor, plus a generous profit ar- 
Walker-Turner 20” LIGHT-HEAVYWEIGHT — rangement, make the Walker-Turner dealership 
Multi-spindle Drill Press units. Like all LIGHT- even more desirable than ever before. 


HEAVYWEIGHTS, they combine top-notch design ' , 
; For complete information . . . write to De- 


and engineering to deliver quality production at 
: . . partment I.D. 12. 


moderate cost. 


WALKER-TURNER 
* DIVISION » 


KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J. 


L PRESSES—Hand and Power Feed « RADIAL DRILLS © Wood and 
Metal Cutting BAND SAWS LTING ARBOR SAWS « RADIAL SAWS 
JiG SAWS . LATHES SPINDLE SHAPERS . JOINTERS 
BELT AND DISC RFA e FLEXIBLE SHAFT MACHINES 


vi ~ 


Walker-Turner LIGHT-HEAVY WEIGHT 
20” Multi-spindle Drill Press 
(Six Table Sections —12 Drilling Units) 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1954 








Operations Ideas—Can You Use Any? 





Motorized Stock Picker 
Shipping Systems 
Bulletin, Blackboard 
Platform Truck 
Label Marker 
Loading Dock 
Shipping Guide 
Lift Truck Attachment 
Crane Arm 
Hydroelectric Truck 
Dictation System 
Telephone Holder 
Reproduction Machine 
Wireless Intercom 
Small Parts Containers 
File Cabinet 
Scheduling Calendar 
Spirit Duplicator 


Motorized Stock Picker 


Here’s an item to consider if you're 
thinking of mechanizing your order 
picking. It is a “walkie” type electric 
lift truck with travel, steer and lift con 
trols mounted in a control box on the 
platform. The order picker is the op 


erator and he stands on the truck 
platform (which raises and lowers de 
pending on the height of the stock 
shelves) does his picking and moves 
along without leaving the platform 
[he complete operation is handled 
through a control box mounted at a 
suitable height directly in front of the 
operator. Only one handle is used to 
control the four operations of hori 
zontal travel. When the handle is 
pushed forward, the truck will travel 
in a forward position. ‘To turn to the 
right or left while moving forward, the 
operator moves the handle slightly to 
either side. For reversing, he moves 
the control in the opposite direction 


and he can travel right or left too. 


Shipping Systems 

If marking or labeling problems be 
set you, you might be interested in a 
new complete shipping systems infor 
mation kit which is being offered free 
to business executives. The kit con 
tains separate folders devoted to what 
the manufacturer of systems terms new 


CALDER ... the Dresser Line 


for Bigger Profits ... Easier Sales 


A “* 


BUILT RIGHT—Best materials throughout 
Right and Left hand Threaded Bushings 


steel cutters . 


for Automatic Tightening. 


—o- 


tool 


EASY TO HOLD— Extra 
Weight distributed 


well 


for smooth handling. 


‘Also CALDER Fine Diamond Dressing Tool: 


SOLD ONLY THROUGH 


CALDER MANUFACTURING 


DISTRIBUTORS 


CO. 


important developments in the ship 
ping field: 1. How to use the manufac 
turer's stencil to prepare shipments 

showing you how to save time and 
eliminate errors in the preparation of 
stencils for marking shipments; 2 
Hlow to use the manufacturer’s direct 
to-container system to print facsimil 
labels and transfer addresses right to 
the cartons; 3. How to print labels and 
fill in addresses or other variable infor 
mation in one fast operation, plus 
complete information of numerous 
variations with the above basic svs 
tems. In addition, the kit contains 
sample stencils and other information 
to help vou select the best svstem 


Bulletin, Blackboard 


New modular units, 
blackboards and bulletin board panel 
and partition panel, are being offered 


combining 


Ihe new modular units can be used in 
sales offices, 
other areas where bulletin boards and 
the high visibility and convenience of 
blackboards are required. The black 
boards and bulletin board panels ar 
inter changeable with panels of con 
ventional clear or frosted glass, thus 
making it possible to alter the char 
acter of an office or a conference room 
in a few minutes. No attachment 
to floors or existing structural wall 
are necessary 


Platform Truck 


\ specially designed low-lift plat 
form truck to handle a unique, extra 
long rack which serves as a 
unit, load carrier and work positioner, 
is now on the market. The truck has 
a 108-in. long platform, a capacity of 
10.000 Ibs. and is gas-powered. The 
rack is used for vard storage of pip 
dividers often being inserted to hand] 
different sizes. Vhe truck picks up the 
rack and transports it to work station 
While this truck 
handle 10-ft. long loads, other plat 
form sizes may be obtained 


Label Marker 


You don’t have to pre-print tickets 
or labels with a new label marker now 
out on the market. This unit prints 
all pertinent information on_ labels 
ranging from 14-in. by 14-in. to 3-in 
bv 1 in. It is automatic and simple to 
operate. It marks, counts, | 
stacks up to 144 roll-fed 
minute. Typical information that can 
be imprinted on these labels includes 


conference rooms and 


storage 


was designed 


cuts an 


} ] 
labels pel 


price, part number, sub-assembly num 
ber. lot or stvle. size. quantitv, color 
or finish, material, description, dimen 
sions, weight, catalog number, et 
Suggested uses include 
fication, stock control 


product ident 
[ ibels 


available gumn 


gummed or un 


Lancaster, Pennsylvania 


2049 North Prince Street ° 
Continued on page 
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New sales kit produced by 
Close cooperation between 
Johnson's Wax and distributors 


During September every Johnson's 
Wax Distributor salesman received 
a complete sales kit containing 
everything he needed to help him sell 
this profitable new line of coolants 
This sales kit, complete with its 
plastic briefcase, contains a new 
“Sales Prompter” to guide the dis 
tributor salesman in his wax sales 
presentation; a new “Coolant Selec- 
tion Chart” to assist him in recom- 
mending the proper coolant; a 
written guarantee; and a complete 
assortment of sales literature and 
other selling aids 

This new sales kit was received with 
enthusiasm by the men in the field 
Undoubtedly the sales kit's unusual 
effectiveness is due to its having 
been produced with the close coop 
eration of Johnson's Wax and its 
distributor organization 





New motion picture 
“Metalworking with Wax”’ 
helps distributors sell 





“Metalworking with Wax,” a new 
animated sound and color motion 
picture, has been made available to 
Johnson's Wax Distributors for use 
in selling their customers. This is tn 
keeping with the Johnson's Wax 
policy of providing distributors wit! 
the latest and most efficient sale 
tools 

This new motion picture condens 
the metalworking wax story into 25 
informative minutes. It explains 


non-technical language why wax 


possesses such unusual cooling and 
lubricating properties and how wax 
helps increase production in 


customers’ shops 


S. C. JOHNSON & SON, INC. 
Industrial Products Division 
Racine, Wisconsin 





“A line you can sell 
with confidence!” 


JOHNSONS WAX 
LUBRICANTS FOR 
METALWORKING 


Swan 


You can sell these five products readily—and profitably—because they: 


¢ are made to produce extra profits for your customers 

e can be sold to your regular machine shop customers 

e are “repeat” sale items to give you repeated profits 
Al | b ¢ form a complete line of products in their field 

¢ outperform competitive products in actual shop tests 

e are backed by the name and reputation of Johnson's 

Wax 
e are well advertised to pre-sell your customers. 


Johnson's Wax, famous makers of wax products for home and industry, sell 
this complete line of metalworking products only through distributors. 
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1. COLORFUL ENVELOPE STUFFERS are made available 
for distributor use by Ridge Tool Co. These stuffers are 
imprinted with distributor's name. 


2. POWERFUL BROADSIDES for general mailing are 
another feature of the RIDGID distributor help program. 


TORY... 


MANAGEMENT AND MAINTENANCE 





3. ONE OF THE MOST POPULAR distributor helps ever 
furnished is the now-famous RIDGID ‘Petty Girl’’ calendars. 
Every year, Ridge Tool Co. is unable to fill the demand for 
these calendars. 


4. IN THE JOB of pre-selling RIDGID products, a major 
part is played by powerful industrial advertisements like 
these. Ridge Tool Co., and Carr Liggett Advertising, Inc., 
who prepare Ridge Tool's advertisements and literature... 
must insure that RIDGID advertising is seen by the men 
who buy. 


5. W.L.PARCELL, Sales Manager, 6. “FACTORY’s EDITORIAL DEVELOPMENT has been 
says, ‘We consider FACTORY the closely watched,"’ Mr. Parcell continues, “‘and we think 
big cog in our carefully geared it has been downright sensational in its increase in useful- 
process of selling RIDGID Pipe ness to the industrial operating and maintenance people 
Tools. Results have backed up our who use it." 

creas On every product line you handle, that ‘sensational edi- 


torial development’ can make the job of sales contact 
easier FOR YOU! 


sales volume for you on every product line you handle. Ask for sales support that includes advertising in FACTORY. 





A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET, NEW YORK 36, NEW YORK 





vith or without perforations and pre 
printed trade marks or ce igns Ma 


chine is available with hand-set regis 
ter for numbers 
vithout resetting type, or with 
matic wheel for consecutive o1 dupli 
cat numbering cons¢ Has 
i self stop yunter that tops the ma 


when th 


quick hanging of 


i1uto 
utively 


chine quired number of 


tickets are printed 


Loading Dock 


\ new portable loading dock just 
introduced permits loading OI unload- 
ing trucks level [he 
manufacturer claims it eliminates the 
need for loading docks, 
truck wells or el It is a highh 
portable unit which can be rolled by 
two men nght the tailgate of 
over-the-road trucks. Hand trucks at 
merchandise to the 
ind transferred Phi 
dock is raised to truck level thr 
merchandise moved right to the truck 
it has 1 capacity of 6,000 Ib Its bat 
powered hydraulic elevat 
loads to a 
maximum height of 56 in. ‘The 
folds up for ste occupying 
floor space when not in use 


from ground 


ol 
permanent 
‘ itor 


up to 


used to bring the 
lowered dock, 


ind 


tery or a 
ing mechanism will rai 
unit 
little 


Tage 


Shipping Guide 


If you use an trapping 


sell shim stock 


...not by the inch! 


This handy storage rack holds four cartons 
of 6 x 100" brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack ...then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 25 or more racks. 


Crane 


your shipping operations, you might 
be interested in a revised, up-dated 
Guide to Better Shipping Catalog” 
offered by a steel strapping manufac- 
turer. It contains the latest informa- 
tion on pallets, bundles, crates and 
suggestions on carloading procedures. 


Lift Truck Attachment 


\ manufacturer of lift trucks an- 
nounces a new attachment to pick up 
wire rope, cable, etc) and stack 
them, pyramid fashion. Notches on 
the ends of the cradle arms of the at 
tachment rod inserted 
through the core of the roll or reel. 


rolls 


engage a 


Arm 


Another lift truck manufacturer is 
producing a crane arm attachment for 
quick, economical load handling where 
forks or clamps are not applicable 
lhe arms are available in sizes of 24, 
36, +8, 60 and 72 in., and include such 
features as adjustable load center, easy 
installation, use with or without forks, 
reinforced channel steel 
Hydroleetric Truck 

You could handle heavy items over 
limited floor capacity with this job 
vhich uses two “Hydrolectric” power 
packs for This, the 


manufacturer gives best weight 


motive power! 


SaVs 


SIMPLE TO USE 
Customer simply snips stock 





© LAMINATED oO 


off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 











O COMPANY, INC. O 


—— 
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distribution between axles as well as 
good stability and tremendous pulling 
power with four driving wheels. ‘Ihe 
truck is equipped with auto steering 
links and the standard handle con 
trols, with two speeds forward and r 
A third button provides fot 
“cushion” braking with the 
Minimum 


verse. 
dynamic 
handle in any position. 
platform specs are 10 in lowered 
position) with a 3 in. lift. Length of 
platforms vary between 45 to 120 in 
for a minimum width of 36 in 


Dictation System 

A new dictation system for which 
the manufacturer claims “dictation at 
lowest cost” utilizes a single centrally- 
located recorder to which may be 
connected from one to 12 individ 
ual dictating instruments resembling 
standard telephone sets. Units may be 
added by tying in additional recorder 
transcriber units as needed 


Telephone Holder 


Your inside 
men could use this device which per 
mits them to brace the handset against 
either shoulder while taking orders 
It is made of black plastic with foam 
rubber padding on the shoulder piece 
It is adjustable to all shoulder widths 
ind slopes 


salesmen and counter 


Reproduction Machine 


A new machine for office reproduc- 
tion work operates on a principle simi 
lar to that employed by the self-devel 
oping camera. It produces immediate, 
dry copies of any typed, printed, writ- 
ten or drawn material. Only a few 
minutes of initial instruction are neces 
sary to produce clear legible copies 


Wireless Intercom 

\ new portable wireless intercom is 
simply plugged into any standard 120 
v. ac. or d.c. outlet and is ready to 
work. Compact, two-way, portable 
and no extras. Allows instant two-way 
communication between two, three o1 
more persons in sCpal ite departments 
or buildings. Voices, to several hun 
dred feet away are picked up and 
transmitted up to 24 miles within the 
same power line transformer circuit 


Small Parts Containers 


\lthough designed for assembly line 
material control, this new small parts 
container is adaptable to distributors’ 
small part Demountable 
small steel trays are hung on a rack 
equipped with casters so that the en- 
tire assembly might be called a 
“perambulating stockroom” 


storage 


File Cabinet 
\ new 


rotary file, designed to simp 





lity and speed up active record hand 
ling has just been put on the market. 
It is made in four cabinet sizes and 
accommodates any record size and 
covers a wide capacity range. There is 
no need to alter your present records. 
The files are furnished with sturdy 10- 
inch trays that are easily removed. 
There is always up to 37% of the 
contents in view and accessible to the 
operator. The files operate by push 
button and foot pedal control and 
are equipped with a special clutch de- 
vice enabling easy manual operation 
in the event of power failure. The 
files make one revolution in nine 
seconds and revolve clockwise or 
counter clockwise 


Scheduling Calendar 


\ new type of calendar which the 
manufacturer claims is the first really 
new calendar idea in generations, is de- 
signed to answer many questions 
ibout number of days or weeks be 
tween one date and another, or 
months between anv two dates. It is 
1 Simple matter to find exact dates on 
the basis of number of days left. The 
calendar works forward to future 
months and backward to past months 
ind the time between. It gives the 
user 60 complete future monthly cal 
endars (and 12 past) from every cur 
rent month. Format is book stvle, 
size 10 by 124 in., with 12 full size 
monthly calendars on upper pages of 
book. The 12 lower pages have dated 
daily spaces for record and follow-up 
notes Covers are leather-like fabri- 
coid, plastic bound in loose-leaf stvle 


Spirit Duplicator 


\ manufacturer of spirit duplicators 
has just brought out a new improved 
automatic feed model. The machine 
features an easy turn handle operation 
which eliminates possibility of tension 
ind whip. Feed mechanism is new 
ind positive, insuring wrinkle-free 
copies. A dual cam principle gives pin- 
point registration copy to copy and 
copy to master. Bearing areas have 


been increased to insure’ longer life 





FASTER FILM DEVELOPMENT 


A new dry-plate X-ray process de- 
velops the image 45 seconds after a 
photo is taken, according to American 
Machinist, McGraw-Hill publication. 
The re-usable dry plate is used in- 
steod of film; the need for a dark 
room is eliminated, and the process can 
be adapted to existing X-ray equjp- 


ment 











PROVEN 


IN 4 OUT OF 5 APPLICATIONS 


Desmond's New BELTBRASIVE Dresser 


Up to 40% longer life and substantially greater stock removal 
from coated abrasive belts are proven results with the Desmond 
Beltbrasive dresser. You not only get better performance on discs, 
belts, or drum sanders and polishers, but you save time on chang- 
ing them. This is another Desmond ‘‘first."’ Ask your Desmond 
distributor for full information or write for Bulletin D-12. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


i tt i'l ane ln 


| 
| a Another sales-building advértisement from 
| oo Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, 
| Modern Machine Shop, Foundry, and other 
publications. Total circulation more than 
| 135,000. For steady repeat business— 


» promote Desmond. 


~ 
“ee 
ee 


L ___._._ 


,.. eae ee eee ES. 
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KEGKLEY 
ADVERTISES 


1929 From the Files 1944 





25 YEARS AGO Agents’ Association of America held 
New building of the month was the ust aeons adien aa te. 
New Yorker Hotel in New York © § Mersick & Co., New Haven; 
City, which advertised itself as the and Lindquist Hardware Co., H. M 
world’s tallest hotel. Ellsworth Co., Hawley Hardware 
Co., and Hunter & Havens, of 

Bridgeport. Howard Behn, of Hun- 

ter & Havens, had helped found the 

group nine years before when he 

started a bowling league of eight 

salesmen and eight purchasing 


agents. 


gee to help you sell all The W. M. Pattison Supply ¢ 


Cleveland, had 24 employee 1 its 


tits big market . “ rolls averaging 264 years ice 
for automatic valves with the company 


Harry P. Leu, Inc., Orlando, Fla 
opened its new $40,000 display and 
office building. 


EVERY PLANT USES: 


Pressure Regulators 


'y ; Memphis, Tenn., was selected f 
1930 Triple Convention. 


Temperature pi 
= 


R lat —_ . 
——— "ee. P. ]. Hagerty, of Hagerty Bros. Co., 


Liquid Level Controls |), Peoria, Ill., called for more “com 


Relief Valves 


py 
mon sense” in selling power tran Chase, Parker & Co., Boston, | 
4 ni Ss g OV ans “ Ki Ne 
Solenoid Valves = mission equipment. “The technical ee “ B go Co., of 
Float Valves i man,” he wrote in an article, “often Se 


overlooks commonplace essentials 


Balanced Valves (h) 


Pop Safety Valves and dazzles his prospect with a an : : 
Se , 10 YEARS AGO 

| string of scientific fireworks that 
’ only serve to parade his knowledg« Diamond Expansion Bolt ¢ vas 
, ind make the buyer feel small.”’ widely hailed in the industry for its 

It's a big and lucrative market that test 1 OPA polic 
awaits the industrial supplier who test-case Stand On tA policy 
handles a complete line of liquid and I'he Department of Commerce st irted Though granted a price increase f 
steam control ee: : and ed work on its first “Census of Distri itself, the firm kept the case aliv 
Can get yous mare ween you ax beendicen ? - , until distributors got an increa 
Keckley to the brand names you are ounoon Among distributors wh “et L s luded 

got together at a luncheon in Chi too, with markup included. 


now supplying. 
cago to give their views on census 


questionnaires for the benefit of 


Strainers, Etc. 


40 years of experience in producing 
quality equipment and the manufac- 
turer's unconditional guarantee backs Government officials were | G 
every product. National advertising Puchta, The Queen City Supply 
keeps Keckley's name always in front . C RCD 
of contractors, consulting engineers Lo., : incinnatl, Sra uncan, 
and industrial plant engineers R. C. Duncan Co., Minneapolis; 

B. H. Ackles, The Rayl Co., De 
troit; and C. A. Channon, Great 


Send for catalog 54-C Lakes Supply Co., Chicago 
and information on 


how you can become : 
the O. C. Keckley So long as the mill supply distributor 


supplier in your area keeps abreast of the times, con 
tinues to serve his customers with 
genuine sincerity, and performs his 
functions efficiently and with the 
- ; greatest economy, he need not feat 
> 0. ©. KECKLEY COMPANY: displacement, provided that thes« 
- 400 W. Madison Street . facts are made known to the con 
Chicago, Illinois . sumer on the one hand and the 
manufacturer on the other’—Dr ]. A. Proven, general sales manager 

Theodore N. Beckman, Ohio Stat Sterling Tool Products Co., 
lined what he thought manuf 


} lictrihb 


University. 
turers should do to help dis 


The Salesmen’s ind =-— Purchasing tors after the war. Two pointer 
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KEYSTONE 


One of crusher’s open-well bearings in 
which No. 42 Brick Grease is used. 


and on vibratory screen bearings ... 


Keystone No. 44 Ball and Roller Bearing 
Grease provides effective, fool-proof 
lubrication protection under heavy oper- 
ating loads and constant exposure to 
dust and dirt. 
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keeps this ‘‘ROCK-BUSTER”’ 


on the go... 


at ROCK-BOTTOM 


Mi Ulelaler-lilels 


Costs! 


Bearing failure on jaw crushers 
has been unheard of in the years 
since Keystone No. 42 Brick 
Grease was put to use at this and 
several other operations of a large 
Eastern quarrying company. 
Crushing equipment, formerly 
plagued with bearing breakdowns 
under oil-and-waste lubrication, 
now thrives on a diet of Keystone 
No. 42. Maintenance men and 
management breathe easier now 
that costly crushing equipment 
is protected so effectively. More- 
over, they get this protection at 
only a fraction of previous over- 
all lubricating costs. 

Keystone No. 42 Brick Grease 
performs equally well in many 
other tough lubricating jobs 


including service in ball mills, 
tube mills, flour roller mills, etc. 
It has a melting point of 290°F, 
a working range from 0 to 175°F, 
and presents an “‘oily’’ surface 
film which supplies top lubrica- 
tion performance. 


“On-the-job”’ reports like these 
provide you with strong selling 
ammunition. Facts, not unsub- 
stantiated claims, back up your 
Keystone sales story! KEYSTONE 
LUBRICATING COMPANY, 21st & 
Lippincott Streets, Philadelphia 
32, Pa. 


TRACE MARES O66. U.S. PAT. OFF 


SPECIALIZED 
LUBRICANTS 





SLEEVES and SOCKETS 


and a complete line of Collets 


USE-EM-UP STANDARD 
TYPE TYPE 


COLLIS Taper Tools are made by men skilled in this type of manufacture. 
Users get long satisfactory service from Collis Equipment and find the answer t- 
all drilling, reaming, and tapping needs in the Collis Line. 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, 
and Magic Type Chucks as well as on Sleeves and Sockets and Collets. 


"Call Collis for Service” 


mmm THE COLLIS COMPANY mum 


Dept. A, CLINTON, IOWA 


PROGRESS 


TRADITION? 


Many vise companies have been in business longer than WILTON, 

but none can match WILTON'S record for constantly providing 

the newest and most significant progress in clamping tools. And 

when buying decisions are made, it's progress, not history, that 

counts! at Cor rt fprceea 
America’s most progressive distributors sell, Wilton Tools 


“The Finest Name In Vises” 


WILTON too wes. co, inc. 


925 WRIGHTWOOD AVE. « CHICAGO 14, ILLINOIS 
WILTON TOOL CANADA LTD. GUELPH, ONTARIO, CANADA 


write for free Ntercture 
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10 Years Ago (Contd) 





adopt a policy of 100% selected 
distributor distribution; aim at un 
der-distribution rather than over 
distribution (ie., too few outlets, 
rather than too many 


Walter Ethier of Western Iron Stores, 
Milwaukee, was re-elected president 
of the Central States Mill Suppl) 
Association. 


. O. Braswell, R. A. Martin, H. C 
Newman and C. F. Frazee, all for- 
merly with Marshall Supply & 
Equipment Co., Tulsa, formed a 
new firm, Industrial Equipment 
Co., in the same city. 


Orgill Bros., Memphis, was host to 
the Women’s Association of Pur- 
chasing Agents at a buffet supper: 
and open house. 


Garrett Supply Co., Los Angeles, was 
named a Carboloy distributor. 


United States Rubber Co., took over 
the plant and property of L. H 
Gilmer Co., in Philadelphia 


Buffalo Bolt Co. purchased S. M. 
Jones Co., Toledo. 


Minnesota Mining & Mfg. Co. ac 
— Mid-States Gummed Paper 


0 


The National Association of Purchas 
ing Agents reported a trend to lower 
inventories, with buyers cutting 
back to a three-to-six months’ com 
mitment basis. 


". D. Slingman resigned as vice-presi- 
dent in charge of sales of Dayton 
Rubber Mfg. Co. and purchased an 
interest in Haverstick & Co., Roch- 
ester, N. Y., distributor. 











John D. Wilson 


Standard Pressed Steel 
Names Sel-Lok Manager 


John D. Wilson has been appointed 
manager of the Sel-Lok Spring Pin 
Division of Standard Pressed Steel Co.., 
responsible for sales as well as engineet 
ing and production of the self-locking, 
spring-pin fasteners. 

Mr. Wilson started to work for the 
company as a machine operator in 
1951 and has been chief clerk in the 
Automatics Division for the past three 
vears. Before joining Standard Pressed 
Stec] he was with Glenside Hardware 


Co 


Power Transmission Club 
Plans Christmas Party 
The New York Chapter of the 


Power Transmission Council will hold 
its annual Christmas party at 6:30 
p.m., December 3, at Gasner’s Restau 
rant, Manhattan 

Robert A. Glass, Eastern district 
sales manager of Whitney Chain ( 
iddressed a recent meeting of the 


group on chain manufactur 


Alexander Bros. 
Opens New Offices 
Alexander Brothers Belting Co 


moved to new, modern quai 
Walnut St. and Princess Ave 
den, N. |] 

The new 


Mpan 



































hed tend = 


Advertising and Sales Material 
Helps You Sell More 


Each month, thousands of your customers are told about the 
advantages of Flex-O-Tube hose, reusable fittings and hose assem- 
blies in leading trade journals. 


Are they interested? You bet they are . . . we have the inquiries 
to prove it. This kind of consistent, effective advertising helps you 
sell your present customers more easily and opens important new 
doors for these and your other lines. 


But that’s not all; Flex-O-Tube also provides you with effective 
selling tools. Catalogs are easy to use and contain complete tech- 
nical information—price lists and other material are simple and 
clear cut. 


If you are an established supply or 
engineering specialty house, we will 
be happy to discuss our industrial dis- 
tribution program with you in detail. 


RPEGISTERED TRADE MARK 





DIVISION OF MERIDAN CORPORATION 


2535 JIM DALY ROAD . INKSTER, MICHIGAN 


Flex-O-Tube Co. (Canada), Ltd., Windsor, Ontaric 
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>>D>>D LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


pres Sellers . . . Proven Re- 
peaters! Your customers— 
and prospects know that Key 
Pipe Seoling Compounds seal 
joints positively yet ore 
easily opened do not pipe joints 
freeze in the joints. Product carrying water, 
superiority back by 36 gas, low pressure 
years of leadership in the steam 
field make these Key prod 
ucts a dependable source of 
soles and profits for you! 


For sealing 








Good Door Openers, Too! 
Steady national advertising, 
dealer helps and continuous lines carrying 
sampling program build uni- oils and high 
versal demand . . . actvally pressure 


For sealing EFFICIENCY is D. Nelson's success 
ae secret, at Bay Verte Machinery Co 
Green Bay, Wis 





make openings for sales to steam : 
many new customers for you. Battery Manufacturers 


Mark Anniversary 








WRITE FOR PREE SAMPLE AND The Association of American Bat 
tery Manufacturers recently celebrated 


DISTRIBUTOR INFORMATION > /\¢} 
its 30th anniversary at its annual 
three-day convention in the Edgewater 
Beach Hotel in Chicago 
2621 McCASLAND AVE. Past presidents of the 


EAST ST. LOUIS, ILLINOIS wete Senger et s Sanguet 


"9 0 0” LEA D Warehouse Group Head 


EE Promoted by Hubbell 


ANCHORS Hubbell Metals Inc. has named 


Donald M. Hanson vice-president in 
Standard machine screws harge ot me rchandising 
start and ae ae President since March of the Cop 
> Geeeees Cweems. per & Brass Warchouse Association 


" Special composition lead Mr. Hanson has been with Hubbell 
, sleeve expands fast in for 14 vear 
4 ( ars 
— re . masonry — cuts down 
proof — won ee j . " 
cold flowing”. 
deteriorate in 9 
damp locations. 





Correct taper on 
threaded steel 
insert creates 

12 sizes — for holes maximum expan 
5/4” to 13%4" in diam- sion. Fast, sure 
eter — hold from 50 action every time. 
up to 10,000 Ibs. 


Size and directional Us 
arrow on every anchor. 


Setting tool, in 
every box of 50 


EASY TO USE 
DO THE JOB RIGHT 
SAVE TIME AND LABOR 


when you anchor in masonry or concrete 


Paine's Complete Line IN ‘ 
WE BEST CRAFTSMEN ALWAYS TAKE pA x DIRECT WIRE helps J. E. Ellis, Ellis 


T 
Machinery & Supply C l'ampa, Fla 


THE PAINE COMPANY, 17 Westgate Road, Addison, Ilinois speed orders 
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Beardslee Transmission 
Opens New Quarters 


Beardslee Transmission Equipment 
Co., Long Island City, N. Y., has 
moved to new, larger quarters at 27- 
22 jackson Ave. 

The firm completely remodelled a 
three-story building, which triples its 
former space and provides added 
room for future expansion The 
modern-styled offices are on the first 
floor [he quarters have Kentil 
floors throughout. 

E. B. Beardslee, proprietor, founded 
the company in 1951 at its former 
quarters on 29th St., starting with a 
staff of two. The firm now has a staff 
of eight, including three outside sales 
men covering Nassau and Suffolk 
Counties on Long Island. ‘Two com 
pany trucks make deliveries in Man 
hattan, Brooklyn and Queens 

Principal lines are Chain Belt Co., 
The Gates Rubber Co., Johnson 
Bronze Co., Winfield-‘Smith Co., 
American Stock Gear Division, and 
Browning Mfg. Co 





GOLD FIND pays off: J. C. Walker 
Yarnall-Waring Co., looks on as T. J 
McCallion, Herman Goldner Co., PI 
idelphia, presents tomer with pri 
for finding shipment in 


Herman Goldner Customer 
Gets Yarway “Gold” Prize 


\ customer of Herman Goldner C 
Philadelphia, was among the first to 
report finding one of the 100 steam 
traps packaged in gold bags that 
Yarnall-Wamnng Co. sent out recentls 
in regular shipments throughout the 
country to mark its one-millionth 
steam trap. 

Ihe customer was Lee Rubber & 
lire Corp., whose vice-president in 
charge of plant, A. A. Garthwaite, r 
ceived the prize, a temperature and 
humidity indicator, from Herman 
Goldner and Yarway representatives 


For your customers... 
faster, easier materials handling 


fe kangaroo has a real handling 


yroblem ... but Nature gave it 





the jump on its neighbors with a 

handy carrying pouch, built for the 

job. And your customers can get the 

jump on their materials handling 

problems by specifying Bond built- 

for-the-job Casters. For depend- 36-A Series —Double 
i Ball Race Swivel Caster 

ability, economy and _ trouble-free 

service, your customers’ best buy is 

Bond and this satisfaction pays you 

profit dividends! 


41-A_ Series— Structural 
Stee! Stationary Caster 


3-A Series — Single Ball 
Race Swivel Caster 


1-A Series— Stationary 
Caster 
40-A Series — 
Double Ball Race 
Structural Steel 


BOND FOUNDRY & MACHINE CO. Swivel Caster 


Manheim, Penna. 
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Order’ both and 
increase your sales 


HARRISBURG SEAMLESS 


STEEL PIPE COUPLINGS 


are bored and threaded on special 
machines . . . assuring highest accuracy 
of form, height, angle and lead. 
Manufactured to A.P.I. and A.1S.I. 
specifications. 


HARRISBURG DROP-FORGED 
STEEL PIPE FLANGES 


meet the most exacting requirements of 
power piping users for oil field, utility, 
and industrial use. Manufactured to 
A.S.A. specifications 


WRITE TODAY FOR CATALOGS AND 
CURRENT DISTRIBUTOR PRICES 


HSC-ID-3/54 


101 YEaRs if PENNSYLVANIA'S CAPITAL 


Harrisburg Ste 


CORPORATION 
HARRISBURG 18, PENNSYLVANIA 


208 


O. S. BUCKNER, president of Bay 
State Abrasive Products Co., has been 
elected chairman of the board of direc 
tors, Grinding Wheel Institute. 





Fort Lauderdale Firm 
Now Duncan-Edward Co. 


the 
Co., 


new 
Fort 


Duncan-Edward Co. is 
name of Holden-Duncan 
Lauderdale, Fla. 

The owners said the name was 
changed because the Holden interests 
had not been active in management 
or financial affairs of the firm for 
several years. The name, “Edward,” 
is derived from Edward deBrauwere, 
vice-president and general manager 
for several years. R. C. Duncan, 
president, stated. 

He said no changes will be made 
in individuals and methods of doing 
business. 





in December) 


tarnett, 


Touchstone & Company, c/o Wellington Fund, Inc. 


vrity holders who » do 


INDUSTRIAL DISTRIBUTION ¢ 


LEGAL NOTICE 


ST a NT REQUIRED BY THE ACT OF AUG ay ST 
2 19123, AS ‘TS 


A AMENDED BY THE 
MARCH 3%, 1933, AND JULY 2, 
89, United States Code, Section 23 
SHOWING THE OWNERSHIP, 
MANAGEMENT, AND 
CIRCULATION 

Of Industrial Distribution published monthly (2 
at Albany, N. Y. for October 1, 1954. 
|. The name and address of the publisher, editor, man 
ing editor, and business manager is Publisher McGraw- 

Publishing Company, Inc 30 West 42nd Street 
ew York 36, N. Y.; Editor Walter F. Crowder, 330 West 
nd Street, New York 36, N. Y.:; Managing editor R. “ 
330 West 42nd Street. New York 36 * . 
Holdsworth, 330 West 42nd 


issues 


winess manager, C. H 
et. New York 36, N. Y¥ 
the owner is: McGraw-Hill Publishing Company 
30 West 42nd Street, New York 36, Y Cock 
‘ders holding 1% or more of stock Donald C. MeGra 
| Willard T Chevalier, Trustees for Harold W. M 
aw, Donald C. MeGraw and Elizabeth M. Stoltsfus, a 
Donald ‘ 


0 West 42nd Street, New York 36, N. Y 


McGraw and Harold W. McGraw, Trustees for Cather 
M. Rock 
Donald C. MeGraw 
MeGraw, 330 West 
Donald C 


[30 West 42nd Street, New York 36, N y 

Executor of the Rotate of Curtis W 

42nd Street. New ork 36. N. Y 
30 West. 42nd Street New York 

McG raw, Madison, New Jersey: Grac 

Street Lajolia, Ca liforn! a 

. Clay 


McGraw 
Y.; Mildred W 
Mehren, 536 Arenas 


ont 
The known bondh Iders mortgagees, and other secu 
’ holders owning olding 1 percent or more of total 
int of bonds, m gages, or other securities are: None 
4 Paragraphs 2 and ® include, in cases where the stock 
tr or security holder appears upon the books of t! 
rany as trustee or in any other fiduciary relation, the 
of the person or corporation for whom such trustee 
acting: also the statements in the two paragraphs show 
aMiant’s full knowledge and belief as to the circur 
ces and conditions under which stockholders and s+ 
not appear upon the hooks of the 
mrany as truste hold stock and securities In a ca 
wher than th nat a bona fide owner 
McGRAW.-HILI PT RLISHING COMPANY, INC 
By 4. GERARDTI, Vice Pres. & Treas 
and subscribed before me this I4th day of 
FLVA ¢ MASLIN 
Ma 


DECEMBER, 1954 


THE CASE 


for 


Customer 
Satisfaction! 


Already, XCELITE’S new 
No. 77. Hut Driver Set has 
of cus- 
tomers. Those 7 nut drivers 
give him just the size he 
wants. Those color-coded, 
generous sized XCELITE 
handles save plenty of 
time in size selection. And 
that sturdy, pliable case 
snaps shut to 644" x 7” for 
easy carrying. Just another 
case where XCELITE qual- 
ity tools protect your big- 
gest asset—customer satis- 
faction. Why not write for 
literature today? 


XCELITE, INCORPORATED 


(Formerty Park 
Metalware Co., Inc.) 











opt. F 
Orchard Park, N. Y. 





No Tool Holder 
LG 


Adjustable Vee Block 
Grip 

¢ Full Length Tool 
Contact 

¢ Powerful Clamping 
Force 

e No Harmonic Vibration 

¢ No Chatter 

¢ Grips Round, Square, 
Rectangular and Cut- 
Off Too! Bits 


¢ One Holder Handles 
Many Bit Sizes 

e Carbide Models Also 
Accommodate Boring 
Bars 

e Tilted Head Improves 
Vision 

SPECIFICATIONS 
Specify Right or Left Hand Offset! 





FOR CARBIDES | a 
‘me Rohe) Model P60| P61 ) 





FOR HIGH SPEED 

STEEL (15° Rake) 
Size ap 
1/8 3/16 
TOOL CAPACITY to to 
5/16” | 3/8 


Mode! 60 61 




















Order from your dealer— Ask for Clark 
ROBERT H. CLARK oer 


9330 Sente Monica Bivd., Beverly H 








~~ 


Herbert L. Waltman 


Leschen Wire Rope 
Names District Head 


Leschen Wire Rope Division of 
H. K. Porter Co. has named Herbert 
L. Waltman manager of its Pacific 
Northwest district comprising Wash 
ington, Oregon, western Idaho, Mon 
tana and North Dakota, with head 
quarters in Seattle. 

Mr. Waltman attended Northwest 
ern University and worked in the 
construction business before starting 
with Leschen as a salesman in 194] 
Recently he has been manager of the 
company's Denver sales district 


Yarnall-Waring Names 
Sales Executive 


John A. Steer has been named sak 
manager of the Boiler Trim Division 
of Yarnall-Waring Co 

Former sales manager of the com 
pany's Philadelphia and New York 
districts, he has worked for various 
manufacturers as draftsman, designer 
service engineer and sales engineer 
He will work from the compan 
Philadelphia home office. 





Pn 


“NATIONAL” 


*, 





i 
NA na 


National makes a complete 
line of portable sanders... 
air or electric driven with 
either straight-line or orbital 
action. Their simple and 
rugged construction, illus- 
trated by the cut-away draw- 
ing of the Model 400, means 
long years of dependable oper- 
ation to the user .. . and 
satisfied customers to the dis- 
tributor. Thousands of these 
machines are now being used 
in manufacturing and mainte- 
nance work. See how you can 
fit into National's distribution 
system ina profitable manner. 
Write today. 


Kugged- Dependable 


Block Sanders 


Three prelubricated 
ball bearings . . . no 
other points of friction. 


Cronkshoft assembly 
only moving part. 


Counter belanced 
cranksheft. 


Completely sealed 
rubber housing 


SELL NATIONAL’S COMPLETE LINE... 


MODEL 300 


MODEL 500 





NATIONAL AIR SANDER, INC. 


2820 AUBURN STREET, ROCKFORD, ILLINOIS. 


John A. 





INDUSTRIAL DISTRIBUTION © DECEMBER, 1954 





Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems. 
Write us today about fiuxes for all metals. 
Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC. 


6731 Bryn Mowr Ave. 


CHICAGO 31 ILLLNOIS 


Jack K. Kreutzer 


Jones & Laughlin Steel Corp.'s new 
Warehouse and Container Plant in 
Lancaster, Pa., is scheduled to be 
in operation early this month. 

The 100,000 sq. ft. building on a 
l3-acre site between the Manheim 
and Fruitville Pikes is divided about 
equally between the company’s Ware 
house and Container Divisions. The 
warehouse will carry a full line of 





DULUTH, MINN. 





TOOLS FOR INDUSTRY 


Where Service is Hard 
Requirements Most Exacting 


Nowhere is the outstanding and long established quality of Diamond 
and Diamalloy small tools better recognized than where they are 
continually in use by skilled mechanics. 


Sold by the leading industrial supply dealers 


DIAMOND CALK HORSESHOE CO. 


Est. 1908 


There is 
nothing finer 
than a 
Diamond’ 


DIAMOND 


TORONTO, ONT. 








Rynald L. Hugo 


steels, serving eastern Pennsylvania, 
Delaware, Maryland and West Vir 
ginia. 

Jack K. Kreutzer, former Jones & 
Laughlin Pittsburgh salesman, has 
been named resident manager of the 
warehouse. Before joining the com- 
pany last year, he had been a sales- 
man for United States Steel Corp., 
construction engineer for Koppers Co., 
and draftsman with Bendix Radio 
Corp. 

The warehouse will be under the 
supervision of Charles E. Potter, man- 
ager of the company’s Pittsburgh 
warehouse. 

Jones & Laughlin now has ten 
warehouses, three of which were added 
in the past 15 months. 

The Container Division at Lancas 
ter will manufacture steel shipping 
pails. 


Sales Engineer Named 


Laughlin has appointed 
Rynald L. Hugo as engineer 
for Cold Finished Products. 
Recently a production engineer with 
Harry Ferguson Tractor Co., he has 
also worked for Advisable Die Co., 
Ford Motor Co., and J. Lee Hackett 
Co. in sales and engineering posts. 
At one time he owned and managed 
Hugo Tool & Die Co. During World 
War II he served as an engineering 
officer with the Royal Canadian Air 


| rece 


Jones & 


sales 


Correction 


In a news article on the 25-vear 
iward to George J. Brozek, of Warner 
Hardware Co., Minneapolis, on pag¢ 
232, November issue of ID. we in 
correctly listed the company as “War 


ren Hardware.” 
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U. S. Rubber 
Opens Warehouse 


United States Rubber Co. has 
opened a new warehouse to serve the 
New York metropolitan area a. 24-01 
Brooklyn-Queens Expressway West, 
Long Island City, N. Y 

The building, a modern, one-stor\ 
tructure with some 85,000 sq. ft. of 
pace, replaces two multi-story loca 
tions in congested areas of Manhat 
tan. It will serve the company’s m« 
hanical goods and tire divisions 

H. G. Noss, the company’s manager 

f distributing branches, said its stra 
tegic location and mechanized equiy 
ment should provide better service 


the New York boroughs. Connecticut 

ind parts of New Jersey B- RIGHT: ON 
L. E. Valloft, operating manage 

f the New York branch, will be i 


harge 


—— 





—— 


aa measure “ot 


—_— 


Product, Promotion, Policy .. . on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton's fair 
play policy . . . and your assurance 
of extra profit and extra customer 
good will. 

From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 


- 


. 


measure up on: 
PRODUCT Carefully selected ma- 
terials, precise modern production 
J. M. Hoskinson methods and rigorous inspection 
guarantee consistent high quality. 


4 


VRERDEED 


Geo. D. Roper Corp. PROMOTION— Users are reminded by 

Names Pump Sales Head persistent national advertising that 
. ‘ they can count on their B-RIGHT- 
Geo. D. Roper ¢ orp. has appointed ON distributor for what they need, 

J. M. Hoskinson as saies manager fo wien thas need it. 

its Pump Division ‘ 

With the company since 1939, he 
has been a sales engineer for the past 
four years. In his early vears with th« 
firm he worked on pump development 
design. During World War II, he 
served in the Navy Bureau of Ord Write for the B-RIGHT-ON Dis- 
Before 1939, he had some year tributor Profit Plan. Compare it 
of engineering experience in machin¢ with others on Product, Promotion, 
tool engineering. He is mechanical Policy and PROFITS. Prove to 
graduate of Marquett yourself that 


Bee 


‘er 


POLICY—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 


. 


reserves. 


VALLLL 


nance 


iwineering 
Univefsits 


e 


you ¢an do better... with B-RIGHT-ON!” 


Clark-Hopkins Moves 
Clark-Hopkins Equipment ( 


h is moved from Philadelphia toa nes ) > THE BRIGHTON SCREW. & MANUFACTURING co. 


~ 


building on a 250,000 sq. ft. site on 
the Bethlehem Pike at Montgomer Sey 1827 Reading Road Cincinnati 2, Ohio 
ville, Pa 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1954 





What's the secret 
of ZIP Sales? 


cUlddiiiiveitid meatal 








ANSWER... 


Zip Machine Tool Accessories are made of 
high quality steel to withstand severe machine 
shop usage, but are moderately priced 


Zip Products are a must on every distributor's 
shelf to insure prompt customer service 


Now pockaged for your convenience 


Immediate deliveries from 
stock—any quantities 


GEO. WN. SELTZER & CO. 


tAEL WILL PA 


FLOATS 


@COPPER @MONEL 
@NICKEL @BRASS 
- *®EVERDUR e@ALUMINUM 


a STAINLESS STEEL by 


HARRIS 


also 


® tanks © coils © bends 
® expansion joints 
@ kettles © evaporators 
@ heaters © coolers 
® chemical apparatus 


HARRIS has been supplying in 
dustry for the past 68 years 
with these very necessary prod 
ucts. The demand is always con 
stent ond with today’s heavy 
manufacturing schedules there 
is @n even greeter demand. Our 
engineers are at your service for 
consultation without charge 


ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St. 
Chicago 7, Ill. 


George Murray Coffey 


Wagner Electric Names 
Brake Sales Manager 


George Murray Coffey has been 
named manager of industrial brake 
sales of Wagner Electric Corp. 

He joined the company in 1936 
as a student engineer following man 
ufacturing and test experience with 
Emerson Electric Mfg. Co. and A. S 
Aloe Co. and has since worked as a 
sales engineer for transformers, motors 
and industrial brakes in the Wagner 
Atlanta and St. Louis offices. 

In his new post he will coordinate 
the sales of industrial crane bridge 
brakes through the company’s branch 
offices. 


Cleveland Cap Screw 
Names Representative 


Cleveland Cap Screw Co. has ap 
pointed Carl K. Luxem as sales repre 
sentative 

He will cover Minnesota and North 
and South Dakota. 


CUT OFF HERE 


2-Way “Hex” Shank 
fits both Bit Brace and 
Electric Drill Chucks 


IRWIN 
“HEX’’ SHANK 
WOOD BITS 


Use new Irwin Two- 
Way “Hex” Shank 
wood bits in Bit 
Brace. Remove and 
use in Electric Drill. 
**Hex’’ Shank fits 
both — perfectly! No 
wobble, no runoff. 
Users can speed-up 
work on the job 
reduce replacement 
stock and handling 
by 50%. Sizes 4/16” 
to 17/16”. Write The 
Irwin Auger Bit Co., 
Wilmington, Ohio 
for complete 
details and 
prices today. 


IRWIN wooo airs 


ee 


ARRIS & CO. | ptS|ACO> DETROIT STAMPING COMPANY 
) 7 332 Midland Ave. + Detroit 3, Mich 


h Aberdeen St., Chicago 
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Paul Pick & Robert Hess 


Sales Engineers 
Assigned by Allen 


Allen Mfg. Co. has transferred Paul 
Pick, district representative in the 
Northwest, to a sales engineering post 
in the home office. 

Robert E. Hess, formerly with Bos- 
ton Gear Works, succeeds him on the 
Pacific Coast. 

Mr. Pick, an engineering graduate 
of the University of California, has 
been selling for the company in San 
Francisco and the Northwest for many 
years, first as a manufacturer's agent 
and since 1951 and as an Allen sales 
representative. During World War 
Il he served for three years in the 
Navy. 

In Hartford, he will work under 
C. §. Gates, chief engineer. 

Mr. Hess worked for Boston Gear 
in San Francisco and later in Chicago 
as district manager. He has also 


worked for Baranger’s, Hughes Air- 


craft, and Andrews Hardware in Los 
Angeles. 





Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills. . . three different tool bit 
grades ... slitting saws . . . cutoff blades... key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham 100L COMPANY 


a F17_cEVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS 








PACKING BAG for round of calls is 
Robert D. Edwards, president, Holley- 
Edwards Sales, Inc., Jacksonville, Fla 


144400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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4 
Ly \’) 
“Huot pris . 


TELL YOUR CUSTOMERS about this ideal 
filing system for their drills! No more rum- 
maging around in dark drawers and boxes. 
Indexes are made in 17 sizes to hold one- 
of-a-size of fractional, number, letter, met- 
ric, stub or taper shank drills. (Drills not 
furnished). Made of 
steel, hammerlin en- 
ameled. The conven- 
ience and attractive 
prices make them sell 

on sight. Remember 
“Huot rhymes with Do-it”. 


Write for catalog pages 


551 No. Wheeler St. 
HY » le St. Paul 4, Minn 


Ohio Injector Names Engineering Heads 


Harry C. Bell 


Harry C. Bell has been named di 
rector of engineering for The Ohio 
Injector Co. A. A. Kruse, Jr., formerly 
sales manager of the company’s Mid 
Continent Division, has been ap 
pointed chief engineer 

Mr. Bell joined the firm in 1952. 
He has spent 25 years in the valve 
industry in various capacities includ 
ing sales engineering, utility sales, 
steel plant equipment engineering and 





* 





CATAWISSA VALVE & FITTINGS CO. 
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We take time out to 
express our thanks 
and good wishes to all 


MERRY 
CHRISTMAS 
anda 
HAPPY 
NEW 
YEAR 





CATAWISSA ¢ PENNSYLVANIA 
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A. A. Kruse, Jr. 
construction industry executive engi 
neering. 

Mr. Kruse, with the company since 
1939, has worked in both the engineer 
ing and sales departments 


Allegheny Ludlum 
Completes Expansion 


Allegheny Ludlum Steel Corp. offi 
cially completed a nine-year rebuilding 
and expansion program recently when 
Edward J. Hanley, president, pushed 
a button to open a new tandem cold 
rolling mill at Brackenridge, Pa 

The four stand mill produces 48 
inch wide coils of cold rolled electrical 
and stainless steels and other high 
alloy specialties. 

lhe company has spent $96 million 
on its modernization and expansion 
program since the end of World War 
II. Much of this has gone to convert 
the company’s production from sheets 
to coils in keeping with an industry 
wide trend, officials said. 


Division Sales Head 
Named by Flexonics 


Flexonics Corp. has appointed E. L. 
Hiter as sales manager of its Expan- 
sion Joint Division. 

Mr. Hiter has had 14 years’ experi- 
ence in metal hose and bellows type 
expansion joints. Western manager 
for the company in San Francisco and 
Los Angeles since 1952, he has also 
held sales administrative posts in the 
central and field offices of Flexonics. 

George G. Toepper, former factory 
manager of Flexonics’ Savannah Divi- 
sion, has been appointed technical 
staff assistant in the production de- 
partment. 





Lunkenheimer Expands 
Cincinnati Plant 


Che Lunkenheimer Co. has launched 
an expansion and consolidation project 
at its Fairmount plant at Cincinnati 

\ new factory will be erected near 
the present buildings on land acquired 
some time ago, officials announced. It 
will be devoted to iron and steel valve 
machining operations to complement 
production of bronze valves which has 
been centered at the Fairmount plant 

A larger parking area and room for 
future expansion are other features of 
the expansion, P. M. Arnall, president, 
said. 

The consolidation is expected to 
provide more efficient operations and 
service, he stated 





Cc. D. Leiter 


C. D. Leiter Retires 
As Myers Officer 


C. D. Leiter, vice-president and 
director of The F. E. Myers & Bro 
Co., has retired from active servicc 
ifter 49 years with the firm. 

Starting as office boy, Mr. Leite: 
joined the company’s sales staff in 
1907. In 1935 he became domestic 
sales manager and two years later wa 
elected a director. He served as vice 
president in charge of sales from 1952 
until succeeded in the post by E. M 
Myers early this year. 

Mr. Leiter has been chairman of 
the general planning committee of 
the National Association of Domestic 
ind Farm Pump Manufacturers, presi 
dent and member of the board of the 
Nationa! Sprayer and Duster Associa 
tion, vice-president of the National 
Farm Electrification Conference and 
1 director of the National Water Wel 
Association. 

He will continue to serve Myer 
in an advisory capacity 


BUDA BALL BEARING 
JOURNAL JACKS 
15, 25, 35 & 50-ton capacities . . . 
4 to 8 inches of lift. 


i le 


Ratchet Trip 
Jocks — 
Jocks — 15-ton Cap. 
5 to 15 tons 


. a | 
Screw Standard Speed 
Jocks — Ball Bearing 
10 to 24 tons Screw Jacks 
15 to 75 tons 


Boll Bearing “Two Speed” 
Journal — Hydraulic Jacks — 
Jocks — 25 te 58 tons 

15 to 50 tons 


A BUDA JACK 
FOR EVERY NEED 


Are you missing out on 
those extra jack sales? 


You know that every plant is a 
potential jack customer... but do 
you realize how many different types 
of jacks are needed by even a small 
plant? Jacks are used on the produc- 
tion line for pressing, fitting and 
assembling ...in the machine shop 
for moving, holding and positioning 
equipment ...in the shipping room 
for lifting while crating or banding 
... etc. With Buda’s complete line 
of field and service-tested jacks you 
can meet every need in every plant. 
So stock Buda’s 80 models, 9 types 
—and be ready to get those extra 
jack sales. Learn what a Buda Jack 
Distributorship can mean to you. 
Write today for all the facts. 


THE BUDA COMPANY 


Harvey, Illinois 
Division of Allis-Chalmers Manufacturing 


Company 
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- FORGED STEEL 
HIGH PRESSURE 
PLUGS WITH 


Dry Sob 


TAPERED THREADS 


Both CAPITOL square head 
and hex head solid plugs 
hove dry seal tapered 
threads to assure safe, per- 
manent high pressure in- 
stallations. Individual thread 
protectors for maximum pro- 
tection. Conveniently pack- 
aged for easier handling. 
Square Head Solid Plugs 
sizes 1” thru 2”, all forged 
steel. Hex Head Piugs sizes 
“%” thru 2” machined from 
solid bar. 


You'll like these 
thread protectors, too! 
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MFG. & SUPPLY CO. 





Southern Supply Manager Wins Myers Contest 


Winner of trip to Bermuda in distributor division of recent F. E. Myers & Bro. Co 


sales contest was William Lasiter (third from left), sales manager of Souther: 


Sup 
r 


ply Co., Jackson, Tenn., shown here with other contest winners and Myers’ trade 


mark “Jack & Jill,” at sales conference. 


William Lasiter, sales manager of 
Southern Supply Co., Jackson, Tenn.., 
has been judged winner of the dis 
tributor division of the recent Steeple- 
chase sales contest of F. E. Myers & 
Bro. Co. 

Other winners were Gaylord Wirth, 
Myers district manager for eastern 
Pennsylvania; William Rose, southern 
Ohio territory salesman; and Garmon 
McCall, of McCall Brothers Pump & 
Well Co., Charlotte, N. C. 

Results of the competition were an 
nounced at Myers’ week-long 1954 
sales conference in Ashland, Ohio, at 
tended by 47 members of the sales 
staff and some 20 officers and home 
office staff members. Curtiss Ginn, Jr., 
company president, opened the ses 
sions 

C. D. Leiter, vice-president who 
recently retired, gave the main ad 
dress. He introduced the company’s 
1955 sales theme, “Drive and Thrive 
in Fifty-Five.” E. M. Myers, vice 
president in charge of sales, called for 
1 15% increase in sales volume next 


year 


New Order Index 
Hits High for Year 


The new order index of the Ameri 
can Supply & Machinery Manufac 
turers Association reached a new high 
for the year in September, the associa 
tion reported. The September index 
was 148.1. Previous high for 1954 was 
141.5 in March. 

The index measures the flow of or 
ders received by American Associa- 





Heads Bearing Group 


E. Joseph Moore, vice-president and 
Western district manager of Detroit 
Ball Bearing Co. of Michigan, De 
troit, has been elected vice-president 
of the Anti-Friction Bearing Distribu 
tors Association 


COLUMBUS, OHIO 
y, tion members See ah 





COUPLINGS — NIPPLES — UNIONS — RADIANT 
WEAT FITTINGS — FURNACE CONS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 


INDUSTRIAL DISTRIBUTION 


The value of orders received during 
September was more than 11 above 
the base month, Julv 1948 


Ep S|A@> DETROIT STAMPING COMPANY 
2 
Midland Ave. « Detroit 3, Mich. 
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Tube Turns 
Reorganizes Staff 


lube Turns, a division of National 
Cylinder Gas Co., recently reorganized 
its sales department é 

Major areas of responsibility are 
now as follows: 

John E. Chumbley, Jr., assistant 
general sales manager, administering 
sales policies and sales of welded fit- 
tings and flanges and supervising forg- 
ing sales; 

Thomas H. Pike, Jr., merchandis- 
ing manager, supervising merchandis 
ing activities of the Louisville general 
sales office; also supervising the Hous- 
ton and Los Angeles plants and the 
Engineering Service Division; 

Jack W. Green, executive assistant, 
in charge of all sales policies and proj 
ects for Canada and foreign areas and 
conventions, shows and exhibits; 

Charles F. Morris, sales manager, 
Forgings Division; 

Lincoln D. Hall, former manager 
of the Tulsa office, now assistant sales 
manager to administer sales policies 
and sales in the Tulsa, Houston and 
West Coast territories; 

Elmer H. Dilley, manager of the 
general sales office handling inquiries 
and quotations, registration and entry 
of orders, special fittings, inventories 
and inventory control, order schedul 
ing and other functions; 

H. Dewey Gass, Jr., manager of the 
order service department working 
closely with Mr. Dilley. 

Dan R. Cheyney, assistant manager 
of the Engineering Service Division, 
in charge of alloys; 

Jack D. Tolliver, assistant manager 
of the engineering department, in 
charge of pipeline business. 

Two new committees have also 
been formed. One, the Sales Planning 
Committee, headed by John G. Seiler, 
executive vice-president and general 
sales manager, will map out sales 
plans and tie in advertising and pub- 
lic relations with sales objectives. The 
other, the Branch Plant Committee, 
headed by Mr. Pike, will shape pol 
icies affecting branch plants. 

Mr. Seiler said the reorganization 
was designed to improve marketing 
procedures and customer service. “It 
recognizes special capabilities of mem- 
bers of the sales statf, to whom many 
new duties have been assigned.” 


Parts Manager Named 


George L. Ziegler, assistant works 
manager of Worthingtori’s Buffalo 
Works since 1951, has been appointed 
manager, parts’ service of the corpora- 
tion 


METAL CUT-OFF" 


’ 
/ 


; 


hecomes a preferred job.. 
, l| 


== 


with rugged = yh lf 
Onky 


dependable 
"WELLSAWS 


featuring... 


@ Easily Controlled 
Operation 


@ Fast, Accurate Action 
®@ High Job Productivity 


® Low Operating Cost 


@ Long, Dependable 
; Service 


@ Production, or utility “cut-off” work in your shop becomes 
a Preferred Job with a Wells Horizontal Metal Cutting Band Saw, 
because the @peration is so easy to control. Even in the hands of 
the “new guy,” a Wells Band Saw can be counted on to Reduce 
your Production Costs, through greater efficiency, more accurate 
cutting and real dependable service. 

Another important “key” to better cutting . . . New Constant- 
Load, Fool-Proof Blade Tensioning Control found only on Wells 
Saws. And, for more job profit . . . Wells-O-Bar Feed Master will 
convert Models 8, 800 or 12 into automatic cut-off machines for 
duplicate cutting. 

Big Jobs, or Little Jobs, there’s a “Wellsaw” for every metal 
cutting job around your shop. Standard capacities from 31/,” x 6”, 
on the new 49A “two-in-one” saw, up to 1234” x 16”, on the No. 
12 Heavy Duty Unit. Special machines have capacities of 24” and 
larger for Extra Heavy Duty and Unusual Jobs. 

Call your Wells Distributor, or write for Job-Engineering 
Service. 


vr 
J sc) r) 


“The Pioneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 


606 Adams Street 
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a BRAY HYDRAGRIP 


—] 


With the handy HYDRAGRIP 
and a few ARMSTRONG-BRAY 
Pullers, you can quickly, safely 
and easily remove gears, wheels, 
bearings, sheaves or parts. from 
shafts, can re-install them with 
equal ease. Single centered ram 
assures aligned thrust that moves 


HYDRAULIC PULLERS 


Valuable 
Maintenance Tool 


parts along shafts smoothly with- 
out wedging or binding. Saves 
time, saves parts—ends battering 
and breakage. The. H YDRAGRIP 
—comes complete with handy, 
rtable, hydraulic hand pump, 
igh pressure connecting hose and 
17% -ton capacity hydraulic jack 
with interchangeable heads. 


Jack C. Malugen 


Service Tools Institute 
Names Malugen President 


Jack C. Malugen, president of J. H. 
Williams & Co., has been elected 
president of the Service Tools Insti- 


tute for 1954-1955. 

Mr. Malugen has headed J. H 
Williams for the past year. He joined 
company in 1952 after eleven 
years as West Coast manager for Chi 
cago-Latrobe and several years as Chi- 
cago district manager for Deversey Co 

The Service Tools Institute is com 
prised of some 60 manufacturers of 
mechanics’ hand tools 


Write for Catalog Sheet—describes 
HYDRAGRIP and complete line of the 
standard and special external and 7 
internal pullers. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, ILLINOIS 


ARMSTRONG-BRAY & CO. 


National Sales Manager 
Named by Binks Division 


B. J. Hedger has been appointed na- 
tional sales manager of the Industrial 
Division of Binks Mfg. Co 

Formerly Chicago district sales man 
ager, he joined the company in 1928. 
From 1937 to 1940, he was Midwest 
Divisional sales manager and for nine 
years after that managed the com 
pany’s Ceramic Division. 


Trained Equipto engineers stand ready to give you 
the benefit of vast experience in laying out storage 
facilities. This valuable service will give you a 
quick, accurate idea of the number and types of 
units you will need . . . will assure maximum use 
of every inch of floor space . . . will increase 
working efficiency and save man-hours because of 
expert arrangement of units 

Equipto steel shelving features an exclusive steel 
stud that eliminates nuts, bolts, and tools . . . 
assures 60% faster assembly, instant shifting of 
shelves on 114” centers without moving adjacent 
units, greater shelf capacity. So if you plan to 
build, modify, or expand your storage facilities, 
take advantage of Equipto’s free layout service. 
Ask our engineer to call, or write for 

catalog on complete line. 





Division of Aurora Equipment Co. 
825 Prairie Ave., Aurora, Illinois 
Stee! Shelving Ports Bins ... Drawer Units 


B. J. Hedger 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1954 





Division Executive 
Named by U. S. Rubber 


United States Rubber Co. has ap- 
pointed G. Allen Lovell assistant gen 
eral manager of its mechanical goods 
division, succeeding Herbert G. Kies 
wetter who has been named executive 
issistant to the general manager of the 
company’s international division 

Mr. Lovell will supervise sales oper 
itions as well as production and re 
search Formerly sales manager of 
manufacturers products for the com 
pany’s footwear and general products 
division, he has been with U. S. Rub 
ber since 1918. He worked in pro 
duction posts until 1936 when he 
joined the sales department. [wo 

later he became manager of 

coated fabric sales and in 1944 sales 
of Kovlon fo bl 

new head 


iquarters W 
York City 


] 





Norman J. Froelich 
Gulf Steel Sales 
Names Froelich President 


Gulf Steel & Wire Co., of Puert 
has elected Norman J. Froelich 
resident of Gulf Steel & Wire Sal 


He has also been made vice-presi 
lent and general manager of sales o 
parent manufacturing compan) 
Gulf Steel & Wire Sales, with off 
n Pittsburgh, will act as exclusi 
ted States and Canadian agent 
Gulf Steel & Wire, which pz 
various wire products at i 
plant at Bayamon, Puerto Ri 
Mr. Froelich has been associated 
with the steel industry for the past 3 
years, serving in executive sales posts 
with Pittsburgh Steel Co., Detroit 
Steel Corp., Portsmouth Steel Corp 
ind Reynolds Wire Co. He was ad 
ministrator of steel orders with the 
War Production Board during World 
War II 


} 









































INO.other manufacturer of stainless steel valves, 
fittings and accessories offers so much in the way 
of technical service. Here's a partial list of the 
plus factors which are yours when you sell the 
Cooper Alloy Line. 

P. C. Shaffer, Chief Engineer. This acknow!l- 
edged leader in the field of stainless steel 


valve design is constantly "in the field"—lec- 
turing, trouble shooting, ithe you and your 
customer. 

N. S. Mott, Chief Chemist & Metallurgist. 
Undoubtedly the most quoted and published 
author in the field of corrosion resistant alloys, 
Mr. Mott is at your service when advice on 
tough corrosion problems is needed. 

Sales Engineers, technically trained, are lo- 
cated in key cities and are available to assist 
in any way, from presenting the product to 
closing the sale. 

The Professor—founder and keeper of the 
most extensive library on technical data on 
stainless steel valves and fittings. An average 
of 1000 requests for literature is handled every 
month. 

Research—o division of our company which 
has pioneered in the development of new ma- 
terials such as V2B, and new methods, such as 
shell molding. By feeding advance data to 
you they help your customers stay ahead of 
competition. 


If you haven't seen our booklet “Thirty Years of 
Progress," write for your copy today. It will help 


you know more about our company. 


COOPER ALLOY 


CORPORATION eHILLSIDE, N.J. 
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“Hand-Tailored" 


Hand 
Trucks 


assure volume 


for 
you~ 


USP hand trucks can be custom-made for 
unusual jobs; and, of course, are immediately 
available in a complete standard line. 


USP Hand Trucks feature: 


. Rugged all-stee! construction . 


+ « extra 
length in all welded joints. 


. Seven different handies. 
. Tire sizes to fit any particular job. 


Wheels: solid heavy duty; semi-pneuma- 
tic; pneumatic ball and roller ring. 


. Carry 500 pounds with amazing ease. 


“y 


our material handling dollar buys more in 


USP Hand Trucks.” 
Write today for distributorship details and 
complete Catalog. 


U. S&S. PRODUCTS, INC. 





COLUMBUS, INDIANA 


| American Chain & Cable Names District Manager 


Warren W. Runkle 


Warren W. Runkle has been ap 
pointed New York-New England dis- 
trict sales manager for the Wire Rope 
divisions of American Chain & Cable 
Co. succeeding the late Robert Pol 
lock. 

Mr. Runkle has been Pittsburgh 
district head for the divisions since 
1945. A member of the company’s 


sales organization for the past 26 


3 Good Reasons Why You Should Make 
DAVIS YOUR REGULATOR HEADQUARTERS 


Here is the complete line of 
precision regulating equipment. 
Give your customers the benefit of 
better control and longer service 
life by furnishing them Davis 
equipment. No matter what you 
require in sizes, types or metal 
specifications, Davis can furnish it 

and on good delivery schedule. 
Make Davis your headquarters for 
precision regulators and allied 
equipment. 


@ RELIEF VALVES 
@ FLOAT BOXES 
© BACK PRESSURE VALVES \ 
© MOTOR OPERATED VALVES 


© SOLENOID VALVES 

@ WON-RETURK VALVES 
© DIAPHRAGM VALVES 

© STOP & CHECK VALVES 


Send for complete catalogs ~ 
and information on Davis’ 


complete line 


2544 S. WASHENAW AVENUE 
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. PROVEN QUALITY 
2. COMPLETE LINE 
3. PROMPT DELIVERY 


FLOAT 
VALVES 











PRESSURE 
REGULATORS 


‘ 


s\ 





CHICAGO, 


ILLINOIS 


W. T. Kyle 


vears, he has also been Southwestern 
district manager at Fort Worth 

He was at one time with General 
Electric Co. and later worked in the 
oil fields of Wyoming as warehouse 
manager for Midwest Refining Co. 

W. T. Kyle has been appointed to 
Mr. Runkle’s former post of Pitts 
burgh district manager. 

He will supervise sales in West Vir 
ginia, Ohio, western Pennsylvania and 
Kentucky. 

Mr. Kvle joined American Chain 
& Cable in 1939 and has been Ohio 
representative for the Erie Rope di 
visions since 1947. 


Eastern Sales Engineer 
Named by AMgears 


AMgears, Inc. has appointed J. Frank 
Ottinger as Eastern district sales en- 
gineer, 

Mr. Ottinger has had 13 vears 
perience in the aircraft field. 


J. Frank Ottinger 





Republic Supply Head 
Sees Defense Exercises 


John J. Pike, president of The Re 
public Supply Co. of California, Los 
Angeles, recently attended a nine-day 
demonstration of Defense Department 
ictivities in Washington and on the 
Eastern seaboard. 

He was one of a group of 68 business 
ind professional leaders from through 
out the country invited to make up 
the Joiat Civilian Orientation Pro 
gram. Its purpose, according to ¢ harles 
E. Wilson, Secretary of Defense, was 
to “broaden the base of public under- 
standing of the Defense Department 
by passing this information on to 
others.” 

The group spent their first eight 
days in Washington attending lectures 
on atomic weapons, guided missiles 
defense plans and other technical sub 
jects. They attended field demonstra 
tions at Quantico Marine Base, Pensa 
cola Naval Air Station, Eglin Air Force 
Base and Fort Benning, Ga. These in 
cluded amphibious assaults, helicopter 
exercises, parachute drops, and weap 
ons firing problems 

What we saw was a revelation,” 
Mr. Pike reported later. “It has given 
us all a clearer picture of oui whole de 
fense effort and its meaning to private 
citizens. Before I witnessed these dem- 
onstrations, like millions of others, I 
thought that the whole program was 
the exclusive job of the Defense De 
partment and the Armed Services. The 
scope of the activity which was shown 
us indicates that the Defense Depart 
ment is the business of all citizens 
since, in addition to assuring security 
against aggressors, its vast expenditures 
and industrial activities have made it 
an important factor in our present 
prosperity. 

Others attending the program in 
cluded Leland L. Doane, president of 
Dow Chemical Co.; Clifford F. Hood 
president of United States Steel Corp.; 
Harry Winne, vice-president of Gen 
eral Electric Co., and Edward C 
Wells, vice-president of Boeing Air 
raft 


Borg-Warner Forms 
Morse Chain of Canada 


\ new company, Morse Chain of 
Canada, Ltd., has been organized by 
Borg-Warner Corp. to 
dustrial and automotive chain 

ninion 

und has been broken f 
lant in Simcoe, Ont., whic! 
pect to be readv Februar: 
Roush, Morse Chain Co 
‘ t the Canadian sub 


erected teeLs 


Pet@am roe. teaerany 


rereers 
™ seh reae 


YES SIR ! Catalog No. 55—118 pages listing over 1400 sizes 
and types of highest quality, faster cutting and longer lasting end 
mills. There are 10 completely new pages; also changes and addi- 
tions throughout the catalog. It will pay you to select your re- 
quirements from this catalog that lists the most complete line of 
end mills manufactured. 


Indicative of the careful planning and useful features incorporated 
in this new catalog is the unique pictorial index where every type 
of Putnam tool is illustrated for your ready reference. See your 
Putnam distributor or write on your letterhead—this new catalog is 
yours for the asking. 


The above announcement of the new Putnam catalog is appear- 
ing in the December and January issues of leading industrial 
publications. This new catalog along with a continuing pro- 
gram of advertising and a wide distribution of product liter- 
ature are constantly reminding users that they can secure the 
best in end mills from Putnam distributors. Also, by manufac- 
turing the most complete line of standard end mills, Putnam 
permits you to answer mony more of your customers’ require- 
ments with stock types and sizes. 








tod 


2985 CHARLEVOIX QaVENUE 
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Cleveland Manager Named by Norton 


Cheever H. Ely 


Norton Co. has appointed Cheever 
H. Ely as Cleveland district manager, 
succeeding Fred P. Hays who retired 
last month after 38 years with the 
conipany. 

William C. Davidson succeeds Mr. 
Ely as abrasive engineer in the Day- 
ton area, 

Mr. Elv_ has 


nee 1927. He 


Norton 


a year in 


been with 
worked for 








POWERFUL CAPACITY 
SIMPLE CONSTRUCTION 
FINE BALANCE 


Punches xa 

aves tron 
x 2," 

. “% oo 





Punches 
a 

! Flange 
i, o Web 


W. A. WHITNEY 


No. 91 BENCH PUNCH 
* J 


also No. 92 Punch with 10” depth of throat 
No. 93 Punch with 18° depth of throat 
No. 94 Punch with 24” depth of throat 


* A powerful line of Punches! All carry 

our guarantee and you can supply the 

roper punch for a job from this complete 

ine. All use same punches, dies and 

working parts. Good return on this neces- 
tool. 


sary 














* Send for our new catalog. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 





Fred P. Hays 


the company’s Detroit office, then 
went to the Cleveland warehouse as 
office manager. In 1937 he was made 
a field engineer and the following 
year an abrasive engineer in Dayton. 

An amateur radio enthusiast for 
many years, Mr. Ely has a car 
equipped as a mobile radio station. 
His call letters, WSLJ, are known in 
this country and abroad. 


THE TRADE CALLS 
for 


DYKEM 
STEEL BLUE’ 


Dies and 
Templates 


With DYKEM ore 


Popular package 8-oz. can fitted with 
lite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. «+ St. Lovis 6, Mo. 


William C. Davidson 


Mr. Hays first worked in Norton’s 
grinding machine division and the 
mechanical laboratory before going 
into sales work in 1919. He sold in 
the Philadelphia area for seven years 
and in the Dayton area for ten years. 
In 1936 he became Cleveland district 
manager. 

Mr. Davidson spent ten years with 
Frigidaire Division of General Motors 
Corp. as a tool engineer before join 
ing Norton in 1946. He was an in- 
structor in the Norton training de- 
partment until last year when he was 
named abrasive engineer in West Vit 
ginia. 


Harold Torell 
Addresses Advertisers 


Harold ‘Torell, vice-president of 
Syracuse Supply Co., Syracuse, N. Y., 
addressed a recent meeting of the 
Hudson-Mohawk Chapter of the Na- 
tional Advertisers Association in Al- 
bany on the subject, “The Industrial 
Distributor Looks at the Manutfac- 
turer's Advertising and Sales Promo- 
tion.” 

Mr. Torell is past-president of the 
National Industrial Distributors Asso- 
ciation and the New York State Indus 
trial Distributors. 


Pantex Mfg. Acquires 
Valve Controls Line 


Pantex Mfg. Co. of Pawtucket, 
R. L., has acquired the complete line of 
plug valve actuators formerly manu- 
factured by Valve Controls, Inc. 

Pantex officers said they plan to 
continue distribution of the line to the 
petroleum, chemical, power and re- 
lated fields through regular distribu- 
tor channels and expand its availability 
in other fields. 
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Porter Maps Plan 
To Unify Sales 


Che management of H. K. Porter 
Co., Pittsburgh, is studying plans to 
unify sales efforts in its various divi 
sions. 

C. R. Dobson, executive vice-presi- 
dent, said a svstem enabling divisional 
sales offices to handle sales of divisions 
other than their own is being con 
sidered. It would not change the 
company’s current method of oper- 
iting, or disturb existing dealerships, 
he said. Each division manager now 
has complete responsibility for all 
activities within his division 


Quaker Executive Named 


Quaker Rubber Corp. Division of 
H. K. Porter has appointed W. H 
Pender, former field engineer for con 
veyor and elevator belting, as manage! 
of belting sales. 

Walter Murken, former district 
sales manager in Philadelphia, has 
been named production manager 
W. H. Heath has been appointed 
manager of lawn hose sales and Joseph 
Cleary, plant engineer. 

With Quaker since 1947, Mr. Pen 
der has had 20 years’ experience in 
the rubber industry. Mr. Murken has 
served the company in various posts 
for the past 16 years. 

R. R. Meltz has been appointed 
manager of Quaker’s Roll Covering 
Department, with responsibility for 
coordinating activities of both factory 
ind field personnel in sales and ser 
ice. He has 14 years’ experience in the 
industry, holding various posts in 
luding chief chemist and assistant 
plant superintendent. 

Quaker Pioneer Rubber Mills Divi 
sion has named Robert C. Weaver as 
manager of hose and miscellaneous 
products sales 

Connected with the industry for 
17 years, Mr. Weaver was active in 
the development of the first light 
veight industrial hose, a type now in 
widespread use. He will supervise 
sales of industrial, fire and garden 
hose, rubber linings, rubber coverings 
ind roll coverings. 


Worthington Retires 
58-Year Veteran 


John J. Fenolia, salesman for th 
past 58 years for Worthington Corp 
retired recently from the firm’s Chi 
cago office. 

Mr. Fenolia began working for the 
Harrison, N. J., manufacturer as a $¢ 
1-week office boy in Chicago. Later h 
became office manager and then sal 
engineer 





CUT INVENTORY COSTS 


Stock the ONE Complete | 
Line of Jacks and Puilers | 
Simplex is the only line of jacks that helps you cut your inventory costs 
while providing a complete jack selection to your customers. For only with 
the Simplex line can you fill all needs from one source — and get the result- 
ing operating economies. No expensive jack duplications, easier inventory 
control, less ordering detail, less freight costs, easier reference and selling. 
ONLY SIMPLEX is the complete line of jacks because no other manu- 
facturer offers as many standard models (there are 125 different Simplex 


Jacks and Pullers) or such a wide choice in all three types — Lever, Hydrau- 
lic and Screw jacks. 


it 


Ratchet Geared Ratchet Pivoting Bose Track or 
Lowering Lowering Models Trip-Types 





HYDRAULIC 
and 


PULLERS ous fl —y ons **Center-Hole™* Carre # aad 


Models and Pullers Jenny Pullers Jacks 





4-Way and 
Ratchet 


rench and 
Operated 7 


Beveled Gear Braces 
Screw Jocks 


Standard 
Push and Pull Jocks Speed Jocks 


— ed 


CAN YOU IDENTIFY HIM? 


This industrial salesman wore an “iron hat” 
back in the days when this photo was taken. 
His derby has become a need to buyers 
of industrial and railroad supplies in the Phila- 
delphia area. Win $10 by being the first to send 
in his name. 


WORLD'S LARGEST MFGRS. OF INDUSTRIAL 
MECHANICAL AND HYDRAULIC JACKS 


RE-MO-TROL JACKS JENNY 
UTH-A-TOOL ROL-TOE 


TEMPLETON, KENLY & CO. 
2523 GARDNER ROAD © BROADVIEW, ILLINOIS 
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JAW-HEAD 


The best ‘soft 


hammer your 
money can buy! 


resilient 
delive 


er with full 


CHANGE FACES 
IN SECONDS 


Available from leading in- 
dustrial suppliers. Also 
C/R Rawhide mallets and 
Rawhide mauis. For furthe: 
information write Dept. 22. 


CHICAGO Rawhide MFG.CO. 


1301 Elston Ave., Chicago 272,,II! 
in Canpdo: Super Oil Seal Mig. Co lid 
Hamilton, Onteorie 


Clemson Sales Force Sees New Products 


lhree-day meeting brought together the sales force of Clemson Bros. at Middletown, 


N. Y., to hear about new products 





Bell & Gossett 


Names Sales Head 


W. A. Boone, a vice-president of 
Bell & Gossett Co., has been named 
sales manager of the firm. A. B. Meeg 
was promoted to assistant sales man 
ager and E. F. Ford was named man 
ager of national accounts 

Also promoted were: M. H. Hof- 
meister as manager of Original Equip- 
ment sales; C. L. Towns, Heating 
Products Division manager; and H. H. 
Barclay, assistant manager, Industrial 
Products Division 


Star Expansion Bolt 
Names Vice-President 
Harry Fox has been appointed vice 
president in charge of sales for Star 
Expansion Bolt Co. and its affiliates. 
He has been with the company 35 


years. 


Harry Fox 


Named by Allis-Chalmers 


Allis-Chalmers Mfg. Co. has ap 
pointed Wheeling Rubber Products 
Co., Wheeling, W. Va., to handle its 
V-belt drive equipment and The Cas 
key Engineering Co., Seattle, to sell 
motors and control equipment. 


THERE'S 


BIG MONEY 


VARIABLE SPEED TRANSMISSIONS 


GET YOUR SHARE! 
@ivery dustry 2 prospect for STAND 
RDT ’ Ex ve STANDARD 


3’ Six 


TANDARD TRANSMISSION EQUIPMENT CO 
70 West Union Street, Pasadena 1, Cailf 


STOCK 


STANDARD 


VARIABLE SPEED TRANSMISSIONS 
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Dallas House 


Expands Activities TRIPLE SALES! 
Toel Products Co., Dallas, Texas, 
is expanding its lines following the 
opening of its new warehouse at 14 : + 9 lj ' 
Payne St. = b k 3 
R. D. Bertram, one of the three with ad i r a n Ss Ines. 
owners of the expanded firm, said the 
COMETS will become a “full fledged Capitalize on the triple-your-sales combination of Fairbanks Valves, Fairbanks 
supply house” specializing in cutting, Casters and Rubber Tired Wheels and Fairbanks Trucks. By selling all three 
precision, hand and _airc — boots Fairbanks lines of products on every call to every customer, you make three calls 
Joe Black and George Bushfield, for in one, triple your sales, triple your profits. 


merly with Tool Supply & Engineer- : 
ng Co., Dallas, have joined him as When you sell Fairbanks Bronze and Iron Body Valves you turn the same cail into 
a double sale by selling Fairbanks Casters and Wheels, and into a triple sale by 


artners. bp . 
Major lines carried include Whit tying-in Fairbanks Two-Wheel and Platform Trucks. 


man & Barnes, Greenfield Tap & 
Die Corp. and Putnam Tool Co 





Fairbanks VALVES 





Complete line of Bronze and Iron Body 
Valves, Engineered, designed, and manu- 
factured to the highest standard of the 
industry. Insure trouble-free contro! cf 
water, steam, gas, or oil. 


Fairbanks CASTERS, WHEELS 
Swivel and rigid casters. “ ‘Lockweld’ 
Steel Swivel Casters Without a King-pin”’, 
with exclusive leg design. Rubber tired 
wheels for casters and trucks, 
































ellaelelal 4 


Ben A. Fleury 


Two Wheel and Platform Hand Trucks of 
rugged construction, smoother operation. 
Fairbanks complete line includes lift jack 
platform trucks, all steel hand trucks, all 
wood trucks, and box or case dollies. 


Union Twist Names 
Chicago Manager 


Ben A. Fleury has been appointed 
Chicago district manager for Union 
l'wist Drill Co. 

Formerly with Charles Products 


Co., he was also at one time Western YES! Triple sales, triple profits with Fairbanks’ 3 lines 
field engineer for Greenfield Tap & PLUS extra sales, extra profits with Dart Unions. 


Die Corp. He has been vice president 
£ . ] 

a s Products for the past tw Dart, the best known quality union avail: 
\ ‘te di Cleeein bee stead able, sells quickly, easily with its excel- 
Tulane Universin vais ’ lent consumer acceptance, Gives you a 
His headquarters will be in Chicag fourth sale, fourth profit, as companion- 

' oy S ate item to Fairbanks lines. Features 

ground ball joint, two bronze seats, is 
leakproof and practically unbreakable 


























Western Nipple 
Names Representative 


oes . 
Western Nipple Co. has appointed . ; THE 'Tellaetsti) 4 COMPANY 
IF’. J. Penque to its sales staff t er VEST: : 
the northern California area : scr 1 ay 
Mr. Penque has been a member of de Hus and 
has | BRANCHES: NEW YORK 3 


the sales staff of The Republic Supph 


Co. of California, Los Anecies. tor PORE] = PITTSBURGH 22 + BOSTON 10 + ROME, GA. 











: 
the past six vears 
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New York Air Brake Names Zaoral President 


Charles T. Zaoral 
Charles T. Zaoral, 


in charge of operations and a director 
of The New York Air Brake Co. for 
the past two years, has been elected 
president of the company, succeeding 
Bernard Peyton, named chairman of 
the board. 

Mr. Zaoral is former general man 
ager of the International Division of 
Bendix Aviation Corp. and had pre 


vice-pré sident 


viously held various executive posts 
with General Motors Corp. 

Mr. Peyton, president since 1949, 
has been a director of New York Air 
Brake since 1938. Before 1949, al- 
most all of the company’s business 
came from the sales of airbrake equip- 
ment to the railroads. During Mr. 
Peyton’s administration, four manu- 
facturing units in the pump, liquid 
handling, vacuum equipment and hy- 
draulic fields were acquired to broaden 
the firm’s product lines 


Named by Hydreco 


Hydreco Division of New York Air 
Brake has appointed Ray J. Thomas 
manager of its sales order department 

With the company since 1945, he 
has held posts in the engineering, 
service and sales departments. For 
the past several years he has worked 
in purchasing. 


Joins Abrasive Company 


Michigan Abrasive Co. has named 
Max C. Jones, formerly with General 
Electric Co. and U. S. Gypsum Co., 
is chief chemist 





ARBOR 
SPACERS 


Equipment Credit Plans 
Revamped with Tax Law 


The C.1L.T. Corp. has announced a 
new finance plan 4 industrial equip 
ment which company officials say 1s 
geared to the new Federal tax law 
allowing faster depreciation. 

Periods of payments have been ex 
tended more nearly to match the us¢ 
ful life of the equipment. The exten 
sion is from three to six years on con 
struction equipment, from five to ten 
vears on machine tools, and from 
three to six years or eight years for 
lift trucks. 

Previous finance terms on 
equipment have been generally based 
on a series of equal installments. Sid 
ney T. Maddock, C.I.T. president, 
said the new plan should enable pur 
chasers to fit their depreciation re 
serves to payments. 

he usual 25% down payments 
are called for, but under the acceler- 
ated schedule monthly payments are 
successively less. Mr. Maddock said 
they would enable the buyer of a 
machine tool to pay for it in five years 
and depreciate it 100% in ten 


suc h 


Rockwell Mfg. Plans 
New Plant in Kentucky 
Rockwell Mfg. Co. will build a 


new million-dollar plant on a 30-acre 
site in Russellville, Ky., company offi 
cers have announced. It is expected 
to be in operation in mid-1955. 
Construction will start early in Jan 


_ uarv on the 80,000 to 100,000 sq. ft 








ae 
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PAY NO 


Like Sterling stamped on silver, PRECISION BRAND has 
long been recognized as an assurance of the finest 
quality. Tops in every respect, extreme care is taken in 
each step of production to bring you the finest arbor 
spacers and shims available. Used for accurate spacing 
of milling cutters, slitter knives, gang saws and many 
other uses they come neatly packaged in thicknesses 
from .001” to .125” thick and %” to 6” hole diameter. 
Largest range of standard sizes made. Arbor spacers 
are supplied with keyway. Shims available in same 
sizes, but without keyway. Special sizes also available. 
Sold by leading industrial supply distributors in most 
cities. Catalog gladly sent upon request. 


MORE TO GET THE BEST 


alse available 


SHIM STOCK * FEELER STOCK * GROUND FLAT STOCK 
MUSIC WIRE * DRILL RODS 


PRECISION STEEL WAREHOUSE, INC. 


. Se . 
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one-story building planned 

The company has plants now in 15 
other communities throughout the 
country. 





a 

NEW GENERAL MANAGER of I: 
dianapolis Belting & Supply C 

R. ] Bob” Branham, ‘ormerl 


manager! 





Black & Decker 
Opens New Plant 


More than 11,000 visitors attended 
the recent open house in the newly 
expanded Hempstead, Md. plant of 
the Black & Decker Mfg. Co. 

The $2,000,000 addition to the 
company’s original plant is now in full 
operation. Covering 240,000 sq. ft., 
it doubles the factory’s size. More 
than 800 are employed at Hempstead 
lhe company’s main plant is at Tow- 
son, Md. 

All departments were operated for 
the plant tour and continuous demon 
strations of the company’s electric too] 
were staged. Aluminum ash trays 
produced on the spot as sou 


lines 
wer'c 
venirs 





Joseph H. Humberstone 


Welding Society 
Elects Officers 


Joseph H. Humberstone, 
of Air Reduction Sales Co., 
elected president of the 
Welding Society. 

Also named were J. J. Chyle, of 
\. O. Smith Corp., Ist vice-president 
ind C. P. Sander, United States Ste 
Co., 2nd vice-president. 


president 
has been 


American 


1 


Manco Mfg. Co. 
Names Representatives 


Manco Mfg. Co. has announced 
new assignments of representatives 

J. R. Weiss, Jr., of Cincinnati, will 
southern Ohio and Kentucky 
M. Nash, former Ohio repre 
greater Pitts 
Mfg. Co. of 
Ohio 


cCoOVe 
and I 
sentative, will handle the 
burgh area. Shields 
Cleveland is northern 


sentative 


repr 





SPECIFICATIONS—MODEL B 


Capacity—5” rounds, 10” flats. 
Height Overall—(Closed)—32”. 
Blade Length—7’5” x 2" 
Floor Space— 46” x 28”. 
Weight—(Uncrated) 235 Ibs. 


x 23 ga. 


Wheel Diameters— 10”. 

Motor — Ys" H.P. any voltage avail- 
able. 

Speeds—45, 90 and 150 ft. per 
min. 


Crated 280 Ibs. Boxed for Export Casters—Optional at slight extra 


400 Ibs. 





Model J pictured, 10” x 18” 
Capacity, available as a wet 
or dry machine. Big, rugged, 
adaptable to any cutting job. 








WRITE FOR DETAILS 


cost. 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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Armco Steel Corp. Names Executives 


R. L. Gray, president since 1931 of 
Sheffield Steel Division of Armco Steel 
Corp., has been elected executive vice 
president of Armco with headquarters 
in Middletown, Ohio. 

John W. Anderson, vice-president 
in charge of sales at Shefheld, succeeds 
him as Sheffield president. 





stockroom 
for 
stainless 


Write, wire 


or phone for your copy of the new STAR catalog 


John W. Anderson 


Succeeding Mr. Anderson is W. S 


Newall, recently sales manager in Shef- 
Davi- 
manager in the 

succeeds Mr. 


field’s Houston Division. R. W. 
son, assistant sales 
Houston Diyivision, 
Newall as sales manager. 


H. H. Tullis and R. S$ 


Armco vice-presidents, have been made 





Have your pick of 7,000—thet’s 
right, seve: en-thousand—sizes. 
RIGHT OFF THE SHELF! 
And thot’s not all. We can give 
ou speedy service on 

“specials”, too. Don’t turn 
down your customers’ inquiries 
on special items. Turn 
them over to us. If it's 
stainless, we con moke it. 
We mill, drill, grind, tap, slot, 
thread, head, stomp, and bend 
We'll get off to a quick 
start from either a blucprint 
or sample 
STOCK OR SPECIAL LooK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU: 

Bolts and Cap Screws 

Socket, Set and Cap 

Nuts, Washers 

Sheet Metal Screws 

Wood Screws 

Pipe Fittings 

Machine Screws 


Star Staeniess 


~y 7 Star STAINLESS SCREW CO. 


Down 645 Union Bivd., Paterson 2, N. J. * 


Little Falls 4-2300 


A rw | stam 6 Direct New York Telephone: Wisconsin 7-904! 


MANUFACTUREP’S REPRESENTATIVES: A Few Choice Territories Open 


inquiries Invited 
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W. S. Newall 


idministrative vice presidents. 

Houston operations are under the 
direction of F. R. McFarland, division 
manager. 

Mr. Gray, the new executive vice 
president, is a veteran steel man. He 
worked for Valley Steel Co. and 
Laclede Steel Co. in St. Louis for sev- 
eral years before moving to Kansas 
City in 1933 as chief engineer of the 
Kansas City Bolt & Nut Co., predeces- 
sor of Shefheld Steel. Armco took over 
Sheffield in 1930, operating it as an 
independent subsidiary until it was 
made a division last June. 


R. W. 


Davison 





Dodge Names Vice-President 


Carl W. Peterson has been elected 
vice-president and works manager of 
Dodge Mfg. Co. following the reti 
ment of Edgar M. Carver as f 
vice-president. Mr. Carver, wh 
been with the company +5 year 


} 
tinues as a director and consult 





West Coast Engineer 
Named by Parker 


Parker Appliance Co. has appointed 
Ted R. Carroll as sales engineer for 
o-rings in its Pacific Coast territory. 

He will work under the direction 
of Tommy J]. McCuistion, rubber 
products sales manager in Cleveland, 
but will make his headquarters at 
the company’s Rubber Products Divi 
ion in Los Angeles 

An engineering graduate from the 
University of California at Berkeley, 
he also attended San Diego State Col 
lege. He has worked for North Ameri 
san Aviation as research engineer and 
for the past two years was lead engi 
neer on fuel and hydraulic line con 


nectors for E. B. Wiggin 


Electrical Manufacturers 
Name Metz President 


Albert F. Metz, chairman of th« 
board of Okonite Co., was elected pres 
ident of the National Electrical Manu 
facturers Association at the group's 
annual convention in Atlantic City r 
cently. He succeeds J. H. Jewell, vice 
president of sales of Westinghous« 
Electric Corp. 

\. A. Berard, president of Ward 
Leonard Electric Co., was named asso 
ciation treasurer. W. V. O’Brien, vice 


president and general manager of the » J on To 
\pparatus Sales Division, General ig p 


Electric Corp., was named vice presi 
] 


ent 


When it comes to really doing a job . . . you can't beat old 
? Santa Claus. He’s thorough, efficient and mighty capable of 
Named by Hose Accessories pleasing all his customers. 


Hose Accessories Co. has appointed 


Durrie Sales Co., Chicago, as its repre He’s like SPARTANS that way. For they can’t be beat when it 
sentative in Illinois, Indiana and Iowa comes to pleasing their customers and stepping up metal cut- 
ting efficiency. 





For superior cutting service SPARTAN offers a full line of Hack 
Saws (hand and power) Band Saws, Hack Saw Frames, Tool 
Bits, Compass Saws and Flat Ground Steel that have boosted 
production today and have hung up a lot of records for the 
boys of tomorrow to shoot at. Keep this in mind—You're selling 
SPARTAN increased metal cutting efficiency. 


And keep in mind, too—that when Christmas comes along we'll 
be thinking of you and yours and hoping that the day brings much 
happiness for you all, followed by a year of good news. 


Sold Only 
rta Through Distributors 


4. G. LINDQUIST, secretary and SAW WORKS, INC. 
comptroller of Gardner-Denver Co., has SPRINGFIELD, MASS. 


een elected vice-president. . 
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You a target? 


Let's face it...we're all targets! 


If your plant is not ready with a disaster plan, 
better act now. There’s not a single American 
plant that’s out of range of an intercontinental 
bomber—and fires, floods, tornadoes or explo- 
sions can kill you just as dead as an atom bomb. 
It costs next to nothing to take a few simple 
steps which may save hundreds of lives. Here 
they are. Check them off today. 
[) Call your local Civil Defense Director. He’ll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with commu- 
nity Civil Defense action. 
[] Check contents and locations of first-aid kits. 
Be sure they’re adequate and up to date. Here, 


again, your CD Director can help. He’ll advise you 
on supplies needed for injuries due to blast, radi- 
ation, etc. 

[] Encourage personnel to attend Red Cross First- 
Aid Training Courses. They may save your life. 


[) Encourage your staff and your community to 
have their homes prepared. Run ads in your plant 
paper, in local newspapers, over TV and radio, on 
bulletin boards. Your CD Director can show you 
ads that you can sponsor locally. Set the standard 
of preparedness in your plant city. There’s no 
better way of building prestige and good com- 
munity relations—and no greater way of helping 
America. 

Act now . . . check off these four simple points... 
lives are at stake... have you a right to delay? 
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SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS 


NO-GLARE SATIN CHROME FINISH 
HELPS SELL THESE INSIDE MIKES 


No. 823 with 
TUBULAR RODS 


Some mechanics like the slim, 
solid rods and the extra capacity 
in the longer sizes which they get 
with Starrett No. 124 Inside 
Micrometer Caliper. Others pre- 
fer the light yet rigid diam- 
eter tubular rods of No. 823. But 
they all agree that Satin Chrome 
Finish which is featured on the 
micrometer heads of both types 
helps to eliminate glare, retard 
corrosion, increase reading speed 


and accuracy. Like hardened and 


ground contact surfaces plus com- 


No. 124 
with SOLID RODS 


pensation for wear, Satin Chrome 
Finish is a Starrett plus feature 
that mechanics appreciate. It is 
only one of a dozen big reasons 
why mechanics prefer Starrett 
Micrometers every time. 

We recommend that you offer 
a choice of No. 124 or No. 823 
for most applications. When the 
call is for capacity beyond the 
32” limit of Sets No. 124 C or D, 
suggest Starrett No. 121 Inside 


Micrometers, available in three 


sizes with ranges from 32” to 107”. 





MECHANICS HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS «+ DIAL INDICATORS 
STEEL TAPES « PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 





ATHOL, MASS., U.S. A. 


TIE IN SALES OF 
HACKS AND BANDS 
FOR EXTRA PROFIT 


The men who buy tools are often 
the same men who buy hacksaws, band 
saws and band knives. By mentioning 
Starrett hacks and bands on every 
call you have a double opportunity 
to cash in on the Starrett reputation 
for quality and dependability. Get to 
know the complete line which in- 
cludes hacksaws of every type for cut- 
ting metal by hand or machine; band 
saws for cutting metal, wood, plas- 
tics, etc.; and band knives for cutting 
all soft or fibrous materials. With the 
complete Starrett line you are always 
prepared for sales opportunities. 


It's a Starrett Vernier Height Gage and it — WOW! 


— measures the full 12 inch range 





Wright Hoists 





5-foot 
double 
strand 
3000-/b. 
pull 


14-foot 
single 
strand 
1500-Ib. 
pull 


Type 
te R” 
Pull-A-Way 


Weighs less than 9 pounds 


It’s a popular shelf item... 


e It pulls, stretches, lifts, and lowers. It opens 
car doors, pulls or skids boxes and machines, 
stretches wires and cables, lifts, lowers, or 
binds anything within its load limits. 

The Type ‘“‘R” Pull-A-Way is easy and 
safe to operate. A double interlock prevents 
the brake from slipping, and an automatic 
notch-per-cycle letdown assures positive con- 


trol. The removable safety handle prevents 
serious overloading. Equipped with 7x 19 
preformed aircraft cable. 

You can sell the WRIGHT Type ““R”’ Pull- 
A-Way for 1001 uses around shops, factories 
and warehouses in your area. It’s econom- 
ically priced and makes a good item to stock 
for immediate delivery. 


Write our York, Pa., office today for Bulletin DH-163 and prices of the wriGHT Type “R"’ Pull-A-Way 


Acco 


Wright Hoist Division 


AMERICAN CHAIN & CABLE 





York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 





